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_ Amazing 
+) new mower 
' works 


under wafer 


When underwater plants 
clogged irrigation ditches, 
farmers used to drag iron 
chains through them to get 
water to thirsty crops. 


Now “chaining the ditch” 
has been replaced by Shell 
Chemical’s new killer of 
aquatic weeds, Aqualin* 
herbicide. Added to irrigation 
water, Aqualin destroys 
submersed weeds and algae 
that choke off water flow... 
dead plants disintegrate and 
float away. 


With Aqualin herbicide to 
help keep irrigation channels 
free from weeds and algae, 
Shell Chemical solves another 
problem for the modern farmer. 


SHELL CHEMICAL ‘ 
COMPANY “> 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 
the SG !F man 
by his complete line of bearings! 


One look at his line shows why he can fill so many different bearing orders. His 
line spans all four major bearing types—covers each compleiely with a tremen- 
dous range of sizes and variations. So, obviously, he’s in a position to make buy- 
ing bearings easy and economical for you. And remember, when buying bearings 
for replacement purposes—call on your nearby Authorized gts Distributor. 


EVERY TYPE-EVERY VEE 


okKF. 


Spherical, Cylindrical, Ball,"Vasen Tapered and REED Miniature Bearings BEF INDUSTRIES. INC. PHILADELPHIA 32.PA. 


For More Information Write No. 154 on Place Mark Card—Page 32 















































a 
\ ff y ! i; 
(aca Gina a 























FOR 
MAXIMUM 





AVAILABILITY 


SPECIFY 


B&W Job-Matched seamless mechanical tubing 


B&W offers you... 
ide choice of tube diameters, wall thicknesses and 


broad range of standard and special analyses in 
or alloy steels 
omplete variety of tube finishes — hot-finished, 
|, cold-drawn or roto-rocked 
ervice from 2 tube mills—plus a nationwide network 
f district sales offices and steel service centers manned by 


experienced tube salesmen—ready to serve you promptly 


These are just a few of the many reasons why it pays to 
specify B&W Job-Matched Seamless Mechanical Tubing. 
And remember—matching tubes to jobs assures you the 
right tube, in the right quantity, at the right time. For 
more information, call your local B&W District Sales 
Office, or write for Bulletin TB-430. The Babcock & 
Wilcox Company, Tubular Products Division, Beaver 
Falls, Pennsylvania. 


TA-9047-SM1 


THE BABCOCK & WILCOX COMPANY 





TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges— 
in carbon, alloy and stainless steels and special metals 
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27 YEARS OF 
EXPERIENCE... 


COMPLETE 
FACILITIES... 


for metal-to-plastic 
assemblies... 


decorative or functional 


National Lock Company 
specializes in manufacturing metal- 
to-plastic assemblies . . . ALL 

FROM ONE SOURCE. Complete 
production, finishing and plating 
facilities are available for 
decorative and functional overlays, 
inlays and inserts. These, plus 
National Lock's compression and 
injection plastic molding equipment, 
make the finished product. 

Contact us when your “specs” 

call for plastic or metal components, 
standard or custom. Our design 
engineers will help you solve 


your plastic product problems. 


NATIONAL LOCK 
COMPANY 
ROCKFORD, ILLINOIS 
COMPRESSION AND 
INJECTION MOLDING 


NATIONAL PLASTICRAFTERS, INC. 
SHEBOYGAN, WISCONSIN 
EXTRUSIONS 
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To “ship fastest way” 

Purchasing Agents 
specify 

“Ship Emery Air” 


Emery offers these extras...at no extra cost: 


® Blue Ribbon Service between over 10,000 
U.S. cities. 


@ Emery uses ALL airlines to give you the best 
ind fastest service from your suppliers’ cities. 
\utomatic reserved space aboard KEY flights 
of ALL airlines. 


® Your shipments are controlled every mile 
of their way by Emery’s exclusive teletype 
protection system. 


@ Emery’s exclusive Air Procurement Service 
s expediting time, money and worry. Plus you 
know IN ADVANCE when your shipment will 
arrive and be delivered. 


@ Guaranteed dollar savings with Emery’s 
Vv LOWER RATES. Emery’s Blue Ribbon Service 
RTS as low as $5.00... INCLUDES 24-hour-a-day 
pickup and delivery. 

Why not find out today what Emery can 
for you—on inbound or outbound shipments. 
Call your local Emery man or 

write us. 

We will be glad to send you—free 

on request—a useful, full-color 30” x 20” 

Air Freight Market Map. 


\ EMERY AIR FREIGHT 


801 Second Ave., New York 17. ““EMERY-. Worldwide Blue Ribbon Service’’ 
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Taking 8,778,000 tons of coal to the cleaners in 5 years 


would have been impossible for the heaviest steel pipe. But it proved no problem 
to the Diversipipe recommended by the G.T.M. — Goodyear Technical Man — for 
aning plant at this big Eastern mine. More than 650 feet of this rugged rubber pipe was installed 

en the plant was new. Ever since, it’s been handling both coal and silica-sand slurry—materials 

) eat through high-carbon steel in a matter of months. Yet today — after averaging more than a 
n and a half abrasive tons a year for 5¥2 years—carrying it around numerous bends that invite rapid 
Diversipipe is still going strong. Diversipipe—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


PcOOD “YEAR 














GOODYEAR INDUSTRIAL PRODUCTS @ -Specified 
* y 


Diversipipe for le lireliiare role geltha-tmelalemaeladelihact 
Never consider any industrial materials handling 
A Long-lived abrasion- and | 8 problem “impossible” until the G.T.M. has taken 


ore a look and made his recommendation. 
B Reinforcement of ste« | . : : 
wire helix plus wrapped Time and time again, he and the Goodyear 


plies of heavy-duty fabr ‘ Distributor have supplied Conveyor Belts, V- Belts 
C Special rubber tube to | j or other industrial products that do the job where 
withstand abrasion and others fail. Just look under “Rubber Goods” or 
“Rubber Products” in the Yellow Pages—or 
write Goodyear, Industrial Products Division, Akron 
16, Ohio. 


igehitolal 


jood things come from 


GOODFYEAR 


THE — NAME IN RUBBER 
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Straws in the Trade Wind 


> FASTER FREIGHT TRAINS — Railroads 
are speeding up freight schedules in their con- 
tinuing battle with truckers for long-distance 
deliveries. For example, the New York Central 
is offering many purchasing agents 24-hour 
service between New York and Chicago—only 
seven hours slower than the downgraded Twen- 
tieth Century Limited streamliner. Some coast- 
to-coast shipments are being made with regu- 
larity in four-and-a-half to five days. 


> NICKEL DEMAND RISING—Demand for 
nickel, which rose sharply in 1959, is expected 
to continue at a high level this year. So says 
Dr. John F. Thompson, chairman of Inter- 
national Nickel Company. This demand “can be 
more than satisfied by the industry’s increased 
productive facilities and by the available nickel 
supplies,” he adds. 


> BUSINESS CONSTRUCTION BOOMING— 
Private nonresidential construction—including 
industrial, commercial, and recreational—was 
at a high level in the early part of 1960. In the 
first two months alone, value of construction 
starts rose 18% from the similar period of 1959 
to $5.4 billion, says the Department of Com- 
merce. The area of industrial building has been 
showing some of the largest gains. 


Material Handling Equipment Bookings 





For the P.A.'s Hot File .. . 


As a supplement to your annual cost- 
reduction report to management, why 
not add some of the intangible savings 
purchasing makes which can’t be meas- 
ured in dollars and cents. Here are a 
few of the items that one P.A, included 
in his report: keeping inventories low, 
avoiding production line shutdowns, re- 
ducing departmental costs, using suppli- 
ers knowhow, cooperating with reciproc- 
ity program, collaborating with traffic 
department to keep transportation costs 
down. 














1959 











®» RAILROADS BUYING MORE—The na- 
tion’s railroads spent over $1.4 billion for ma- 
terials and supplies in 1959—marking a 16% 
jump over the previous year. This includes $818 
million for capital equipment and improve- 
ments, reports the Association of American 
tailroads. 


& STEEL WAREHOUSES OPTIMISTIC— 
Steel warehouses are looking forward to good 
business for the rest of 1960 even though mill 


The bookings index of the Materials Handling Insti- 
tute jumped almost 14 points te 128.74 (1954 = 100) 
in the latest monthly report. The index is based on 
new orders for lift trucks, portable elevators, casters, 
conveyor equipment, monorails, and similar handling 
equipment. 
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PRODUCT INFORMATION 


In New Departure’s full-time noise analysis 
program, a unique sound booth and special 
electronic sound level equipment are used to 
pinpoint and evaluate electric motor noise. 
Inside the booth, a condenser microphone picks 
up air-borne noise from the running motor. 
Outside, the signal is electronically registered 
and recorded. 

By changing one variable at a time, such as 
bearing or mounting design, or lubricant, N/D 
engineers are able to select the proper com- 




















N/D sound booth for analysis of electric motor 
noise, mounted on springs and constructed 
with non liel walls, assures manufacturers 
a scientific solution to electric motor noise 
problems. Motors are tested with special 
electronic sound evaluation equipment. 





How *“ép Minimizes Electric Moror Noise / 


bination that results in the quietest motor 
operation. That’s why you'll find New Depar- 
ture precision ball bearings specified for electric 
motors to be used in quality home appliances, 
instruments, fans, hand tools and other appli- 
cations .. . for greater consumer sales appeal. 
If you have an electric motor noise problem, 
contact the N/D Sales Engineer in your area. 
For additional information call or write New 
Departure Division, General Motors Corpora- 
tion, Bristol, Connecticut. 


Re 
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proved reliability you can build around 
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orders are off. The president of a big Midwest 
warehouse notes that P.A.’s are changing their 
buying habits and are no longer building up 
large inventories as protection against delayed 
deliveries. He says that for many reasons “steel 
service centers are getting much of the busi- 
ness that formerly went direct to the mills.” 


> MAKE OR BUY—A comprehensive, 14- 
month study on “make or buy” has been pub- 
lished by the National Screw Machine Prod- 
ucts Association. It’s designed to help purchas- 
ing agents decide whether to buy screw ma- 
chine products from independent producers or 
maintain their own departments. Case histories 
are included. 


& CAR LEASING GAINS—More fleet buyers 
are switching to leasing plans, according to a 
survey by the Dartnell Corporation. Of the 650 
companies polled, 37% now lease cars and light 
service vehicles—up from 25% from four years 
ago. Most of the buyers surveyed are testing 
the new compact cars on a “little-by-little”’ 
basis at the present time. 


QUOTE [occccccccccoccococoosoocooooosooooooooes 


“The purchasing agent is one of the most impor- 


&» RECENT PRICE NEWS—Some price re- 
ductions announced recently by manufacturers 
include: a 10% cut on power cylinders by Flick- 
Reedy Corporation, reductions in a line of soft 
blank top jaws by Cushman Chuck Co., and 
the second major price drop in two months on 


low current silicon rectifiers by General Elec- 
tric Company. 


®» SHEEPSKINS ARE SHOWING — One out 
of every 10 employees in 1960 is a college grad- 
uate. Twenty years ago, one out of every 18 
had a college degree, says the National In- 
dustrial Conference Board. The largest per- 
centage of college grads holds “professional” 
jobs—which include doctors, airplane pilots, 
foresters, and funeral directors. 


> IDENTIFYING MADE EASY—A standard 
identification code for ball and roller bearings 
has been approved by the American Standards 
Association. The code provides a universal 
language for describing bearings to aid com- 
munications between P.A.’s and manufacturers. 
It also simplifies handling of identica] bearings 
made by different manufacturers. 


tant members of his company’s marketing team,” says 
Stanley C. Hope, president of the Soundscriber Cor- 
poration. Mr. Hope, a former president of the National 
Association of Manufacturers, notes that the “P.A.’s 
ability to buy quality products at the best possible 
price is vital in determining any company’s sales ef- 
forts. Without close purchasing-sales cooperation, a 
company may find itself marketing an item that it 
cannot actually produce profitably. A first-rate sales 
executive should be the first to recognize purchasing’s 
contribution to company profits, If both the P.A. and 
the sales manager are working partners on the manage- 
ment team, a company has a big jump over the compe- 
titor that keeps purchasing in the back seat.” 


Stanley C. Hope 
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Case History No. 106 Dallas Cast Stone Co. 


A 
4 


“WE GET 3 TIMES 

THE WEAR AT NO 

EXTRA COST WITH 
RIEGEL PLASTIC- 

_ COATED GLOVES” 


= eS 


Here Are The Facts! 


COMPANY: Dallas Cast Stone Co., Dallas, Texas 
GLOVE PREVIOUSLY USED: Competitor’s Plastic Coated 
GLOVE RECOMMENDED: Riegel Plastic Coated Palm, 


No, 418 -. 


SAVINGS: “We get three times more wear. Far exceeds 
ny type we have ever used before. Riegel’s No. 418 
sts No More, so we’ve cut our glove costs on 
operation almost 66%!” 


Vip MME 


AoW ae EN a d+ 
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ee ater A OC 


COMFORT: “Our men prefer Riegel No. 418 because 
cut larger and feels more comfortable. The canvas 
.ck not only outwears all previous gloves, but 
porous material breathes, making gloves cooler.” 


is another saving made possible because 
el Industrial Analysts fit the right glove to 
b. For help in reducing your glove cost, 
| or write Riegel today. 


Write for free 
AND F, 
ih Glove Purchasing 


Guide and Case 


| Boras History File 


RIEGEL TEXTILE CORP. - Conover, N.C. 


OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
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Are Inventories Getting Out of Hand? 


Excess industrial inventories were the major cause of the 1949, 1954, and 1958 
recessions. Some economists fear they may bring on a recession in late 1960. 
To find out the inventory plans of P.A.’s for the rest of this year, we surveyed 
a representative group of purchasing executives. Their combined answers follow: 





Increase 





Decrease 


plans for the last half of 
1960? 


ey Tot Tie 
BOOS SSS ESS eee ease see ee sees 


TTrittiti Li 


|. What are your inventory , 





No Change 


a 
Sa 


@ Ss hs ce G 
Co 
az 


Outlook Still 
Uncertain 








2. Do you anticipate another in- 
ventory recession at the end 
of 1960 or in 1961 similar to « 
the one in 1957-58? 





High 
3. What is the relationship of 
your inventories to your cur- 
rent sales (in comparison with « 
the last few years)? 


Average 








Low 


Sau8 
ji as WO a 





automate even heavy work with air. In a complex frozen juice concentrate 
g operation, Plymouth Citrus Products Cooperative, Plymouth, Fla., hooks up 
ier Air Products simply and economically to a gravity conveyor. Full 55-gal. barrels 
ed sections roll down to stop bars and are selected in correct order and ratio for dump- 
The Schrader system performs well,” says C. Byron Smith, plant manager. “We're 
ing 200 to 300 barrels a day on this selective conveyer, and could handle more.” 


Y 
i 
| 


Déums$ irom 
cold room. 


inter leek 
circull te 


ween 
s| shifte@ te 


tien 


Sthrader dogbleac 
ing cylinder pull 
stop bar down whe 
veive epereates + 
@ases iseleate 
arum 1 , 


PROCESSOR AUTOMATES BACK-BREAKING 
CHORE WITH SCHRADER AIR PRODUCTS... 
GAINS SPEED, EFFICIENCY, BIG ECONOMIES 


lifficult problems of handling, conveying and 
just like this company ... with air! Versatile 
Air Products take punishing environments 
even corrosive atmospheres ... Work together 
c on American production systems of many 

t kinds in hundreds of industries. 


de 


You already have air. Add Schrader Air Products to 
push, pull, hold, position, move work repetitively . . . 
cure headaches of weight, assembly, production main- 
tenance ... perform tirelessly and with precision. 
Speedy yet safe Schrader takes the drudge out of work, 
adopts to special needs, saves time, money and effort. 


Select from the full Schrader lines to plan your automation of machines. Your 
Schrader distributor can help you pinpoint what you need. For more data write: 





o division of SCOVILLE 





A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 











QUALITY AIR CONTROL PRODUCTS 
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Higher 


4. How do your current inven- 
tories compare with pre-steel 
strike levels? 


9 About the Same 
3 





Lower 





Under 30 days 





30-60 days 
How large are your present 9 
a 


average inventories of pro- 
duction material? 60-90 days 








Over 90 days 


Have you had any success 
in persuading suppliers to 9 
carry larger inventories to 
permit you to reduce your “ 
own safety stocks? 


TEtiititit Leer eer 





oS 





Control 


What is purchasing's role in 9 
inventory management in ! Advise 
your company? 








Not Concerned 





a 
IGMBrMwmar 
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Another # An economical bearing 


Polymer FIRST... : ce") material PO ” 
revolutionary, 


MC NYLON! a a7! a “eee, new techniques— 





Tubular bars of MC Nylon—newest product of continuing Polymer research 
—are now available at reductions in price of up to 50%. MC Nylon provides 
new design opportunities and fabricating economies to makers and users 
of large bronze bushings. In tubular bars, the specially formulated bearing 
material costs less than quality bronze bushings of similar size. It has nylon’s 
desirable physical properties with improved wear characteristics and greater 
resistance to deformation under load . . . proven by field tests. 


MC Nylon is another example of Polymer’s leadership in engineered 
industrial plastics. 


TUBULAR BAR STOCK SIZES 


MC Nylon tubular bars, the first standard availability in MC Nylon, are 
made in outside diameters ranging from 2” to 15’. Wall thicknesses of %”, 
4", %” and 1” are standard with wall thicknesses up to 2’ made to order. 
ROD AND SLAB Standard lengths up to 13’. Supplied in POLYPENCO blue. 


to 17” in diameter, and Call or write today for full information. 
1 | to 5 inches thick in 


if 2 ft. x 3 ft. are avail- The Polymer Corporation of Pennsylvania 
special request. Other Reading, Pa. 
cal shapes—produced Export: Polypenco, Inc., Reading, Penna., U.S.A. 


economy—and in POLYPENCO' 
s than heretofore pro- See MC Nylon in Polymer Booth #1513 a é 


e under development. . Design Engineering Show 
May 23-26 « Coliseum, New York City 
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Special Industry Report: 


Office Equipment: 


Tue OFFICE EQUIPMENT in- 
dustry is healthy, vigorous and 
extremely active. It slowed down 
in late 1957 and during most of 
1958, but current expenditures 
for labor, materials and research 
reflect a rising demand for office 
machines. Annual reports of major 
office equipment manufacturers 
for 1959 invariably disclose that, 
“sales were the highest in com- 
pany’s history.” 

Technological changes in the 
office play a big role in the up- 
turn. One manufacturer has 
brought out more than 20 new 
products in the last five years. 
Almost 80% of the total sales of 
another manufacturer are from 
products which were introduced 
during the last 10 years. 

Electronic computers, the big 
guns of data processing systems, 
are becoming more elaborate and 
more useful. In spite of purchase 
prices ranging up to $3 million 
and rentals in the neighborhood 
of $400,000 a year, companies are 
ringing up impressive savings 
with these “brains.” 
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Big and Getting Bigger 


Not all the computers are mam- 
moth. One recent entry into the 
field carries a price tag of $25,- 
000. If this is still beyond your 
reach, service centers may be the 
answer. Most of the dozen com- 
puter manufacturers, plus a few 
independent companies, are mak- 
ing it easier than ever to get the 





“You're too late, I told you they 
quit at five .. .” 


benefits of electronic computers 
without tieing up capital in equip- 
ment and specialized staffs. 

Generally, charges at these 
service centers are on a per- 
hour basis. At first blush, $70 
per hour may seem high until 
one considers the tremendous vol- 
ume of work these machines can 
turn out in an hour. 

High-priced computers, how- 
ever, are not necessary to get 
automation in the office. Electric 
typewriters and calculators, dic- 
tating machines, intercom sys- 
tems, postage meters and copying 
machines are all basically auto- 
matic equipment. Tied in with 
each other and with similar ma- 
chines, these machines take on 
greater versatility, increase their 
capabilities in each operation, and 
are closer to the popular version 
of an automated office. 

Automation of the office is not 
meeting the same stiff resistance 
it once faced in the shop. Girls, 
who form the major portion of the 
office work force, generally, do 
not expect to be working five 


15 
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A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 





FAFNIR PIONEERS USE OF 
)MPUTERS FOR BEARING RESEARCH 


1ew concept in bearing engi- 
been developed by Fafnir with 
ligital computers for analysis 
nd machinery designs, metal- 
essing, and quality control. 
ed and accuracy of digital com- 
bearing research is strikingly 
in determination of bearing 
irly test showed that an entire 
wk using a desk calculator 
luced with absolute accuracy 
minute computation. 
Fafnir engineers are using elec- 
puters for such calculations as 
ved in determining complicated 
ads in wobble plate mecha- 
pter, machine tool, and 
ift applications. 
tal computers, solutions to 
mplex bearing problems can 
immediately and with unerr- 


ecks calculations in solving bear- 
aid of digital computer. 


BEARING LUBRICANTS RUN A 
GAUNTLET OF TESTS AT FAFNIR 


xidation resistance, noncor- 
tability, water-resistance, vis- 
hese and other characteristics 
have a direct and vital effect 
1g performance. 
elaborate laboratory analy- 
lubricants is carried on 
to check the quality of each 
ricant received, to analyze 
and to meet special re- 
ustomers. 
ricant testing facilities and 
with bearing lubrication 
unother means by which 
nsure optimum performance 


ers 


h Offices 
lotte* 





Atlanta* * Baltimore * Boston (Cambridge )* 
* Chicago* * Cincinnati * Cleveland ¢ Dallas* 


__— 


OVER 5000 ELECTRIC MOTORS PROVIDE 


BALL BEARING PROVING 


GROUNDS AT FAFNIR 


A few of the 5000 and more electric motors in Fafnir’s six plants. Motors range from fractional horsepower 
types to 40 hp units such as that pictured at right. They provide ideal proving grounds for Fafnir electric 


motor ball bearings and bearing refinements. 


Six “plants-full” of electric motors 
— over 5000 in all — make ideal 
proving grounds at Fafnir for electric 
motor ball bearing designs and new 
bearing refinements. 

Used to power all types of equip- 
ment from pumps to 100,000 rpm 
grinders, and ranging in size from 
1/20 to 40 hp units, these motors 
provide bearing performance records 
covering virtually every type of serv- 
ice and operating condition. 





Fafnir’s electric motor bearing 
proving grounds are also ideal for 
testing bearing refinements — new 
seal constructions, for example. 
Such widely known developments as 
Fafnir’s contact-type Plya-Seal and 
slinger-type Mechani-Seal were ex- 
haustively tested before their intro- 
duction. Their industry-wide accept- 
ance has long since proven the value 
of proving grounds for ball bearing 
testing at Fafnir. 





NEW OFFICE FOR FAFNIR’S MILWAUKEE STAFF 


A new and larger home for Fafnir’s 
Milwaukee staff — and a more effi- 
cient headquarters for bearing serv- 
ice to area industry — became a 
reality recently with the opening of 
Fafnir’s new office at 711 West 
Capitol Drive in Milwaukee. 

The new office will enable Fafnir 
to improve its service to customers 
throughout the Milwaukee sales dis- 
trict, a territory covering half of 


Wisconsin, Upper Michigan, and a 
section of Northern Illinois. 

The move is the latest of several 
such improvements in Fafnir’s sales 
and service network, which now 
includes 26 branch offices and 18 
warehouses — plus over 1000 
authorized distributors for replace- 
ment bearings. 

The Fafnir Bearing Company, 
New Britain, Connecticut. 


er* * Detroit* * Houston ¢ Indianapolis * Kansas City* 
Angeles* * Memphis* * Milwaukee * Minneapolis* 


loline * New Orleans (Metairie) * New York (Woodside )* 


idelphia* ¢* Pittsburgh* ¢ Portland, Ore.* * Rochester 
Francisco (Millbrae)* ¢ St. Petersburg, Fla. * Seattle* 
*Includes Warehouses 
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Purchasing Previews 





Special Industry Report: 


years from today. Hence, they 
do not view the trend as an at- 
tempt to do away with their 
“life’s work.” 

Secondly, modern systems are 
a necessity. They offer the pur- 
chasing agent a means by which 
he can increase his productivity, 
ease his constantly increasing 
paper-handling tasks, cut down on 
soaring clerical costs, and achieve 
control for better planning. 


Is It Productive? 


More and more the P.A. is 
looking at office equipment as he 
looks at shop machines—in terms 
of output and cost rather than in 
terms of decoration, or even office 
politics. Consider just a few de- 
velopments: 

Purchasing agents plagued by 
the problem of “who can and who 
can’t have an electric typewriter” 


Mil. $ 


will be delighted to learn that 
electric models accounted for 
nearly 43% of dollar sales of office 
typewriters in 1959. This figure 
is up from 32% in 1957. It is a 
sure sign that electric typewriters 
are being judged as productive 
machines rather than as status 
symbols. 

The copying machine, only a 
few years ago an exciting new 
discovery in many purchasing de- 
partments, has become common- 
place. Under the spur of competi- 
tion, about 70 manufacturers are 
producing at least a dozen dif- 
ferent types of machines, capable 
of handling almost any copying 
problem. 

Desks for clerical help are un- 
dergoing changes. One manufac- 
turer reports a 40% increase in 
sales in the number of plastic top 
wooden desks. Although the desks 


Office Equipment Volume 


Computers, Typewriters, and 


Other Office Machines Only 


are more expensive—by about 
$20 on the average—they require 
much less maintenance and with- 
stand a good deal more abuse than 
wooden desks do. 

Leasing of office machines ap- 
pears to be on the increase. Com- 
puters have been available on a 
rental basis since they were intro- 
duced, but there is also a wide 
range of less complex equipment 
for hire in most good-sized cities. 
This includes electric and manual 
typewriters, adding and calculat- 
ing machines, punched card equip- 
ment, various types of accounting 
machines, etc. Leasing not only 
frees capital for other purposes, 
but relieves the purchasing agent 
of the problem of maintenance 
contracts. It also protects him 
against obsolescence: he can 
switch quickly to more advanced 
machines as the situation requires 
without fear of being stuck with 
an obsolete model. The lessor, 
with his superior knowledge of 
the used machine market, usually 
has no difficulty in selling or rent- 
ing the machine. 

Foreign office equipment, par- 
ticularly typewriters, is making 
inroads into the domestic market. 
Last month two major American 
typewriter manufacturers asked 
that a 30% tariff be imposed on 
typewriter imports. One interest- 
ing aspect of the situation is that 
both companies manufacture 
abroad and import into the United 
States. All other office equipment 
is subject to duty, but many items 
have got a good competitive foot- 
hold in the American market and 
are expected to make further 
headway as time goes on. 

The office equipment buyer is 
in an excellent position today. He 
is dealing with an industry that 
is extremely competitive and 
therefore technologically on its 
toes. New and better products 
are being produced almost daily. 
Some of the new items command 
fancy prices, but generally speak- 
ing their speed, improved pro- 
ductivity, and broad capabilities 
enable them to pay for them- 
selves in a short time by reducing 
clerical and paperwork costs. 
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H EAT RESISTANCE 


5000° flame has not penetrated a one-quarter- 
h piece of CDF’s new Dilecto RD-105 laminate 
r ten minutes. The same thickness of cold- 
led steel is pierced in less than forty seconds. 





ed from graphite fabric impregnated with a structural materials and electrical insulations. 
:blation)-resistant phenolic resin, new CDF Vulcanized fibre, silicone rubber, mica, Teflon*, and 
RD-105 and RD-115 are being evaluated in thermosetting moldings are also supplied by CDF. 


ropellant rocket motors. CDF can provide both quality and true economy 
in selecting plastic materials best suited to your 


needs. Refer to SWEETS PD file or write to us for 
ndustry’s largest selection of non-metallic General Folder 60. 


) laminates are only one family of products 


*DuPont trademark 


CONTINENTAL-DIAMOND FIBRE 





sistant and low cost Dilecto cams Dimensionally stable, light weight, oil-resist- 


Easily fabricated paper-base, pun 
c washer and dryer controls. ant Dilecto ball bearing retainer rings. 


& 
grade Dilecto precision switch insulators. 
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Diversity, supply 
and information virtually unlimited: 


FEDERATED NON-FERROUS MATERIALS 


Select from the most comprehensive line of non-ferrous 
materials, produced under constant rigid quality con- 
trols. Profit from continuous research that has been 
responsible for new and better methods and materials. 
Call on a nation-wide field staff of metallurgical special- 
ists always available with broad knowledge of the work- 
ing characteristics of these non-ferrous materials: 
aluminum and zinc die casting alloys; aluminum & brass 
ingot; babbitts; fusible alloys; lead sheet, pipe and fit- 
tings; electroplating anodes and chemicals; core, solid 
wire and bar solders; zinc dust. For specific data about 
any Federated Non-ferrous material, write Federated 
Metals Division, American Smelting and Refining Com- 
pany, 120 Broadway, New York 5, REctor 2-9500, or call 


your nearest Federated sales office. TED METALS DIVISION 


ANVdWOD ONINISZ3SY ONY ONILISBWS NYVODIYANY 


z 
C 


Where to call for information: 


ALTON, ILLINOIS 
Alton: Howard 5-2511 
St. Louis: Jackson 4-4040 


BALTIMORE, MARYLAND 
Orleans 5-2400 


BIRMINGHAM, ALA. 
Fairfax 2-1802 


BOSTON 16, MASS. 
Liberty 2-0797 


CHICAGO, ILL. (WHITING) 
Chicago: Essex 5-5000 
Whiting: Whiting 826 


CINCINNATI, OHIO 
Cherry 1-1678 
CLEVELAND, OHIO 
Prospect 1-2175 
DALLAS, TEXAS 
Adams 5-5034 
DETROIT 2, MICHIGAN 
Trinity 1-5040 

EL PASO, TEXAS 
(Asarco Mercantile Co.) 
3-1852 

HOUSTON 29, TEXAS 
Orchard 4-7611 


LOS ANGELES 23, CALIF. 


Angelus 8-4291 
MILWAUKEE 10, WIS. 
Hilltop 5-7430 
MINNEAPOLIS, MINN. 
Tuxedo 1-4109 
NEWARK, NEW JERSEY 
Newark: Mitchell 3-0500 
New York: Digby 4-9460 


PHILADELPHIA 3, PENNA. 


Locust 7-5129 


PITTSBURGH 24, PENNA, 
Museum 2-2410 


PORTLAND 9, OREGON 
Capitol 7-1404 


ROCHESTER 4, NEW YORK 
Locust 5250 

ST. LOUIS, MISSOURI 
Jackson 4-4040 

SALT LAKE CITY 1, UTAH 
Empire 4-3601 


SAN FRANCISCO 24, CALIF 
Atwater 2-3340 


SEATTLE 4, WASHINGTON 
Main 3-7160 


WHITING, IND. (CHICAGO) 
Whiting: Whiting 826 
Chicago: Essex 5-5000 


IN CANADA: Federated 
Metals Canada, Ltd. 
Toronto, Ont., 1110 
Birchmount Rd., 
Scarborough, Phone: 
Plymouth 73246 


Montreal, P.Q., 1400 
Norman St., Lachine, 
Phone: Melrose 7-3593) 





Ammonia from Armour Is 
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\nhydrous Ammonia has a guaranteed mini- Armour Ammonia is also backed by the finest 
y of 99.98%. Ammonia so pure, you have technical service available. Armour’s Technical Serv- 
lems with moisture, oil or non-condensable ice Department will furnish biue-prints and engineer- 
ing recommendations . . . supervise your cylinder and 
lways assured of excellent heat treating storage tank installations and give additional aid 
cause Armour quality standards are based whenever you need it, at no extra cost. 
a control test made when the ammonia is 
r shipment to you. Every cylinder and tank 
\rmour Ammonia is subjected to a rigid 
test after filling to make sure it is at 
8% pure when delivered to you. This extra : : 
oc Bliminates the danger of your receiving  ATMOUT Industrial Chemical Company 
that has been contaminated during the Division of Armour and Company 
ess. 110 North Wacker Drive ¢ Chicago 6, Illinois 


For More Information Write No. 166 on Place Mark Card—Page 32 





Ammonia Sales ® 


PURCHASING 





Washington Report 





Cabinet Committee Reports: 


We Can Curb Inflation 


Tue ADMINISTRATION has 
issued what amounts to a “white 
paper” on its economic policy— 
specifically as it applies to its ac- 
tions to stabilize prices. The paper 
quietly lays the groundwork for 
the Administration’s position in 
the coming political campaign, 
making it clear that price levels 
will rank high as a campaign 
issue. 


Keeping Nixon in Limelight 


The “paper” is in the form of 
a “Second Interim Report” by the 
Cabinet Committee on Price Sta- 
bility for Economic Growth. Its 
central theme is that inflationary 
forces have been subdued and 
“the path to price stability and 
economic growth is better marked 
than ever before.” 

Chairman of the Cabinet Com- 
mittee is Vice President Richard 
M. Nixon. One of the reasons for 
issuing the report at this time is 
to keep him in the public limelight 
as the exponent of a stable econ- 


omy. The report blames the ma- 
jor inflationary surges on previ- 
ous Democratic administrations, 
pointing out that “most of the in- 
flation that really hurts our old 
people and others on fixed in- 
comes took place during the be- 
ginning of the Second World War 
and the end of the Korean War.” 

Broad conclusions of the re- 
port are: 

(1) We have the tools to curb 
inflation. 

(2) Inflation has been effec- 
tively curbed during the past 
year, and substantial progress has 
been made in checking inflation 
during the past eight years. 

(3) In the long run, inflation 
will continue to be a recurrent 
threat; but sound anti-inflationary 
policies, integrated with sound 
anti-recession policies, can con- 
tinue to subdue that threat. 

(4) Stability of the average 
level of prices is essential for 
economic progress, but does not 
by itself assure progress. Econom- 





Consumer Price Index Hits Record High 





1947-49= 











127 The 
March rose 0.1 point to a record high 
of 125.7 (1947-49—100). 

The 
change in prices of goods and services 
bought by wage earners and clerical 
workers in cities—conceals, however, 
some of the cross currents within the 
package. While food, housing and ap- 
parel prices rose, automobile, oil, and 
transportation prices fell. 

The increase means a wage hike 
for more than 800,000 workers in the 
railroad industry who have escalator 
clauses in their contracts calling for 
adjustment every six months. 


Consumer Price Index for 


index—which measures the 
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ic progress requires that we 
also promote competition, re- 
duce wasteful subsidies, elimin- 
ate rigidity and immobility in our 
economic system, stimulate re- 
search and innovation, encourage 
saving and investment, and pur- 
sue similar positive programs for 
the cultivation of economic 
growth. 

The report notes that while the 
average level of consumer prices 
has been reasonably stable over 
the last two years, some prices 
have risen, some have fallen, and 
some have remained steady. This 
is to be expected in a growing 
economy, according to the Cabi- 
net Committee report, which also 
states: 


Why Prices Change 


“Diversity of price changes is 
to be expected in a growing econ- 
omy because shifts in demand and 
increases in productivity differ 
substantially.” 

Explaining the price movements 
of the ’50’s—which the Admin- 
istration in the past has viewed 
as alarming—the Interim Report 
says that the recent pattern of 
price behavior has “not been ex- 
ceptional or extraordinary and 
does not call for novel explana- 
tions.” 

At the same time it calls at- 
tention to the following inflation- 
ary “culprits”: 

“Present-day collective bargain- 
ing arrangements, government 
price and wage supports, sub- 
sidies, and business monopoly 
taken together do introduce rigid- 
ities and inflationary pressures 
into the economy. They stunt eco- 
nomic growth and make inflation 
more intractable. 

“Cost pressures and cost in- 
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is something 
wrong 
here? 





— 


There certainly is something wrong, it’s low 
air pressure ... the biggest thief of production 
on air operated jobs — the biggest thief of your 
payroll dollars! 

Every time your workmen use portable air 
tools or other air-operated devices, and you have 
low air pressure, their production can drop as 
much as 27% if you have only 70 pounds pres- 
sure and need 90. 

Why let low air pressure shrink your man- 
power, call on your nearest Ingersoll-Rand Air 
Engineer or see your local I-R Compressor Dis- 
tributor. He will be happy to look into your 
compressed air problem and make a cost reduc- 
ing recommendation. 


Ingersoll-Rand 


108A3 11 Broadway, New York 4, N. Y. 


Packaged 
air-cooled air compressors 
ly through 20 horsepower 


Other air-cooled units to 125 hp 


--.water-cooled units to 7500 hp 
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creases do play a critical role in 
the process of inflation, but to ex- 
plain general price movements of 
the past eight years, primary at- 
tention must be directed to mone- 
tary and fiscal policies and the 
causes of fluctuations in the gen- 
eral level of business activity.” 

Of more immediate interest to 
the purchasing agent is what the 
Cabinet Committee sees ahead for 
prices in the 1960’s. 

Essentially, the report sees a 
continuing inflationary bias in the 
economy, especially if severe re- 
cessions can be avoided. If the 
general policies of the last few 
years are followed, however, the 
committee says we “can have rea- 
sonable price level stability and 
sustained economic growth in the 
60s.” 

What the committee finds is that 
in a recession, government budget 
deficits are incurred too late and 
are continued too long. In pros- 
perous times, the surpluses are 
developed too late, and are too 
small. 


e@ Capital Goods Spending 
To Rise Through 1961 
With industrial buying of plant 
and equipment the brightest spot 


Martin Gainsbrugh, chief economist 
for the National Industrial Confer- 
ence Board, says capital spending 
will continue to rise for another 
year at least. 
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in the economy, there is gen- 
eral anticipation that the up- 
surge of capital goods purchases 
will last well into 1961. 

Martin Gainsbrugh, chief econ- 
omist for National Industrial Con- 
ference Board, pointed out before 
the Congressional Joint Economic 
Committee, that history suggests 
the capital goods spending up- 
swing has a considerable course 
to run before it turns into a de- 
cline. 


Emphasis on Modernization 


In the 1948-53 capital goods 
cycle, he stated, the expansion 
phase in plant and equipment 
spending lasted 15 quarters. In 
the 1953-57 cycle, the rise con- 
tinued for 10 quarters. Taking the 
shorter period of rise as a guide, 
the current expansion should con- 
tinue into next year. 

A significant factor in the cur- 
rent cycle of equipment spend- 
ing is that the emphasis of the 
capital goods recovery has been 
on cost cutting, modernization, 
and creation of demand, rather 
than expansion of production fa- 
cilities. 

Gainsbrugh sees the possibility 
of a shift in emphasis from mod- 
ernization to expansion of capac- 
ity, which would make growth 
more rapid. Under such circum- 
stances, the high levels in capital 
spending could extend through 
1961, and perhaps into 1962. 


@ Federal Spending Is 
11% of Total GNP 


Federal purchases of goods and 
services during the calendar year 
of 1959 amounted to $53% bil- 
lion and accounted for a little 
more than 11% of the national 
output of goods and services. 

In announcing these figures, 
Louis J. Paradiso, chief statis- 
tician of the Office of Business 
Economics, Department of Com- 
merce, pointed out that national 
defense last year amounted to 
942% of the Gross National Prod- 
uct—compared to 10% in 1957 and 
1958. 

State local 


and government 





Hints Or 
fluore scent starter 
Sé lection 


G-E FS-4NA STARTER 
BEST FOR NO-BLINK 
OPERATION IN 
HOT, HUMID AREAS 


Where extreme heat and humid- 
ity create a problem in starting 
fluorescent lamps, switch to the 
General Electric FS-4NA starter 
— the starter created especially 
for these problem areas. 

The G-E FS-4NA is an auto- 
matic reset,no-blink type starter 
for standard 40-watt fluorescent 
lamps. 

Ask your G-E distributor for the 
“G-E Starter Selec- 
tion Chart and Main- 
tenance Guide for 
Fluorescent Light- 
ing.”’ General Elec- 
tric Company, Wir- 
ing Device Depart- 
ment, Providence 7, 

Rhede Island. 


GENERAL @® 
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COST is the intimate concern of purchasing. Cost per unit depends on 
steady output. Steady output must depend on organized lubrication, 
QED: Organized lubrication is purchasing’s concern, too. 


Why PURCHASING has a stake 
in good lubrication practices 


nize lubrication for what it is—a able experience in tailoring Organized Lubri- 
ng tool, not an expense item—you cation Programs to the needs of virtually 
savings that can add up to many every industry. They can help show you the 
mes the cost of the lubricants them- way to important savings. Why not talk to 
r purchasing department is in an your nearest Texaco Lubrication Engineer 
on to help make these potential today—or write for our new Book “Organized 
That’s why organizing lubrica- Lubrication—Major Cost Control Factor.” 

r responsibility, too. * * * 


» can help you achieve these savings. Texaco Inc., 135 East 42nd Street, New 


ibrication Engineers have had valu- York 17, N. Y., Dept. P-142. 


RICATION IS A MAJOR FACTOR IN COST CONTROL 


Tune In: Texaco Huntley-Brinkley Report, Mon. through Fri.-NBC-TV 
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purchases amounted to another 
9% of the GNP. Thus more than 
one-fifth of our entire output of 
goods and services was absorbed 
by governmental purchasing. 

This combined demand by fed- 
eral, state and local governments 
is projected to rise in the coming 
fiscal year. 


e U.S. Buying More From 
Europe, but Rate Slows 
The boom in US. purchases of 
foreign goods has slowed down, 
with industry turning to domestic 
suppliers for primary materials 
and manufactured goods. 

There are a number of reasons 
for the shift, including the fact 
that European countries—which 
were anxious to ship to us during 
their slack economic period 18 
months ago—are now in the midst 
of their own boom. 

The result: prices of European 
materials and manufactures have 
stiffened. This has been true in 
steel, machinery, and _ tools, 
among others. 

In the automotive field, the 
U.S. compact cars have blunted 
the appeal of many European 
models. The total volume of im- 
ports into the U‘S. is still increas- 
ing, largely reflecting the general 
growth of the economy, but the 
rate of increase is much less than 
a year ago. 

On the other hand, exports 
from the U.S. have been rising 
sharply, in great part reflecting 


Life in these excited silos a 














“So you've got some 
leaks .. . look, new 
pipe costs money!” 


Troubles coming 
in waves? 
Try Ace-Ite pipe 


Ace-Ite Plastic Pipe ...a tough, 
chemical-resistant ABS rubber- 
resin blend . . . is the surest way to 
stem the. tide of corrosion. One of 
eight types of Ace pipe, it’s ideal 
for general use, handles most 
chemicals. It’s been around long 
enough so we know what it'll do. 
And you'll like the price. Ask for 
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Ace chemical- 
resistant rubber- 
lined steel pipe 
best for high- 
pressure, big 
sizes, or abra- 
sives. Pipe, fit- 
tings and valves 
1% to 24”. 


a 








OF STEEL 











Highly efficient 
WE pump. Ca- 
pacity to 360 
spm. Cast iron, 
ully protected 
4 top quality, 
chemical resist- 
ant hard rubber 


BIG GIANT OF 
ACID PUMPS 











the rapid recovery of European 
industry. The increase has been 


Bulletin CE-80. 





Supermarket for 


highlighted by two special situa- 
tions—aircraft and cotton. 

In aircraft, our position as a 
supplier of transport craft was 
usurped when the British beat us 
to the market with quality prop- 
jets. However, with U.S. manu- 
facturers now offering the first 
proven long-range pure jets, our 
exports of this type of craft are 
very large. 

The position of our Depart- 
ment of Agriculture—in offering 
a price advantage on the purchase 
of U.S. cotton beginning with the 
1959 crop—has also tended to in- 
crease purchases in the current 
period.—A. N. Wecksler 
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Design assist- 
ance and facili- 
ties for molding 
special fittings, 
pump parts, etc., 
of plastics or 
hard rubber. 
Also large hand- 








fabricating fa- 
cilities. 
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Variety and qual- 
ity to match any 
plastic piping. 
Riviclor PVC, 
Ace-Ite rubber- 
plastic, Parian 
poly, Ace Saran, 
Tempron high 
temperature 
nitrile, hard rub- 
ber-lined steel. 


LASTIC FITTING 





ACE processing equipment of rub 





AMERICAN HARD RUBBER COMPANY 
DIVISION OF AMERACE CORPORATION 


Ace Road « Butler, New Jersey 
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Experience— the added alloy in Allegheny Stainless 


New booklet on A-L’s precipitation-hardening 
Stainless steels, AM-350 and AM-355 


4 tool for anyone interested in 
high strength-to-weight metals 


technical booklet, you get the facts on Alle- 
Ludlum's precipitation hardening stainless 
AM-350 and AM-355, metals developed for 

ye requirements. 
M-350 and AM-355 combine these unusual qual- 
They are easy to fabricate. Have high strength- 
sht ratios at room and elevated temperatures 





combined with excellent resistance to corrosion. 

The physical and mechanical properties of the two 
metals are described in 33 charts and tables. Included 
are heat-treatment and fabrication data, eight photo- 
micrographs and a section on corrosion resistance 
with representative values in selected environments. 

It’s jam-packed with data. For your free copy, see 
your A-L representative or write Allegheny Ludlum 
Steel Corporation, Oliver Building, Pittsburgh 22, 
Pa. Address Dept. p.5.1. 


ALLEGHENY LUDLUM 


EVERY FORM OF STAINLESS... EVERY HELP IN USING IT 
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U.S. Steel Develops 
Lightweight Tinplate 


Tinplate almost half the weight 
of that now used by can manufac- 
turers is being tested by the 
United States Steel Corporation 
and some of its customers. A new 
process makes it possible to pro- 
duce tinplate in the 40-to-60-lb 
per base box range. Plate used 
today is in the 70-to-100-lb range. 

Spokesmen for the corporation 
point out that the new material 
is still in the pilot stage and will 
not be available commercially 
“for some time.” It appears that 
full-scale production is still a 
year or more away. 

Pending application for patent 
protection, U.S. Steel is not re- 
leasing any technical details other 
than that the reduction in weight 
has been achieved by using thin- 
ner base steel. The tin coating 
applied is of the same thickness 
and composition as now used on 
commercial tinplate. 

The thinner sheets are expect- 
ed to lead to cost savings in the 
manufacture of many products, 
including both general line and 
sanitary-type cans, disposable 
baking pans, frozen dinner trays, 
and detergent cans. The new 
material is designed to meet com- 
petition from aluminum by offer- 
ing lower costs, providing greater 
rigidity, and permitting faster 
production techniques. 


Win Scholarship for 
Research Dissertation 


The N.A.P.A. and the Purchas- 
ing Agents’ Association of Chi- 
cago have granted a doctoral dis- 
sertation scholarship to Harold 
E. Fearon of Michigan State Uni- 
versity. 

The scholarship will aid Fearon 
in his dissertation on the subject 
of purchasing research. This dis- 
sertation will complete his re- 
quirements for a Ph.D. in Busi- 
ness Administration. 

The dissertation will attempt to 
provide information on the cur- 
rent methods, status, and poten- 
tial of organized research in pur- 
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An advanced purchasing workshop 
conducted by Dr. Howard T. Lewis, 
professor emeritus of the Harvard 
Graduate School of Business, was 
held recently at Cornell University, 
Ithaca, N.Y. 

The workshop, sponsored by the 
professional development committee 
of the eighth district of N.A.P.A., was 
attended by 31 P.A.’s. Among the sub- 
jects discussed were materials man- 
agement, vendor ratings, trade rela- 
tions, and value analysis. 

Dr. Lewis, a well-known teacher and 
lecturer on purchasing subjects, also 
presented an analysis of vendor rela- 
tions. Common problems encountered 
by purchasing departments were also 
outlined. 

The two-day session included a 
number of case studies for general 
discussion. Wal er E. Willets, purchas- 
ing agent for Conover-Mast publica- 
tions and chairman of the commit- 
tee, was in charge. 





Hold Advanced Purchasing Workshop 


Howard T. Lewis 





chasing. It will include an an- 
alysis of the activities of some 
purchasing departments that have 
one or more individuals devoting 
most of their effort to research. 

Fearon, associate director of 
the Purchasing and Materials 
Management Seminar at MSU, 
was formerly a lecturer in man- 
agement at Indiana University. 
He has taught courses in purchas- 
ing and materials management to 
both undergraduates and P.A.’s. 
A member of the undergraduate 
committee of the N.A.P.A. com- 
mittee for professional develop- 
ment, Fearon was an Industry 
Fellow in the purchasing division 
of Ohio Oil Company last sum- 
mer. He has written a number 
of articles on purchasing and ma- 
terials. 


Training Course Will 
Cover Value Analysis 


A number of purchasing au- 
thorities will participate in the 
presentation of a five-day train- 
ing course in value analysis and 
engineering in Los Angeles, June 
13-17. 

Among the members of the 


“faculty” will be Louis J. De 
Rose, Editorial Marketing Con- 
sultant for PurcHastnc Magazine 
and executive director of the Ma- 
terials Management Institute; Art 
M. Pearson, manager of procure- 
ment of Lockheed Aircraft Cor- 
poration; and Frank L. Dobbins, 
director of material of Boeing 
Airplane Company. 

The training course—sponsored 
by the Industrial Education Insti- 
tute—is designed for men with 
supervisory or managerial re- 
sponsibility in procurement, prod- 
uct design, or manufacturing in 
industry and government. It will 
combine formal instruction, guest 
lectures, informal discussion, 
demonstrations, case studies, and 
problem solving. 

Participants will receive refer- 
ence material to help them set up 
their own programs, increase the 
effectiveness of existing activi- 
ties, and create more value con- 
sciousness throughout their com- 
panies. Those who successfully 
complete this training course will 
be given certificates of compe- 
tence in value engineering and 
analysis. 

Following the instruction and 
question and answer periods of 
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extinguisher, Ansul’s HF 
iS just been granted 
est fire-killing rating 


irded by Underwriters’ 
es —160 B:C. It's an 

t symbolic of Ansul's 

leadership in fire re- 
} milestone in the never- 
uch for new ideas, new 
or better fire protection. 


\nsul Man is a trained fire protection 
ilable to survey your plant and counsel 
protection requirements. We invite 
n him (he’s listed in the Yellow 
vrite directly to ANSUL CHEMICAL 
Marinette, Wisconsin. We'll be 
nd our new fire equipment catalog, 
he complete Ansul line of hand port- 
ed, stationary and mobile fire ex- 
juipment and automatic systems. 


ANSUL CHEMIC 4 
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the course, each morning the class 
will be divided into small teams 
under the direction of an ex- 
perienced project leader. For 
the balance of the day, they will 
analyze products—just as they 
will do later in their own plants. 

Each registrant will get a com- 
plete package of specially pre- 
pared take-home material. This 
includes transcripts of formal 
talks, work project reports, and 
important papers. 

Complete information on the 
course is available from IEI, 221 
Columbus Avenue, Boston 16, 
Mass. 


Business Failures, New 
Charters Rise in March 


Both business failures and the 
number of new business incorpo- 
rations rose in March, reports 
Dun & Bradstreet. 

Failures increased 10% to 1335 
—the highest level since May 
1958. Concerns were failing at an 
apparent annual rate of 51.1 per 
10,000 listed businesses. 

Dollar liabilities climbed 15% 
to $70.2 million, the heaviest vol- 
ume in 11 months. Manufactur- 
ing mortality showed only a small 
change, however, except for in- 
creases in the textiles, apparel, 
and furniture industries. 

New business incorporations 
rose sharply to 17,437, an 18.9% 
increase over the previous month. 
Nevertheless, charters for the 
first quarter totaled 50,295—a 
drop of 4.8% from the record first 
three months of 1959. 


Describe Economics 
In Buying and Selling 


An attempt to erase the “hazy 
middle ground” between buyer 
and seller is made in a new pub- 
lication just issued by General 
Electric. 

The 36-page booklet, “Some 
Economic Considerations in Buy- 
ing and Selling in an Industrial 
Market,” points out that “a sale 
and a purchase are just two as- 
pects of the same transaction.” It 
contains suggestions on how buy- 


ers and sellers can work more 


closely to their mutual advantage. 
The book is aimed both at Gen- 
eral Electric buyers, and the 
company’s customers. 

Among the subjects discussed 
are price-volume-cost relations 
and durative procurement value. 
Value is examined from both the 
“value-in-use” and “ value-in- 
exchange” aspects. The harmony 
of interest between a buyer and 
a seller is also assessed. 

Charts and examples that re- 
late value to such factors as 
growth behavior of kilowatt 
peaks, kilowatt hours, gross na- 
tional product, and disposable in- 
come are included. And the fluc- 
tuations of price behavior—im- 
portant to the analysis of “pricing 
wisdom”—are interpreted. 

Author is D. K. Blake, con- 
sultant in G. E.’s user industries 
sales department. 


Daily Newspaper Slated 
For N.A.P.A. Convention 


A daily newspaper devoted ex- 
clusively to the convention of the 
National Association of Purchas- 
ing Agents will be published 
again this year by PuRCHASING 
Magazine. 

The newspaper will be pub- 
lished in Los Angeles on May 23, 
24, and 25. It will be distributed 
free of charge each morning to all 
purchasing agents registered at 
the Biltmore Hotel. Copies will 
also be available throughout the 
convention area. 

For the third consecutive year, 
the tabloid-size convention daily 
will present new articles, feature 
stories, and photographs of the 
formal and informal activities. 
It will print information about 
meetings, workshops, the Early 
Bird dinner, the Convention Ban- 
quet, and the Inform-A-Show. 

A complete staff of editors will 
be on hand to cover the events 
and report the news. A set of the 
daily papers will remain a per- 
manent memento of the conven- 
tion and provide the raw material 
for a comprehensive report to 
management. (Turn Page) 
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“| always know 
these charts 
are right!” 
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“T know from experience I can 
always depend on GC Recording 
Charts. I haven’t had a single com- 
plaint from our people who use 
them since I standardiz<-d on GC”’. 

You, too, can trusi ihe quality 
and performance of GC Recording 
Charts implicitly. They’re manu- 
factured by chart specialists who 
stake their business life on their 
ability to produce better charts at 
lower prices. Over 5,000 users at- 
test to their success. 

Service is part of the formula, 
too. Your orders are electronically 
processed and shipped from the 
GC inventory of over 15,000 differ- 
ent types of round, strip and rec- 
tangular charts. 

You deal with one salesman — 
one source—instead of many. That 
saves you clerical work and time. 
And you can make further sav- 
ings by placing a long term order 
with periodic shipments geared to 
your needs. 

Write today for 1960 GC Stock 
List and sample charts. 


GC 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van R ! St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
For More Information Write No. 173 
on Place Mark Card—Page 32 


RECORDING 
CHARTS 
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small diameter MicroMotor combines 
nd high power. The Type AO is a quality, 
yuiet, dependable motor that has high per- 
characteristics formerly available only in 
neter motors. Designed to be ideal for a 
of applications in the heating, air condition- 
lating, refrigeration, and appliance indus- 








TUBING 





tries, the AO is available from 1/8th through 1/ 50th- 
horsepower, in 4-pole and 6-pole design. Companion 
single or double blowers deliver up to 800 CFM. 

Redmond Sales Engineers want to work with you- 
to adapt this new motor to your needs. Contact us at 
Owosso, Michigan, and we will have your local 
Redmond engineer call on you. 


NEW CATALOG—New 12-page catalog describes and illustrates 
basic line of Redmond fractional horsepower electric motors, 
blowers, and special products. Send request for your free copy to 
Redmond Company, Inc., Owosso, Michigan. 







Subsidiary of CONTROLS COMPANY OF AMERICA 
OWOSSO, MICHIGAN 


tHe BIG name IN SMALL MOTORS 
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Bookiets Provide Full 
Car, Truck Price Data 


Two new booklets give com- 
plete pricing information on 1960 
cars and trucks. 

The automobile booklet—Car 
Fax—lists dealer’s wholesale 
costs and factory-suggested retail 
prices on all new U.S. models 
and most foreign makes. Specifi- 
cations, including dimensions, en- 
gine horsepower, torque, and 
RPM, are included. 

Also listed are standard equip- 
ment on each model, wholesale 
and retail prices of optional 
equipment, federal tax break- 
down, and freight costs to prin- 
cipal cities. 

Truck Fax—the publication on 
trucks—gives figures on dealer’s 
costs and suggested retail prices 
of light standard trucks up to % 
tons. It includes chassis and cab, 
pickup, panel, stake, and platform 
trucks. 

Car Fax costs $4 and Truck 
Fax is priced at $3. Both are 
available from Car Fax, 550 Fifth 
Avenue, New York 36, N.Y. 


Passenger Car Tire 
Shipmenis Decline 11% 


Manufacturers’ shipments of 
passenger car tires totaled 8,903,- 
922 units, according to the latest 
monthly report of the Rubber 
Manufacturers Association. This 
marked a drop of 11.23% from the 
previous month. 

Production of passenger car 
tires amounted to 9,370,874 units 
—a 4% rise. Inventories in the 
hands of manufacturers came to 
22,971,526 units, a 1.79% increase. 

Truck and bus tire shipments 
during the month were 1,278,105 
units—a decline of 1.1%. Produc- 
tion of 1,400,931 tires, however, 
was 6.55% higher than in the 
previous month. Inventories were 
3,501,888 tires, an increase of 
3.72%. 

Shipments of automotive inner 
tubes totaled 4,061,272 units, a 
decrease of 24.67%. Production of 
4,093,059 tubes was 4.97% higher 
than the previous month. Inven- 


“Call FOSTER 
for track... PLUS” 
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Whether you call for a big shipment of “high iron” or 
a single guard rail, Foster gives you track “plus’”—all 
the rail you need, and all the accessories and tools to 
complete the job. 


You can get any standard rail sections including 
lower-cost Foster Quality Relayers, frogs, switches, tie- 
plates, accessories, tool cars and dollies, hand tools, 
gauges, levels and other track items including CRANE 
RAIL. We will also supply steel-sheet piling and con- 
struction products for maintenance-of-way. 


Another “plus”: Foster’s warehouses are located all 
over the country, all carry large stocks. So you get 
the advantage of “complete package” shipments, lower 
freight rates, prompt deliveries. For assistance in order- 
ing, call the Foster Track Specialist near you. 

Write L. B. FOSTER CO. for Track Catalog PA-5 
Pittsburgh 30 + New York 7 + Chicago 4 + Houston 2 

Los Angeles 5 + Atlanta 8 + Cleveland 35 
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tories at the end of the month 
were 9,001,961 inner tubes. 
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Pipe - Piling - Rail 
For More Information Wirte No. 175 on Place Mark Card—Page 32 








IT PAYS TO STANDARDIZE ON STANSCREW 


Stanscrew provides faster service, 
adds safety for compressors 


The fasteners this man is tightening must be 
really dependable. Dunham-Bush, therefore, 
maximizes the safety margin for its Brunner 
line by standardizing on Stanscrew heat-treated 
cap screws for all critical applications. 


With tremendous production demands on its 
Hartford plant due to industry’s preference for 
Brunner compressors, Dunham-Bush also de- 
mands a supplier who provides quick assistance 
on all occasions, and moves especially fast in 
emergencies. Stanscrew meets these require- 
ments because complete stocks are maintained 
at three conveniently located plants . . . plus 
a management philosophy which looks on ship- 
ments within 24 hours as normal procedure, 


hee 


subject to drastic improvement in emergencies. 

Fast delivery and reliable products are but 
two of many reasons more and more industrial 
leaders are switching to Stanscrew. A complete 
selection of over 5,000 different standard fas- 
teners . . . experienced fastener specialists to 
provide qualified technical assistance . . . these 
and many other factors underline the advan- 
tages of specifying Stanscrew for your fastener 
requirements. 

Why not call your Stanscrew distributor today. 
He will gladly arrange a prompt visit from the 
Stanscrew specialist who can often save ‘you money 

. for example, by substituting a standard fas- 
tener for a costly special. 


asain sd FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, O6ID 


STANDARD SCREW COMPANY 


2701 Washington Boulevard, Bellwood, Illinois 
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America’s modern way of doing business 


ae 
The NASA-USAF-Navy X-15 manned rocket gets a vita/ part... delivered with jet-age speed by AIR EXPRESS 


X-15 part flies first 3000 miles by Air Express 


The scene: Edwards Air Force Base, Calif. Crack engineers work ’round the clock to ready the X-15 
for its flight to the brink of outer space. /ts engine, built by Thiokol in Denville, New Jersey, packs 
a 400,000 HP punch—more than the power of two giant ocean liners! Because of an accelerated 
assembly schedule, some parts—like this turbine pump control—are installed right on the flight line. 
They must be shipped fast, with kid-glove handling. In 

short, a job for low-cost AIR EXPRESS. Give your business ~>_ 


these advantages, too. Ca// AiR EXPRESS to speed your A | we PRESS 
Em 


products FIRST TO MARKET... . FIRST TO SELL. ae 


& CALL AIR EXPRESS D/VISION OF RAILWAY EXPRESS AGENCY e GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 


For More Information Write No. 177 on Place Mark Card—Page 32 For More Information about ad on following 
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| get MORE THAN A MOTOR with General Electric’s 








Form G...for example... 


— 


Ease of Assembly... = 


Fast, easy assembly is an unchallenged virtue of the 
General Electric Form G fhp motor. Mount it in minutes. 
Hook it up in seconds. Count on savings in both 
installation time and costs. And .. . rest assured you’re 
including the best fhp motor that money can buy. 


EASE OF ASSEMBLY is only one of several unmatched 
Form G “extras”. See the next page for a review of several easy- 
assembly features, plus the reasons why you gett MORE THAN 
A MOTOR when you select General Electric Form G motors. 


GENERAL @@ ELECTRIC 





These years-ahead Form G motor features 
speed assembly, cut shipping costs 


( TO HOOK UP—-An enlarged 
partment and a clean ter- 

rd give you greater accessi- 

ed connection; save you 
ine time and money. 


2. FAST CONDUIT CONNECTION. A 
special speed nut, welded inside the 
motor shell, permits conduit connec- 
tion from outside; makes hook up fast, 
easy; simplifies motor installation. 


3. FAST LEAD CONNECTION Quick- 
connect wiring tabs on all external 
and internal terminals cut wiring 
time in half. Simply plug in leads 
for fast, easy, positive connections. 


4. SAFE, SIMPLE GROUND A built- 
in grounding lug on General Electric 
Form G motors permits fast, easy 
grounding of a third lead (when 
required) to meet UL standards. 


5. COMPACT, LIGHTWEIGHT— U p to 
~.50% lighter, 40% smaller than old- 
style motor designs, Form G motors 
ost less to handle, install and ship; 
cut down assembly-line fatigue. 


6. ALL-ANGLE OPERATION All- 
angle sleeve bearings and positive oil 
retention system allow you to mount 
standard Form G motors in any 
position. No need for costly specials. 


y General Electric Form Gs 


give you MORE THAN A MOTOR 


ASE OF ASSEMBLYForm G motors provide as- 
ne savings in time and money. 


6. FAST, LOCAL SERVICE—a nationwide network of G-E 
Electric Motor Service Stations means service is al- 
ways close at hand. 


XPERT APPLICATION AID--G-E engineers are always 
to help solve unusual motor applications. 7. QUALITY CONTROL— every Form G motor is thor- 
oughly tested at all stages of production to assure you 


- ; on long, dependable performance 
N-TIME DELIVERY— multi-plant facilities assure you 

prompt delivery of the exact motors you need. 
Make sure you get MORE THAN A MOTOR when you select fhp drives 
for your product . . . choose General Electric Form G motors, available in 
NEMA 48 and 56 frames. For more information contact your nearby 
General Electric Apparatus Sales Office or write Section 702-111, 
General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 


EARS-AHEAD DESIGN LEADERSHIP— consistent leader- 
:... keeps Form G motor customers “‘out front’’. 


VERSATILITY PERSONIFIED—-a Form G 
almost any design requirement. 


motor can 








RBaW fastener survey of refrigeration unit 
suggested that hex screws be substituted for studs 
...and castings be tapped with less costly clearance fit. 


When there are no special design 
requirements or space clearance con- 
ditions, using studs of 1l-inch diam- 
eter and smaller often penalizes the 
user needlessly. First, in direct 
costs, since the more economical hex 
screws will do the job. Second, in 
production costs, since studs require 
holes tapped with an expensive 
interference thread fit. 

The RB&W Man pointed this out 
when his survey revealed over 250 


stud fastenings per refrigeration 
unit. For this application, 250 hex 
screws cost $8.45... for a saving of 
better than $22 over the studs and 
nuts. Annually this would total to 
$7800 ... clear profit. And on top 
of this, reduced tapping costs, too. 
Want to get the most from your 
fastener dollars? Ask for an RB&W 
man to make a survey. Contact Rus- 
sell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


K Specifying studs for fear that hex screws might damage castings during 
disassemblies is based on a groundless fear. Hex screws in threaded holes 
with clearance fit can be reused repeatedly without damaging the casting. In the 
test casting shown above, the hex screws were first tightened and removed 50 
times—then torqued to breaking point. Cutaway section showed casting threads 
were still perfect, with no sign of stripping. 
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115th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, lil.z Los Angeles, Calif. Additional sales offices 
at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chi- 
cogo; Dallas; San Francisco. Sales agents at: Cleve- 
lond, Milwaukee; New Orleans; Denver, Fargo. 
Distribvtors from coast to coast. 
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HOW THE P. A. HELPED 











THE PROCESS ENGINEER OVER A HURDLE 


SODIUM HANDLING was the problem! The process 
P.E.) was designing a unit for a new process. 
as far as slide rule, stillson wrench and 
Handbook would take him, but he wasn’t sure 
lium handling design in one stage. 


PURCHASING AGENT DID: Phoned U.S.I. 


alesman arranged P.E. visits to U.S.I. sodium 


» a U.S.I. customer’s plant, set up talks with 
e engineers. 


aw sodium equipment in operation, learned 
key problems. 


rocess worked. Plant start-up was smooth. 
bought P.A. cigar. 


CHLORINE * CAUSTIC SODA «+ ETHYL ALCOHOL 


You can give your process engineering department a 
lift, too, by remembering to call on U.S.I. Your U.S.I. 
technical service engineer will trouble shoot, make sug- 
gestions, spot equipment problems and process snags. 
This, of course, in addition to rapid, dependable deliv- 
eries of U.S.I. sodium as well as chlorine, caustic soda, 
ethyl alcohol, ether, sulfuric acid, ammonia, and other 
U.S.I. chemicals. 


USTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


ETHER * SODIUM «+ SULFURIC ACID * AMMONIA 
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6 Features that make a big difference 
in counterboring operations! 


eeeeeeeeeeee 


1. HAND DETACHABLE ... a twist of 
the wrist engages or releases the 
cutter after the severest cutting 
operation. 


4. BALANCED DRIVE .. . double bear- 
ings—one on each side of drive lug— 
provide extra rigidity. 


eeeeeeeeeeeoeeerere 


eeeeeeeeeeeeeee 


2. STURDY DRIVE . . . diametrically ° 5. FREE FROM OBSTRUCTIONS... 

opposed drive lugs engage corres- : holder body slips easily into a bushing 

ponding abutments in the holder. . or can be threaded for stop nuts or 
: collars or fluted for lubrication. 


3. EXTRA TORSIONAL RIGIDITY... : 6. PRACTICALLY INDESTRUCTIBLE 
drive lugs are close to seating ° ... No binding, no shearing—driving 
shoulder of cutter for powerful, . forces apply compression. 

smooth operation, : 





These are the features that make the difference in counterbores—six | 
reasons why no one reports failure of a Continental Counterbore Drive! | 





TOOL WORKS 


R PORATION, 
“aR, MEBRI OES, 
2a ae 
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DAN G. BAUER, INSIDE SALESMAN 
WESTINGHOUSE ELECTRIC SUPPLY CO.- PITTSBURGH 





YOUR WESTINGHOUSE DISTRIBUTOR INSIDE SALESMAN— 


ALWAYS AVAILABLE 
TO SAVE YOU MONEY 


You know him well . . . though you may 
never have met. 

Every time you call your Westinghouse 
distributor, you recognize his courteous 
and friendly voice. Inside Salesman is his 
title, but that doesn’t begin to describe the 
jobs he does for you. 

Materials consultant, order writer, ex- 
pediter, trouble-shooter, hub of communica- 
tions ... his main function is service. 

He'll take your order on the phone. He 
knows what’s in stock .. . offers guidance 
on your purchases ... and more than that, 
he’ll make sure you get the order when you 


need it. 

You’ve probably marveled at his encyclo- 
pedic knowledge . . . able to answer any 
question you may ask from his “six-foot” 
shelf of catalogs. 

Yes, the Inside Salesman is often the 
most important man in the whole distribu- 
tor operation. He’s the man you can count 
on when the pressure’s on. 

He’s one more excellent reason it pays 
you to do business with your Westinghouse 
electrical distribution outlet. Call him next 
time you need fast delivery of quality elec- 


trical products. J-94139 


you CAN BE SURE...1F iTS 


Westinghouse 


WATCH “WESTINGHOUSE LUCILLE BALL-DESI| ARNAZ SHOWS” CBS TV ALTERNATE FRIDAYS 


Here are some of the many products stocked by your Westinghouse distributor 
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Westinghouse dry-type trans- 
formers are approximately 50% 
smaller and lighter than other 
transformers of equivalent rat- 
ings, enabling distributors to 
carry standard stocks — for im- 
mediate delivery — for ratings 
up to 75 kva. 


Watch for the Westinghouse Industrial Apparatus Caravan 


Westinghouse SAF-T-VUE* 
breakers are unique in their abil- 
ity to provide safe, sure circuit 
protection, yet let you see 
whether contacts are open or 
closed. 


*Trade-Mark 


PhS i SSB, a 
Westinghouse Life-Line® “A” 
motors. Standard motors in dis- 
tributor stocks provide a com- 
plete line immediately available 
for many “special” motor re- 
quirements. 
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sametimes difficult to distinguish between brands of gummed tape. The distinctive differ- 
ther than its superlative quality, of course) is the herringbone pattern on the glue surface. 
nctional, too. It helps spread moisture evenly for a better, faster seal. Generally, the only time 

» this pattern is on a fresh roll of Safetex. It rarely pops off a package to reveal its seeret. Next 
tape, demand the brand with the herringbone pattern on the glue surface. Our distributors will be 


nd we think you'll soon discover to your own delight that Safetex reduces tape application costs. 


SAFETEX SUPERSTANDARD GUMMED TAPE 


CENTRAL PAPER COMPANY *¢ MENASHA, WISCONSIN 
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Immersion Ultrasonic Testing is the latest 
addition to Standard’s family of extensive quality- 
control facilities. Specially designed for Standard and 
one of the first of its kind installed by a specialty steel 
maker, this new facility is used to detect minute flaws 
in extremely high quality thin-section and complex- 
section steel shapes. 


It is essential to test for internal flaws in such vital jet 
and missile engine parts as expander rings, motor case 
rings, turbine discs, and compressor wheels. Bring your 
next difficult alloy problem to us—you’ll appreciate our 
personalized service as well as our superior qual- 
ity control. Write for free illustrated booklet, “‘Quality 
Control at Standard.” 


Standard Steel Works Division 


BALDWIN - LIMA: HAMIUTON 


BURNHAM, PENNSYLVANIA 


Rings ¢ Shafts « Car wheels « Gear blanks « Flanges ¢ Special shapes 
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information For Your Catalog Files 





FILTRATION PRODUCTS 

‘klet IND-1-60 covers filtration products for 
s fluids, nuclear applications, internal com- 
engines, bulk fuel, and other applications. 
les explanation of flow rate, degree of filtra- 
viscosity of fluids, operating specifications, 

liability of filter media. 
Purolator Products, Inc. 


Write No. 1 on Place Mark Card—Page 32 


FLUID METERS 
tin 20 covers operation, ranges, and installa- 
equirements of a line of fluid meters. The 
t-page catalog also discusses integrators, com- 
tors, and primary elements. 


Bailey Meter Company 
Write No. 2 on Place Mark Card—Page 32 


FORK TRUCKS 
tin No. SS-2015 describes and illustrates two 
trucks designed for operation over rough, 
difficult terrain. Gives engineering and 
sional specifications of both the 4000-Ib. and 
b. models. 


Clark Equipment Company 
Write No. 3 on Place Mark Card—Page 32 


~page brochure on stock and special gears 

ndustrial power drive requirements. Contains 

nation on bevel, helical, miter, worm, and 
zears. 


Ohio Gear Company 
Write No. 4 on Place Mark Card—Page 32 


HERMETIC SEALS 
talog 1259 lists basic types of precision hermetic 
‘egularly available for evacuated or pres- 
ed enclosures. The 28-page bulletin includes 
ations, dimensional specifications, manufac- 
techniques, and usage recommendations. 
Dage Electric Company, Inc. 


Write No. 5 on Place Mark Card—Page 32 


HOSE AND COUPLING 
NEPR-500 covers hose and couplings of all- 
tic construction for hydraulic and other 
pressure applications. Describes many ap- 
ms, including hot paint, solvent, freon, fuel, 
l lines. 
Imperial Brass Mfg. Co., 
Write No. 6 on Place Mark Card—Page 32 


MOLYBDENUM 
A 24-page booklet on Climelt molybdenum prod- 
ucts. Gives details on sizes, forms, tolerances, 
weights, and methods of indentification of products 
available for commercial use. Discusses various 
applications. 


American Metal Climax, Inc. 
Write No. 7 on Place Mark Card—Page 32 


MOTORS 
Bulletin 1110 describes a line of 1%” a.c. minia- 
ture precision hysteresis-synchronous motors. 
Covers motors for 60 or 400 cycle applications 
which must meet MIL specifications. 
Globe Industries, Inc. 


Write No. 8 on Place Mark Card—Page 32 


PANEL METERS 
Bulletin GEA-7034 offers descriptive and buying 
information on a line of 242-, 31%4-, and 4%4-inch 
panel meters. The 12-page four-color catalog in- 
cludes descriptions of product features, specifica- 
tions, dimensions, prices, and ordering instructions. 
General Electric Company 


Write No. 9 on Place Mark Card—Page 32 


PLASTICS PRODUCTS 
A 36-page catalog on plastic products. Contains 
mechanical and electrical properties and graphs. 
Illustrates and describes basic shapes available, 
mechanical packings and gaskets, and accessories. 
Raybestos-Manhattan, Inc. 


Write No. 10 on Place Mark Card—Page 32 


POTENTIOMETERS 
A data sheet covering APS % and WPS % wire- 
wound potentiometers. Illustrated with photo- 
graphs, charts, and curves. 
Waters Manufacturing, Inc. 


Write No. 11 on Place Mark Card—Page 32 


POWER SAWS 
A 12-page color catalog describing and illustrating 
power saws. Includes information about the hy- 
draulic power system, stock index scale, discharge 
table, band tension control, and chip removal 
system. 


DoAll Company 
Write No. 12 on Place Mark Card—Page 32 
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PURCHASING PROBLEM ? PROVEN REMEDY! 





You need out-of-stock items fast, but the 


; : ; Bargain by Long Distance 
price must be right. 





Changing market conditions make the best 


Shop for them by Long Distance 
buys harder to find. p fi 7] g 





A shipping date must b ded up a bit : , 
rie: é ee Arrange it by Long Distance 
—on short notice. 





You’d like faster, more personal contacts 


‘ : Rely more on Long Distance 
with your suppliers. 





LONG DISTANCE PAYS OFF! 


Use it now... for all it’s worth! 


LONG DISTANCE RATES ARE LOW 


Here are some examples: 


Birmingham to Atlanta 
Milwaukee to Minneapolis 
Newark, N.J. to Cleveland 
Boston to Chicago 

Seattle to Washington, D.C. 


These are day rates, Station-to- Station, for the first three 
minutes. Add the 10% federal excise tax. 
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> % Saegaea 7,4 
c. en 2 »> 
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thats what you want in a fuel... 


Sure, bituminous coal is power- 
packed—it’s prepared to suit any 
industrial utilization—its source is 
most convenient to industry. But, 
bituminous gives you the extra that 
no other fuel can--nearly inexhaus- 
tible reserves, always available ! 
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Catalog Files 





RESISTANCE WELDING ALLOYS 
A 24-page catalog on resistance 
welding alloys, tips, and tip holders. 
Shows the holders in straight, offset, 
close-coupled, and universal styles. 
Also covers bar stock, castings, forg- 
ings, welding accessories, and alloy 
standards. 

Air Reduction Sales Co. 
Write No. 13 on Place Mark Card—Page 32 


SLIP RING ASSEMBLIES 
A 28-page catalog describes a line 
of seven standard slip ring assem- 
blies with ring envelope diameters 
from 1” through 10%”. Also covers 
custom assemblies for general pur- 
pose control and power, high voltage, 
radio frequency and video, switch- 
ing, and high speed instrumentation. 
Includes specifications, drawings, 
photos, and operating data. 

Breeze Corporations, Inc. 
Write No. 14 on Place Mark Card—Page 32 


STAINLESS STEEL WIRE 
A 22-page illustrated booklet with 
technical data and practical infor- 
mation on stainless steel wire. In- 
cludes data on chemical analyses 
and mechanical properties of all 
grades of stainless steel used in wire. 
Also has recommendations for the 
application of representative grades 
in almost 400 corrosive environ- 
ments. 

Jones & Laughlin Steel Corporation 
Write No. 15 on Place Mark Card—Page 32 


TUBING 
Bulletin No. 42 covers selection and 
application of tubing. The 12-page 
catalog summarizes the significant 
properties of 84 tubing analyses in 
seven groups: carbon, stainless, and 
alloy steels; reactive metals; and 
nickel, copper-base, and glass-seal- 
ing alloys. Includes information on 
standard size tolerances, lengths, 
and tempers. 

Superior Tube Company 
Write No. 16 on Place Mark Card—Page 32 


VALVES 
Bulletin 91023 covers three-way 
valves for air, oil, water, gas, chemi- 
cal, or vacuum service. The 12-page 
catalog supplies specifications, or- 
dering information, outstanding fea- 
tures, and dimensions. 

Airmatic Valve, Inc. 
Write No. 17 on Place Mark Card—Page 32 


For More Information about ad on facing page 
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This is only one proof 


of GAYLORD quality 


Here you read the measurable qualities in Gaylord Containers. 


But how do you measure experience and ingenuity . . . 
which are extra qualities built into every Gaylord box? 
Gaylord is part of a completely-integrated, nation-wide 
organization of packaging talents, devoted to delivering the 
most efficient, most economical container you can buy. 


Your nearby Gaylord Man can prove this. Why not let him try? 


ALL CONSTRUGTIC 
QUIREMENTS OF 


BURSTING 
Teer 
SIZE 
LIMIT 
GROSS 
WT.LT. 


Seal illustrated above used for shipping containers 
conforming to Uniform Freight Classification No. 41. 


Ww CROWN ZELLERBACH CORPORATION (fen 228seccse%e° 


GAYLORD CONTAINER DIVISION HEADQUARTERS, ST LOUIS 


PLANTS COAST TO COAST 





YOUR 

OLIN ALUMINUM DISTRIBUTOR 
GIVES YOU 

ONE-STOP SHOPPING 


FOR IMMEDIATE ALUMINUM NEEDS 








LIN 


LUMINUM e 
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Olin Aluminum distributors now stock just about any 
aluminum product you might need. Coiled and flat 
sheet in common and heat-treated alloys. Over 400 


advice. 


different extruded shapes. Casting alloys. And ex- 


clusive Olin Aluminum cold processed rod and bar. ° 
All in a wide range of alloys, tempers and sizes... * 


all in stock and awaiting your call. 


Your Olin Aluminum distributor also stocks experi- 
ence—a free but priceless factor when you want 
metal selection and application 


metal in a hurry... 


. tips on fabricating or finishing aluminum. 
Make him your metals service center for both fer- 
rous and non-ferrous products. You'll get: 


Quick, effective custom-tailored service 
Extra plant space by limiting inventories 


e Technical service backed by Olin Aluminum’s 


Q DISTRIBUTORS FROM COAST TO COAST 


Mill Products 
Distributors 


ALABAMA 
BIRMINGHAM 12 
Atlantic Steel Co. 
WOrth 1-2147 


CALIFORNIA 
BERKELEY 10 

A. M. Castle & Co. 
THornwall 5-2210 
LOS ANGELES 58 
A. M. Castle & Co. 
LUdiow 9-6611 


LOS ANGELES 


California Metals Distributing Co. 


ADams 2-6216 

(rod, bar and extrusions) 
LOS ANGELES 22 

Jones & Laughlin Stee! Corp. 
RAymond 3-4581 


SAN FRANCISCO 19 
A. M. Castle & Co. 
ATwater 2-6920 
COLORADO 
DENVER 1 

M. L. Foss, Inc. 
KEystone 4-5151 


Caulley Steel s Supply Co. 
GArden 5-3: 


GEORGIA 


ATLANTA 1 
Atlantic Steel Co. 
TRinity 5-3441 


O 


hA OLIN MATHIESON - 
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METALS DIVISION 


ILLINOIS 


CHICAGO 
A. M. Castle & Co. 
NAtional 5-6411 


CHICAGO 39 


Guardian Aluminum Sales, Inc. 


NAtional 2-5808 


CHICAGO 32 
Lafayette Stee! & Aluminum 


Corp. 
LAfayette 3-7632 
ROCKFORD 


A. M. Castle & Co. 
WOodiand 8-2211 


ae 

NEW ORLEA! 

Woodward, Wient & Co., Ltd. 
TUlane 2471 


one 

BALTIMORE 1 

Brass 8 Copper Supply Co., Inc. 
BEimont 5-1500 

BALTIMORE 24 

A. M. Castile & Co. 

Dickens 2-4900 


MASSACHUSETTS 
BOSTON 10 

Kelco Metal Products Co. 
HUbbard 2-1737 
WORCESTER 6 

Kelco Metal Products Co. 


4) Bf ’ 
A. M. Castle & Co. 
GRand 1-3666 


NEW JERSEY 

NEW BRUNSWICK 1 
Morrison Stee! Co. 
CHarter 7-8400 


+ 400 PARK AVENUE 


NEW YORK 

BUFFALO 17 

Seneca Steel Service, Inc. 
Riverside 7920 

SYRACUSE 1 

Murphy & Nolan, Inc. 
GRanite 4-2437 


NORTH CAROLINA 

CHARLOTTE 1 

Brass & Copper Supply Co. 
of Carolina, inc. 

FRanklin 5-5508 


OHIO 

CINCINNATI 9 

Cincinnati Steel Products Co. 
TRinity 1-4444 


CLEVELAND 13 


Midwest Aluminum Supply Corp. 


PRospect 1-8240 
CLEVELAND 5 

The Universal Steel Co. 
VWUican 3-4972 

DAYTON 1 
Miami-Dickerson Steel Co. 
Clearwater 3-6121 

(rod, bar, extrusions) 


OKLAHOMA 
OKLAHOMA CITY 8 
McCormick Steel Co. 
MElIrose 4-1492 


KNOXVILLE 18 

Steel Supply Co. 
MYrtie 1-1163 
TEXAS 

CORPUS CHRISTI 1 
McCormick Steel Co. 
TUlip 4-0305 


NEW YORK 22, N.Y. 


metailurgical facilities 
Slitting, shearing and roller-levelling service — 
in most cases 


COIL, FLAT SHEET AND PLATE...ROD AND BAR...EXTRUDED SHAPES...PIPE AND TUBING.. 


DALLAS 34 
McCormick Steel Co. 
CHapel 7-3104 
HOUSTON 20 
McCormick Steel Co. 
ORchard 2-6671 
LUBBOCK i 
McCormick Steel Co. 
POrter 2-8793 
WASHINGTON 
SEATTLE 4 

A. M. Castile & Co. 
MAin 3-0565 
WISCONSIN 
MILWAUKEE 3 

A. M. Castle & Co. 
Mitchell 5-3400 


Casting Alloy 
Distributors 


ALABAMA 
ANNIST 


ON 1 
L.A. res Satale, Inc. 


ADams 7-3585 


CALIFORNIA 
LOS ANGELES 23 
McGowan Co., Inc. 
ANgeles 3-7575 


OAKLAND 20 


MIDDLEBORO 


Bay State Aluminum Co., Inc 


Phone: 1251-W 
MICHIGAN 
DETROIT 2 

Milton A. Meier Co. 
TRinity 5-9371 
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-CASTING ALLOYS 


MINNESOTA 
MINNEAPOLIS 7 

Harry A. Brown Co., inc 
PArkway 2-6664 


MISSOURI 

KANSAS CITY 26 

Altaw Distributing Co. 
CHestnut 1-1337 

ST. LOUIS 10 
Fischer-Fixman Metal Co., Inc 
JEfferson 5-3481 


NEW YORK 

BROOKLYN 37 

— Brothers | Smith, inc. 
HYacinth 7-3470-1 


OHIO 

CLEVELAND 13 

Midwest Aluminum Supply Corp. 

PRospect 1-8240 

CINCINNATI 9 

Cincinnati Steel Products 
“Compan 

TRinity 1 


SOUTHWESTERN U. S. 

McCormick Steel Co. 

(See listings under 
Mill Prod. Distr.) 


Distributors to Mobile 


COLUMBUS 
Atlantic Steel Co. 
TRinity 5-3441 (Atlanta) 


ILLINOIS 
CHICAGO 7 
Kochton PI 
TAylor 9 


wood & Veneer Co. 





Li. 


ee 
| 


YOUNGSTOWN 


. OHIO 


) 


‘4 


thats the steel 
and Rubber own 


—_ 


where 


REPUBLIC 
RUBBER 


makes 
air, steam, water and 
suction hose 
conveyor, elevator and 
transmission belting 


and other 
/ndustrial Rubber Products 


REPUBLIC 
RUBBER 


DIVISION LEE RUBBER & TIRE CORP 
y, YOUNGSTOWN, OHIO 


Nylon Finish Sheet 
Packing Too! Write 
Dept. D 
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Letters To 


The Editor 





ADVANCE INFORMATION 


Dear Sir: 

Our local chapter of the Na- 
tional Association of Purchasing 
Agents is planning an active pro- 
gram designed to stimulate in- 
terest in value analysis among our 
members. As a part of this pro- 
gram, we want to call to the at- 
tention of our membership any 
articles on value analysis that 
might appear in your publication 
during the coming year. 

Is it possible for you to advise 
me in advance of any articles 
devoted to value analysis that 
will appear in forthcoming issues 
of PurcHASING Magazine? 

R. B. Ingling 
Argus Cameras 
Ann Arbor, Mich. 


e The May 23 issue will be de- 
voted to a special study of how 
the purchasing department at 
Ford Motor Company guides en- 
gineering and styling in prepro- 
duction purchase analysis, and 
how their value analysis program 
carries forward from there. Plus 
the story of Ford’s value analysis 
efforts, over 300 case histories of 
audited savings through value 
analysis will be in the same issue. 


P. A.’s RESPONSIBILITY 


The following letter is in answer 
to one from P. V. Hoppel, Light- 
ing Products, Inc. which appeared 
in this column March 14. Mr. 
Hoppel took the position that Mr. 
McMillan, in a January 18 article, 
had weakened purchasing’s posi- 
tion suggesting that other execu- 
tives be given a stronger voice 
in the buying decision. 


Dear Sir: 

The question about the respon- 
sibility of the purchasing depart- 
ment for the selection and speci- 
fication of materials has puzzled 
many purchasing agents. 

If the P.A. took over this re- 
sponsibility he would find himself 
“holding the bag” for all the fail- 
ures and shortcomings of the pro- 


"| duction department, whether they 


were actually attributable to him 
or not. 

He would have no recourse to 
protect himself for he has no 
authority over the operation of 
the shop. 

My suggestion was a committee, 
on the broadest basis possible. 
The chairman of any such com- 
mittee probably should be the 
purchasing agent because he is 
normally the best qualified man. 

In the final analysis, this is a 
problem of effective human rela- 
tions applied to the special field 
of material supply. It is a subject 
that I am coming to realize more 
and more is especially important 
to the purchasing agent and his 
multiplicity of activities. 

A. L. McMillan 
Management Services 
Associates, Inc. 
New York, New York 


IT’S NEVER TOO SOON 
Dear Sir: 

We have many students attend- 
ing our courses in logistics and 
buying. We always suggest that 
it is important for those in buying 
to keep themselves currently in- 
formed and that PurcHAsinc Mag- 
azine is the best source of in- 
formation in that regard. 

I feel you folks are doing a real 
good job for all who are interested 
in purchasing. 

See you in Los Angeles. 
Clifton E. Mack, Chairman 
Logistics Functions Department 
Ohio State University 
Wright-Patterson AFB, Ohio 


FOREIGN TRADE 


Dear Sir: 

I was very much impressed by, 
and agree 100% with, the common 
sense, realistic discussion of im- 
port purchasing by James R. Cau- 
dill (Letters To The Editor) in 
your February 29 issue. 

Some of the warnings in his 
letter should be “shouted from 
the housetops” . . . . particularly, 


PURCHASING 





How a 


‘purchasing agent 


can give 
engineering service 


} You don’t have to carry a slide rule, T- square 
and compass to give your company valuable 
engineering service. Just think “Timken” when 
you think of bearings. 

You receive the most experienced engineer- 
ing advice in the industry from Timken Com- 
pany sales engineers—experts who work with 
you and your engineers right from the start. 
You'll have a bearing application that’s backed 
by the most modern research labs in the in- 
dustry—with valuable testing facilities avail- 
able to your engineers. 

No other bearing maker can offer engineer- 
ing service like this. It all adds up to extra 
bearing value for you—an. extra feather in your 
department’s cap—at no extra cost. The Timken 
Roller Bearing Company, Canton 6, Ohio. 
Cable: “TIMROSCO”’.. Makers of Tapered Roller 
Bearings, Fine Alloy Steel and Removable Rock 
Bits. Canadian Division: Canadian Timken, 
St. Thomas, Ontario. 


Industry rolls on 


TIMKEN 


tapered roller bearings 
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With 


LY Tee Lay gesy 


REDUCE COSTS 


lensity molded organic part replaces brass 
pressure plate in clutch assembly 


IMPROVE 
PERFORMANCE 


Semi-flexible molded organic parts replace leather 
washers in deep well pump 


SOLVE 
DESIGN PROBLEMS 


molded organic part replaces combina- 
tion metal-hard rubber vibration damper 


resh approach to design problems with WorLD Bestos Molded 
ic Parts can pay off in improved product performance and 
| manufacturing costs. Applications range from industrial and 
tive equipment to home appliances. Molded Organic Parts can 
uilt to meet virtually any shape, size or performance specifications. 
can be supplied for testing and evaluation or on a production 
For complete details, send samples or blueprints to WorLD 

s, New Castle, Indiana. Phone Jackson 9-4790., 


DIVISION OF THE 
Industrial and Automotive Brake Blocks and 


v4 re stone Linings - Transmission Linings - Special Cluteh 


Facings - Vibration Controls - Sheet Packing 
TIRE AND RUBBER CO. 


COPYRIGHT, 1959-WORLD BESTOS 
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Letters 


for the benefit of those manage- 
ment and labor leaders who refuse 
to recognize the precarious posi- 
tion we are in. 

I firmly believe that by facing 
worldwide prosperity and the ap- 
parent end of inflation in other 
industrial nations, not only Amer- 
ica’s world leadership, but its very 
existence as a first-rate power is 
on trial. 

Purchasing executives can serve 
both their own companies and the 
nation’s best interests by insist- 
ing on obtaining the greatest val- 
ue possible for every dollar ex- 
pended ... . certainly resisting 
by all legitimate means any un- 
warranted or inflationary price in- 
crease. 

James M. Berry 
Vick Chemical Company 
Greensboro, N. C. 


GRAPHS 


Dear Sir: 

On page 7 of the February 29 
issue of PuRCHASING Magazine the 
Industrial Production Index is 
graphed for the past year. Is this 
same index forecast yearly, bi- 
yearly or quarterly? If so, where 
can I obtain this data? 

Paul W. Rubel 
DeZurik Corporation 
Sartell, Minnesota 


@ The Industrial Production In- 
dex—along with other important 
business and trade indices—are 
charted for the previous year. We 
do not attempt to forecast for any 
period, nor do we know any place 
where these forecasts can be ob- 
tained. However, the Business 
Confidence Index, on page 13 of 
alternate issues, is a _ sensitive 
barometer of future business 
trends. This index is based on a 
survey of a representative group 
of purchasing agents who give 
their opinion about the short- 
term economic outlook. Since the 
buying plans of P.A.’s are based 
largely on their feelings about the 
economy, this survey reveals up- 
coming business conditions as 
much as three or four months in 
advance. 
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NEW YORK 
COLISEUM 
JUNE10-26 


What have the British been doing 


in office and industrial equipment? 
(And in everything else?) 


See their newest developments at 
the British Exhibition, June 10-26, 
at the New York Coliseum. 


The past few years have been a period 
of spirited activity in British business, 
science and industry. New ideas, prod- 
ucts and services are flourishing. 


Now the best of these achievements 


For More 


May 9, 1960 


will be displayed in a gigantic Exhibi- 
tion in New York, under the patronage 
of Her Majesty Queen Elizabeth II and 
the President of the United States. 

It will be a spectacle in the grand 
manner. (Nearly twice as big as the re- 
cent Russian show.) A vast number of 
British firms will show their newest, 
proudest wares. Executives of the ex- 


hibiting companies will be on hand to 
answer your questions—or talk business. 

And the Exhibition will not lack its 
lighter side. You'll go sight-seeing in 
the London Arcade, see British films, 
quaff honest ale in a pub. The British 
like their fun. 

Plan to come. You will find it an ab- 
sorbing event and a profitable one. 
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Mercury lamps may look alike 


These Mercury lamps look alike and cost about the same, but one— 
the Westinghouse Lamp—will deliver more light initially and main- 
tain this high light output longer. It is your most economical choice 
for industrial and commercial lighting and incorporates all 4 out- 
standing improvements listed below. 


1. Lifeguard™ arc tube to improve lumen maintenance. Even after 
10,000 hours of use, these lamps will still give 85% of their initial light 
output. This means that 21% years after you install Westinghouse Mer- 
cury Lamps, your plant or streets will have almost the same high level of 
light as when the lamps were new! 


PURCHASING 














... but four differences make one a better buy! 


2. New design electrodes lock in the emission material and insure 
long life and easier starting. 


3. Weather Duty™ construction. Special glass is resistant to ther- 
mal shock and corrosive fumes. Moisture, industrial fumes, even snow 
and rain can’t harm these Westinghouse Mercury Lamps. 


4. Hi-temp silicone cement holds bases tight for life . . . actually 
gets stronger as the lamps burn. No drop-outs. Westinghouse even 
date-codes its mercury lamps so you can check performance. 


No matter what type or wattage of mer- 
cury lamps you use, you will get more 
value and light for your money—plus 
longer, trouble-free service—by specify- 
ing and insisting on Westinghouse Mer- 
cury Lamps. Westinghouse makes the 
most complete line of mercury lamps in 
the industry . . . 100 to 3000 watt sizes 
...in clear, color-corrected and reflector 
types. Contact your authorized Westing- 
house lamp agent or nearest Westing- 
house sales office. 


you CAN BE SURE...1F os Westi ghouse 


WESTINGHOUSE LAMP DIVISION, Westinghouse Electric Corporation, 


Bloomfield, N. J. 
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WORLD’S LARGEST FAMILY OF 


performance makes the world of difference 


POWELL DEPENDABLE VALVES 


veir advanced design, sturdy construction, and problem or an unusual flow control condition in the 
ning to latest valve standards, Powell Valves can handling of water, oil, gas, air, steam, corrosive fluids, 
vended upon for consistently satisfactory service our engineers will gladly help you solve it. Check with 
little or no maintenance. If you have a valve your nearby Powell Valve distributor—or write to us. 


‘ 


Fig. 1893—Large 0A.& Y. > Valve for pulp and paper 

mill service. 200/pounds W.0.G. 3% nickeJ-iron body, 

bonnet, yoke; 18-8S Mo. stem and screwedsin seat rings: 
~~ Ni-resist 1 solid wedgeidisc. 





Large stainless steel 
alve for 150 W-P. Outside 


a stem/is threaded h : Fig. 2453SG—Large stainless steel 
hepa. ferns PE) 05.8. Gate Valve for 150 W.P. 
peng yore. D Interchangeable fully guided solid 
or split wedge discs, integral seats. 
End flange dimensions = 
conform to MSS SP-42. 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI! 22, OHIO 
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Purchasing People in The News 





Charles R. Milliken has been 
promoted to general purchasing 
agent for Beatrice Foods Co., Chi- 
cago, Ill. He succeeds D. F. Tripp, 
who has retired after 43 years of 


Charles R. Milliken 


service with the company. Mr. 
Milliken joined the company in 
1947 at Boise, Idaho. He was 
named purchasing agent of the 
Idaho Creameries Division there 
the following year. In 1955 he 
was advanced to assistant gen- 
eral purchasing agent for the en- 
tire company at Chicago. 


Haylett O'Neill, Jr., succeeds 
A. J. Kelly as general manager 
of the purchasing department of 
Humble Oil & Refining Com- 
pany’s Esso Standard division, 


H. O’Neill, Jr. B.A. Warren 


New York, N.Y. Mr. Kelly has 
retired after 41 years in Esso’s 
purchasing activities. Mr. O’Neill 
has transferred to New York from 
Houston, Texas, where he has 
been purchasing agent of the 
Humble division. His successor at 
Houston will be B. A. Warren, 
who has been assistant general 
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manager of Esso Standard’s pur- 
chasing activities. 

Mr. O’Neill joined Humble in 
1934. He started with a roust- 
about gang and after a year was 
promoted to engineering assign- 
ments. He transferred to purchas- 
ing in 1942 and was named head 
of the Humble division’s purchas- 
ing operations in 1958. He has 
been serving this year as presi- 
dent of the Houston chapter of 
the National Association of Pur- 
chasing Agents and is a member 
of the American Institute of Min- 
ing and Metallurgical Engineers. 
Mr. Warren joined Esso Standard 
37 years ago and has always 
worked in its purchasing opera- 
tions. He was named assistant 
general manager of the purchasing 
department in 1954. During World 
War II he was on loan to the 
Petroleum Administration for 
War and also served with the 
Foreign Steel Subcommittee of 
the National Petroleum Council. 
A member of the National Asso- 
ciation of Purchasing Agents and 
the Purchasing Agents Associa- 
tion of New York, he is a former 
chairman of the oil industry buy- 
ers group of the New York asso- 
ciation. He completed the ad- 
vanced management program at 
Harvard University’s Graduate 
School of Business Administra- 
tion. 


Randolph L. Gabers has been 
appointed purchasing manager of 
the Vickers Incorporated, Water- 
bury, Conn. plant. He will be re- 
sponsible for all purchasing and 
receiving at the plant. 


Douglas C. Shanks has been ap- 
pointed purchasing agent for the 
Dundee Cement Company, Dun- 
dee, Mich. Mr. Shanks came to 
the company after serving in the 
purchasing department of Gen- 
eral Mills, Inc., Toledo, Ohio. He 
also was earlier employed as a 
sales correspondent with Libby- 
Owens-Ford Glass Co., and in the 
Dura Corporation’s production 
control department. 


Clarence E. Hubbell has been 
named assistant purchasing agent 
for the Wabash Railroad, St. 
Louis, Mo. Mr. Hubbell started 
with the Wabash in the car de- 
partment at Decatur, Ill. in 1943. 
He was promoted to working 
stock supervisor in 1957, and then 
to chief clerk to general store- 
keeper in 1959. 


Gregory C. Gates has been 
named purchasing manager of 
Pratt & Whitney Company, In- 
corporated, West Hartford, Conn. 
He will be responsible for direct 


Gregory C. Gates 


supervision of purchasing per- 
sonnel and of all procurement and 
procedures. Mr. Gates came to 
the company from Hamilton 
Standard, Windsor Locks, where 
he was procurement supervisor. 
He received his B.S. from Yale in 
1950, and his M.B.A. from Har- 
vard Business School in 1954. 


The materials control and pro- 
curement function for Philco Cor- 
poration’s Govermment and Indus- 
trial Group, Philadelphia, Pa. 
have been consolidated. The new 
department will be under the di- 
rection of John R. McAllister, 
formerly director of procurement. 
His title now will be director of 
procurement materials. 





SEE PAGE 188 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 














Throw those 
hioned collets away! 


re” 


#8 > 


| Lae 


ee 


ae 
Oth 


He 
Tx, 
OLS 


y 


y/ 


Sd 


Now you can afford to equip your 


DN BELTA south Beno Jogan 


lathes with the world’s most modern 
collet chuck and its Rubber-Flex Collets 


70° 65% 


Model 50 Complete Set of 
Collet Chuck 10 Rubber-Flex Collets 


PURCHASING 





You get a lot more for less! 


is a brand new nose type handwheel chuck 
is quicker to operate 

is easier to operate 

is more accurate 

develops more torque 

increases lathe capacity 

mounts directly onto your spindle 

costs less... less...less... 


A lot more for a lot less... 


$7Q9°° i i+ eS 


for the chuck! 


$65°° 


for the collets! 
($6.50 each) 


An entirely new series of ten Jacobs Rub- 


ber-F lex Collets has been developed along How one Rubber-Flex collet 


with the world’s most modern collet chuck. 


Rubber-Flex collets do more because: replaces seven split steel collets 


e Jaws are always parallel for 
greater accuracy... This is the chuck, 
maximum runout .001”. these are the collets, 


e Extra long bearing surfaces for your... 


have stronger grip. ATLAS e DELTA e LOGAN 


@ Only 10 collets chuck all bar 
ere ate wae SHELDON + SOUTH BEND 


range per collet. ... lathes 


See your Jacobs industrial supply 
distributor. Let him prove these 

fantastic facts with a convincing 
demonstration at your desk! 

Call him today. é BUN 


JACOBS MANUFACTURING COMPANY * WEST HARTFORD, CONNECTICUT 


For More Information Write No. 196 on Place Mark Card—Page 32 
May 9, 1960 





Pin it 
with 
Hindley 


Cotter Pins 


Precision cotter: pt 
bly costs. For é: 
sizes in Monely! 
Brass, Copper and , 


Hindley Manutacturing to, 6 
Wire Hardware Cotter yg 
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FO B=“filosofy of buying” 





How THE OTHER fellow does 
it is always a matter of interest 
to purchasing agents. We highly 
recommend the following publica- 
tions for their practical informa- 
tion and as examples of good pur- 
chasing public relations: 

“How and What We Purchase,” 
a 32-page booklet setting forth the 
philosophy and procedures of 
Eaton Manufacturing Company’s 
purchasing department. Copies 
may be obtained from H. A. Wil- 
liams, director of purchases, Eaton 
Manufacturing Company, Cleve- 
land 10, Ohio. 


“Chevrolet Purchasing Guide,” 
a booklet for suppliers that ex- 
plains the purchasing policies and 
organization of the Chevrolet Di- 
vision, General Motors. Copies are 
available from E. F. Gormsen, 
director of purchases, Detroit 2, 
Mich. 

“Annual Report, Department of 
Purchasing, City of Cincinnati.” 
As usual, John G. Krieg, city pur- 
chasing agent, presents some solid 
facts and figures on the buying 
job his department has done for 
the taxpayer. John’s address is 
Room 162, City Hall, Cincinnati, 
Ohio. He’ll be glad to send you a 
copy of the report. 


MR. & MRS. G. CHADWICK 
4 BIONIA AVENUE 
STATEN ISLAND §, N.Y 


copy OF 


PURCHASE ORDER Purchasing Magesine 


205 Eeet 42nd. St. 
New York City, N.Y. 
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LaBeLep Leuren 


These specibeations ere s result of © 
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SHIPPING WEIGHT; Tlbe, 6 os. 
OVERALL LENGTH; 20° 

TIME: 7254. P.M. 
APPROVED BY: Heeven 
PROJECT No. I 





NOTE—These plone meet with the standerd rhe wc 


No revistones to be mode as of this dare 


Sometimes the opposition to 
value analysis is so deep-seated 
among operating people it’s better 
to explain what it is not before 
you explain to these non-be- 
lievers what it is. 

In such cases, suggests Art 
Fournier, chief of central buying 
at International Minerals and 
Chemicals Corp., it might be a 
good idea to point out at the start 
that value analysis: 

Is not a sporadic foray into cost 

cutting; 

Is not a secret inquisition by 

prima donna P.A’s, auditors, 

and engineers; 

Is not a threat to product qual- 

ity; 

Is not a procedure limited to 

any one department; 

Is not an informal process; 

Is not a part-time process; 

Is not a hindrance to decision- 

making; 

Is not a cure-all. 


* 2 
O NE OF OUR readers who al- 


ways has his mind on the job has 


sent us the following “purchase 
order”: 


Purchase Order No. 1 


pate Mareh 4, 1960 


TERMS As Agreed 


PRICELESS” 


DELIVERED BY DR. }. DAGOSTINO 


INSPECTED BY DR. G. PITTINOS 














B OTH FOR its accuracy and its 
literary gracefulness, we admire 
the comment of Shri N. D. Sahu- 
kar, chairman, All India Manu- 
facturers’ Organization, Bombay, 
on the announcement of a new 
publication, The Eastern Purchas- 
ing Journal: 

“.. . by bringing out such a 
magazine you are filling a lacuna 

. . Generally in this country 
there is not enough realization 
about the need for systematic and 
scientific purchasing policy due to 
lack of which many an industry 
has come to a sad end.” 


Looxn G BACK through some 
of our old issues while research- 
ing the 45th Anniversary tribute 
to N.A.P.A., we found that one 
of our “new ideas” wasn’t so new 
after all. The popular Purchasing 
Pointers section, introduced a few 
months ago, had its counterpart 
in 1915. But the pointers were 
scattered through the magazine, 
were lengthier than the present 
ones, and were-—shall we say— 
somewhat more primitive than 
those we publish today. Consider 
this piece of advice from the No- 
vember, 1915 issue: 

“Often no dropper is handy with 
which to fill a fountain pen when 
it runs dry, and trying to put ink 
in the slender barrel of the aver- 
age fountain pen is a dangerous 
and mussy proceeding that usually 
results in more ink on fingers and 
desk than in the pen. A simple 
way to overcome the difficulty is: 

“Take any bit of slender wire 
—a hairpin will do nicely—twist 
it into a double strand and bend 
about a half inch of one end into 
a right angle. Take the bottle con- 
taining the supply of ink, put the 
long end of the wire into it and 
proceed to pour, holding the end 
of the wire just above the mouth 
of the pen. The ink will run down 
the wire and off into the pen in 
small drops. 

“Practicing once or twice with 
water will render one so proficient 
that not a drop will be spilled. 
The ink will run better along wire 
that has no coating of any sort, 
so if hairpins are used it is well 
first to take a penknife, or a bit 
of sandpaper, if any is at hand, 
and scrape off the enamel.” 


May 9, 1960 
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You'll find the Quality line at 
the SEALMASTER sign! 


Backed by a quality reputation attained by SEALMASTER Bear- 
ings over the years and a complete line of quality bearing units 
in a wide range of sizes and styles of mountings, your Sealmaster 
Distributor is best equipped to give you top service on all your 
bearing requirements. The SEALMASTER line of cast iron units, 
malleable iron units, rubber lined units and cartridge units, in- 


corporate engineering features exclusive 
with SEALMASTER. 


Service is what you want and service is what 
your SEALMASTER Distributor is prepared 
to give—a good man to know and depend on. 


SEALMASTER BEARINGS ,. 


A DIVISION OF STEPHENS-ADAMSON MFG. CO. Catalog 454 
SI RIDGEWAY AVENUE e@ AURORA, ILLINOIS 


PLANTS IN; LOS ANGELES, CALIF. © CLARKSDALE, MISS. @ BELLEVILLE, ONTARIO 
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Maintenance and Purchasing 


had an *850 huddle- peut, tidsug,/ 


tenance knew tissue was an expense worth 
lering—and had some ideas on how to keep 
lown. But, Purchasing knew economy 
with initial expenses and investigated tissue 
Both had the same idea, the same solution: 
Howard tissue. And Fort Howard tissue was 
350 a year savings solution to their cost 
1s 


ngs like this are not exclusive to any one 


organization, for Fort Howard makes twenty 
grades and folds to meet the quality-cost needs 
of every factory, office and institution. Investi- 
gate tissue costs in your operation—then check 
your Fort Howard distributor to see just how 
much you can save. In fact, ask him about all 
Fort Howard Products savings. Call him today, 
or write to Fort Howard Paper Company, Green 
Bay, Wisconsin. 


Fort Howard Paper Company — 


Green Bay, Wisconsin 
Sales Offices in New York, Chicago, Los Angeles 
America's Most Complete Line of Paper Towels, Tissues and Napkins 


9p 


© Fort Howard Paper Company 
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ALEMITE 
BARREL-TO-BEARING 
LUBRICATION... 


prime 
mover 
in 





production! 


May 9, 1960 


Plant men who recognize lubrication as an important production 


tool—not just a maintenance problem—are collecting new divi- 
dends in increased production. 


They use modern Alemite Barrel-to-Bearing Lubrication .. . 
years ahead methods that add efficiency and speed up production 
in all sizes and types of plant operations... assure better, lower- 
cost protection ...cut downtime, prolong machinery life. 


Alemite lubrication equipment includes electric, air or hand- 
operated equipment... everything required for high-pressure 
lubrication, filling of hydraulic systems, servicing oil reservoirs, 
lubricating gear housings, and refilling grease guns. 


Let an Alemite expert help you with the most efficient lubri- 


cation system ever developed. A letter or phone call will bring him 
to you, at no cost or obligation. 


Write for free Alemite catalog today! 


Symbol of 


ALEMITE 


Eid 


Dept. Z-50, 1850 Diversey Parkway, Chicago 14, Ill. 


Loader pump seals the drum 
against dirt or grit 


Loader pump nozzle engages fitting 
on gun. Just eight strokes fill a 
1-Ib. gun with fresh, clean Iubricant. 
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[he indestructible luster of stainless steel wheel covers 
nmistakable. Stainless is the one metal that never 
etrays a car’s mileage... or age. The highway’s 
brasive grit, winter’s salted streets, and 
en harsh detergents and steam can’t 
orrode, etch or dim its beauty. 


High quality Uniloy Stainless Steel, now 
ng produced in one of the world’s most modern 
ls, is rolled to your exact specifications. 


cify Uniloy Stainless Steel for STAINLESS STEELS 


motive trim that stays showroom new— 
ms and fabricates to the designers will. 


UNIVERSAL 
‘UC CYCLOPS 


STEEL CORPORATION 
EXECUTIVE OFFICES: BRIDGEVILLE, PA. 


STAINLESS STEELS +« TOOL STEELS + HIGH TEMPERATURE METALS 
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In Purchasing... 


Or ALL THE friends we’ve made during the 45 years 
of our existence, none is closer to us than the National 
Association of Purchasing Agents. It’s easy to see why: 
both of us started together back in 1915 and have worked 
closely together since. Now, as the N.A.P.A.’s 45th an- 
nual convention is about to start, we’re offering a salute 
to that finest of all business associations. 


Ca Ss We start on page 70 with a lively—but 

\\-S stilt nostalgic—brief history of the be- 

“3 —__ginnings, trials and triumphs of N.A.P.A. 
ee ae) It’s a story you'll want to read whether 
you’re in or out of N.A.P.A. (and I'm 
sure that after you have read this issue 
you'll want to be in.) 


We bring the story of N.A.P.A. up to date on page 77. 
Top association officials tell you what’s being done and 
what’s in store for members. This is followed by first- 
hand descriptions of the work of three of N.A.P.A.’s 
most important committees by their chairmen. Their 
subjects: professional development; value analysis and 
standardization; public relations. 


If you wonder after you have read these articles 
whether N.A.P.A. is for you—can you get anything out 
of it, are the local chapters too big, are they too small, 
etc.—then be sure to read the comments starting on page 
86. Three N.A.P.A. officials—a district vice-president; the 
president of a large association; and the president of a 
small association—tell you what the organization has done 
for them and can do for you. When you have done that, I 
feel certain you'll want to take the action suggested on 
page 89—if you’re not already a member. 


Speaking of N.A.P.A., I’m looking forward to 
meeting you personally at the convention in Los 
Angeles on the 22nd of this month. Our whole 
editorial staff will be there, turning out our 
Convention Daily newspaper and preparing the 
unique report on the complete proceedings that 

will be published following the convention. 


PHOTO CREDITS: Cover, Charles Phelps Cushing; p. 70 (top), Bettmann Archive; 
(middle and bottom), Brown Brothers; p. 73 and 74, Brown Brothers; p. 75 (top), 
Brown Brothers; (middle and bottom), Wide World; p. 76, Space/Aecronautics. 


You get MORE 


for your money with 
WAVERLY 


WAVERLY pr IRDLFUM PRODULTS CO 
PRILADE! (PHIA PA 


@ MORE COVERAGE-by ac- 
tual test, WAVERLY HI-DRI 
will cover up to 3344% more 
floor space than competitive 
products. 


@ MORE ABSORPTION — HI- 
DRI is thirstier than ordinary 
absorbents. In every 50 Ib. bag, 
there are more than 37 million 
highly absorbent granules — to 
soak up oil and grease faster. 


@ MORE SAVINGS — because 
HI-DRI goes further and works 
harder than other products, you 
save up to one-third of your 
costs. 


® MORE SATISFACTION— 
and you can prove it! Test HI- 
DRI in your own plant. Call or 
write for a generous FREE 
sample. 











—> WAVERLY 
PETROLEUM PRODUCTS CO. 


3018 Market Street 
Philadelphia 4, Pa. 
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0) your delivery problems! 


Yes, it’s as simple as that...and here’s why. D-C takes the entire responsibility 
for delivering your order for parts, materials, or merchandise on time and in good 
condition. Only D-C can offer one-carrier responsibility coast-to-coast because only 
D-C goes direct coast-to-coast! One-carrier handling...one-carrier control... plus 
non-stop, straight-through service all the way on D-C equipment...ends needless 
trans-loading, cuts 20% off running time...assures on-time delivery every time! 
Make D-C your partner in profitable purchasing. Always specify D-C... 

the Dependable Carrier! 

You'll find us 


in the 
YELLOW PAGES 


distance 
coast-to-coast! 


DENVER CHICAGO TRUCKING CO., INC. 
THE ONLY DIRECT COAST-TO-COAST CARRIER 
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What's In It 
For Me? 


PuRCHASING MAGAZINE 
May 9, 1960 


EDITORIAL 





Tue WILLINGNESS of American businessmen to share their 
trade “secrets” with each other—through conventions, meet- 


ings, publication articles and the like—allegedly surprises their 
European counterparts. 


Actually, there are probably very few genuine secrets (i.e., 
profitable ones) exchanged between any businessmen—Ameri- 
can, British, French, or even Russian. Even in those societies 
where, we are told, human nature is being freed from the grip 
of capitalist oppressors and remolded, the competitive instinct 
is still strong and an advantage is not lightly given away. 


Perhaps the real accomplishment of American business in 
this respect is in recognizing what successful ideas should be 
kept confidential then making the rest available to anyone, in- 
cluding competitors. Some of our largest companies have been 
unusually cooperative in helping others adapt cost reduction 
techniques for example that they developed and could easily 
have held back from public view for a few more years. 


The work of the National Association of Purchasing Agents 
is another notable example of open-minded, open-handed co- 
operation that helps everyone and compromises no one. Hun- 
dreds of committee members, aided by thousands of other mem- 
bers, collect and disseminate extraordinary amounts of prac- 
tical purchasing information, month after month, year after 
year. The members of the Business Survey Committee, for ex- 
ample, receive no immediate gain from their work—not even 
personal publicity, since anonymity is required. They are under 
no obligation to serve on the committee, and would lose nothing 
if they quit now. Yet they go on serving, helping others. 


It was not always like this. Businessmen, and particularly 
purchasing agents, were generally suspicious of one another. 
Back in 1923, N.A.P.A. president Charles A. Steele summed up 
the problem in these words: “Up to the time the association 
was formed, it had been sort of an unwritten rule that pur- 
chasers were one body of men who should not communicate 
with each other for fear that they might do the other fellow 
some good and themselves some harm.” And in the first decade 
of its existence, N.A.P.A. had to fight a corollary attitude: “Why 
should I help that outfit and its members by joining; what can 
I get out of it?” 


The successes of N.A.P.A. in the past 45 years have, of course, 
exposed the fallacies in both arguments. Those members who 
have offered most have benefited most. They have learned that 
the answer to “What’s in it for me?” will generally take care of 
itself if first you ask yourself what you can do for someone else. 
We hope N.A.P.A. will go on proving the point for many, many 
more years. 
















LUMINUM 


in Stock 
at Ryerson 










SHEET PLAN 
eliminates scrap. We can produce 
exactlengths and widths from coil stock 
for most users—usually on a 
net-weight basis. 


WIDEST SELECTION 
choose from the nation’s largest and 

ed stocks—available to meet 
r largest needs. 
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DEPENDABLE DELIVERY 
Finest care in handling and packaging and 
production-line-timed shipments assure 

fastest service. Any quantity—when 

you need it. 


HELP IN SELECTION 

\ representative can recommend the 
slloy for each application to do 
better —at less cost. 
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BE “METALOGICAL” 
All of Ryerson’s many extras and advantages add up to 
one big plus value for you: optimum value for 

every purchasing dollar. So be 

“Metalogical” —call Ryerson. 


HELP IN FABRICATION 
. aluminum specialists are 
to assist you with 





rication problems. 


STEEL* ALUMINUM « PLASTICS » METALWORKING MACHINERY 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the Steel Family 









PLANT SERVICE CENTERS: BOSTON « BUFFALO + CHARLOTTE + CHICAGO « CINCINNATI + CLEVELAND « DALLAS + DETROIT » HOUSTON + INDIANAPOLIS 
LOS ANGELES » MILWAUKEE + NEW YORK + PHILADELPHIA + PITTSBURGH + ST. LOUIS + SAN FRANCISCO + SEATTLE + SPOKANE ° WALLINGFORD 
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Purchasing Pointers 


PLANT PURCHASING SURVEY—Celanese Corp. has come up with a new form that 
could help a lot of multi-plant companies. To find out exactly 
how each of its plant purchasing departments are operating, 
Celanese's central purchasing staff made up an extensive fill-in 
form which covers every phase of normal purchasing procedures. 
The plant P.A.'s were asked to check appropriate boxes on the 
form to show how they were handling requisitions, purchase or- 
ders, inquiries and quotations, inventory control, etc. The 
completed forms give central purchasing a clear idea of how each 
plant functions, point up weaknesses in procedures used by indi- 
vidual plants, show the different ways plant P.A.'s handle the 
same problems. (A more detailed article on the use of this form 
will appear in a forthcoming issue). 





IT'S WHAT'S INSIDE THAT COUNTS-Ask your suppliers to put your company's 
name on the components you buy. There are two big advantages 
to this procedure. One: your company is responsible for the 
entire product it sells—and therefore should receive both the 
praise and the complaints about its component parts. Two: 
there's a better chance that your customers might go directly 
to your supplier for replacement parts if his name is plastered 
all over. Most vendors will cooperate with this request if you 
explain its importance to your company. 


OMIT UNNECESSARY PAPER—One company is saving more than $2000 a year in 
postage and stationery because they asked: "Is it really neces- 
sary to mail an acknowledgment to a customer when we get an order 
for spare parts?" It was found that the order is shipped to the 
customer within 24 hours of receipt and a packing list is en- 
closed. Since the order and acknowledgment usually arrive with- 
in hours of each other at the customer's place of business, they 
stopped mailing acknowledgments. 





"USED ALL DAY LONG?"—A purchasing agent was puzzled by the apparently 
good working condition of various electrical office equipment 
when trade-in time came around. He learned of a device which 
could measure the electrical power usage of a machine and used 
it on several calculators that were to be traded in. He found 
that on a number of pieces of equipment “used constantly all 
day long" the power consumption record indicated the machines 
had been used an average of about 4% hours each in a month. 





NUMBERS ON PURCHASE ORDERS—Purchase order numbers can be made to tell a 
lot about the order. For example, Atlantic Refining Company uses 
its p.o. numbers to identify the date of issue and the buyer 
who wrote it. Take number T-122-203: The letter stands for the 
year (T—1960), the next three digits signify the month and 
day (January 22), and the final three numbers provide data about 
the buyer who issued it (in this case it's the third order of 
the day issued by the buyer whose code number is 2). 











Purchasing Has Come 


A Long, 
Long Way... 


' Business has gone through booms, busts and hot and cold 
wars since the National Association of Purchasing Agents was 
founded 45 years ago. The measure of N.A.P.A.’s success in 
meeting these challenges is the outstanding position the pur- 
chasing agent occupies in industry today. 


\T ONCE ironic and fit- 
me of the most impor- 
ts in purchasing’s his- 
initiated by a salesman. 

burgeoning years of 
industry —just after 
purchasing agent was 
vy esteem. Salesmen, in 
looked on him as ig- 
1competent, or corrupt— 
nation of all three. 
Elwood B. Hendricks 
iched the idea of an or- 
of purchasing men in 
nments like these were 
in respectable business 


Criticize The P.A. 


urchasing agent knows 
nts is less than a dollar 
the only damn thing 
know’: 
ever heard of a purchas- 
t resigning any job that 
re than doughnuts and 


it happens to the purchas- 
t who is promoted? Nine 
t of ten they hand him an 
ve job or make him a sales 

Who ever heard of a 
il purchasing agent dy- 
1 buyer?” 

lass of employers that 
man for a pittance to 


spend hundreds of thousands of 
dollars each year is putting a 
veritable premium upon dis- 
honesty. When this fact is gen- 
erally recognized, when the wage 
of the average purchasing agent 
is established on the same plane 
as the wage of the average sales 
manager, a mighty advance will 
have been made in the war 
against graft.” 


Expect Insults 


This kind of climate didn’t dis- 
courage Hendricks, a salesman 
for the Thomas Publishing Com- 
pany’s Buyers’ Guide (now 
Thomas Register). Hendricks had 
numerous contacts with purchas- 
ing agents throughout industry. 
He was keen enough to realize 
that insult and vilification are 
natural reactions when some- 
body’s special interests are chal- 
lenged. In this case, the emerg- 
ing purchasing specialist was be- 
ginning to curb indiscriminate 
plant buying and the resulting 
fat commissions to salesmen. 

This led Hendricks to several 
conclusions: 

That industry was developing 
in such a way that purchasing 
would have to be an organized, 
centralized function of business 
under one executive; 


That new opportunities would 
be opening up for skilled, ag- 
gressive purchasing people; 

That purchasing agents could 
best exploit these opportunities 
by banding together for mutual 
help and training. 

Hendricks determined to start a 
national organization of purchas- 
ing men. “He preached his gospel 
wherever he went,” reported an 
early historian of the National 
Association of Purchasing Agents, 
F. W. Lingley, “and for the per- 
sistence he displayed and the mis- 
sionary work he performed in 
those days the National Associa- 
tion must ever be his debtor.” 


Devoted To N.A.P.A. 


Hendricks spent a good deal of 
his own time and money to get 
purchasing people interested in a 
national organization. When the 
national was finally formed, he 
served as secretary for two years, 
despite the fact that he had his 
own business to attend to. Hen- 
dricks’ pioneering and devoted 
service to N.A.P.A. are com- 
memorated in the Hendricks 
Club, an organization of past 
national officers of the associa- 
tion. Hendricks took an active 
interest in N.A.P.A. until his 
death a few years ago. 


PuRCHASING 





The National Association of 
Purchasing Agents was officially 
chartered in March, 1915. But al- 
though Hendricks had shown 
great foresight in working for a 
national association, he had not 
been alone. In different parts of 
the country purchasing men had 
been meeting informally, some 
interested only in local or re- 
gional groups, others attracted by 
the idea of expanding on a na- 
tional scale. 

Both Buffalo and Boston can 
claim credit for having active 
purchasing groups as early as 
1904. It was on the basis of rec- 
ords of their meetings that Paul 
Farrell, author of Fifty Years of 
Purchasing, titled his book in 
1954. Detroit came into the pic- 
ture early, too, and purchasing 
agents there met irregularly from 
1909 to 1914. Incomplete records 
also indicate that a Columbus 
Purchasing Agents Association 
was formed in the fall of 1912. 
Philadelphia and Pittsburgh also 
had associations by 1915. 


Internal Bickering 


But it was New York that 
launched N.A.P.A. Hendricks had 
recruited a number of purchasing 
enthusiasts in New York and 
New Jersey during the summer 
of 1913, and they began formal 
meetings in the fall. From the 
beginning, the eight founders 
thought of their association in 
national terms. But like ali fledg- 
lings, the group was a little too 
ambitious and ran into various 
obstaclzs before it could get off 
the ground. Meetings were poor- 
ly attended. Many of those that 
turned up were cool about the 
national idea. Some internal bick- 
ering developed among the few 
members. And some officers of 
established purchasing organiza- 
tions in other cities regarded the 
idea of following New York’s 
lead as nothing less than surren- 
der to a hated enemy. 

(Geographic sectionalism was 
to play a prominent part in later 
N.A-P.A. history but was to grad- 
ually die out as a strong politica! 
factor. Up to World War II, the 
distance between coasts was still 
formidable. With the advent of 
the jet age, national headquar- 
ters of the association is at most 
only a few hours from all butg 
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The age of mass production and the “automobile revolution” to 
which he contributed so much were just beginning when Henry 
Ford and his family posed in this 1912 Ford. 


Sinking of the Lusitania by Germany in 1915 helped push United 
States from prosperous neutrality into active participation in World 
War I even though it took us two years to decide. 





. Y <3 
Unrest, uncertainty and depression came in the wake of the war. 


The still unsolved Sept. 1920 bombing of the J. P. Morgan Co. in 
Wall Street was believed to be the work of anarchists. 
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Cleveland, Milwaukee, Boston, 
Pittsburgh, Los Angeles, Bridge- 
port, Rochester, Hartford, Phila- 
delphia, Greenville, S. C., and 
several cities in New York and 
New Jersey. 

Several of these were elected 
as ind viduals, not as representa- 
tives of their local associations, 
which had not yet affiliated. 

The first membership drive was 
not a howling success. By the 
time the first national convention 
was held in New York in Septem- 
ber, 1916, 250 purchasing agents 
were on the rolls—142 of them 
from the original New York as- 
sociat'on, which was the first to 
affiliate with the national. At- 
tendance at the convention was 
100. 

The reasons behind the slug- 
gish start were many—and fa- 
miliar. The locals felt they would 
be little fish in a big pond. Many 
thought the dues were too high 
($7.50). Some complained that 
there was too much politicking; 
others that there wasn’t enough. 


And there was the familiar gripe 
that the bunch who were running 
the national didn’t know what 
they were doing. And so on. 

At least one of the complaints 
was justified. All locals affiliating 
with the national were required 
to surrender control of all finan- 
ces. This was not an idea that ap- 
pealed to purchasing agents. 


Play Footsie With National 


For all their complaints and 
objections, many of the larger in- 
dependent associations still want- 
ed to play footsie with the na- 
tional. Reporting officially on his 
discussions with several other as- 
sociation secretaries, the secre- 
tary of the New England group 
took note of the true negotiating 
instinct they displayed: 

“All of them,” he said, “seem 
to be in favor of holding aloof 
from joining as an association, 
but think it might be wise to have 
one of their members join so as 
to keep in touch with develop- 
ments.” 
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Purchasing Magazine’s Commodity Price Index chart for 
August 1932 tells its own story of an extraordinary period 
in American business life. It was a rough period for 
N.A.P.A., too. Membership in many of the local associa- 
tions dropped 50° during the depression. However, by 
1934 membership started to build up again and reached 


3600. 


This proclamation of high ethical standards 
was an important step by the infant N.A.P.A. 
Today it can be seen in thousands of pur- 
chasing offices and manuals, and even on 


many purchase orders. 





The next couple of years were 
taken up with political maneu- 
vering of one kind or another. 
Gradually friction between in- 
dividuals and associations was 
eliminated, constitutional changes 
were made giving locals greater 
autonomy, and the question of 
finances was settled amicably. 
(But it was to recur again 
and again in various forms!) 
Throughout the period, N.A.P.A. 
continued to grow in numbers, 
strength, and influence. (The first 
of 13 Canadian associations to 
affiliate, Montreal, came in in 
1919.) And the purchasing agent 
was becoming an important fig- 
ure in business. 


Business Boomed 

Business boomed after the start 
of World War I, adding impetus 
to the great general industrial ex- 
pansion that had been going on 
in the United States since the 
turn of the century. “These are 
the days that try the souls of pur- 
chasing agents,” the editor of 
The Purchasing Agent wrote as 
war-induced shortages began to 
be felt. “Now, when some staples 
are selling at prices beyond con- 
ception a year ago and other com- 
modities are not procurable at 
any price, the way of the buyer 
is undeniably hard. Delivery is a 
big problem. A shortage of potash 
means nothing to the pickling- 
room foreman. He wants potash 
or a satisfactory substitute, and 
he expects the buyer to fill that 
want. The dearth of automatic 
screw machines scarcely interests 
the factory superintendent. He 
wants two or three such machines 
for immediate use, and he looks 
to the buyer to get them. The 
purchasing agent can pass the 
buck to nobody. He must simply 
devise ways and means of meet- 
ing the demands of the organiza- 
tion he represents.” 


Double The Dues 

Equipping the purchasing agent 
to fulfill his obligations and there- 
fore advance his company’s and 
his own interests became the ma- 
jor work of N.A.P.A. once the 
dust of the early organizational 
battles settled. Many internal 
conflicts were to arise in later 
years, of course, but they were 
always subordinated to the main 
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business of the association. Des- 
pite the postwar depression, 
membership continued to grow, 
dues were doubled, and the serv- 
ices of N.A.P.A. were greatly ex- 
panded. 

In 1920, four N.A.P.A. com- 
modity committees were appoint- 
ed—on fuel, lumber, paper, and 
steel. These were the first of a 
number of committees that have 
supplied industrial purchasing 
agents with invaluable informa- 
tion on price and supply trends 
over the years. Traffic, paper, and 
standardization committees fol- 
lowed in 1921. Meanwhile, both 
the national and local associations 
were active in supporting vari- 


tion, and in 1953 endowed the 
first course leading to a degree 
in purchasing, at Illinois Institute 
of Technology. 


Start The Inform-A-Show 


Two important N.A.P.A. tra- 
ditions were established in 1922. 
The first was the Inform-A-Show, 
the industrial exposition that has 
been an integral part of every na- 
tional convention since that time. 
The Inform-A-Show is the only 
commercial venture the associ- 
ation has ever been connected 
with. It enabled N.A.P.A. finan- 
cially to stand on its own two feet 
and it eliminated the less savory 
types of salesmanship that had 


Generally heedless of a number of economic warning signals dur- 
ing the mid-Twenties, the American public reveled in the exploits 
of its athletic heroes like Babe Ruth—shown here in one of his 
rare slides into third base. 


ous projects in purchasing edu- 
cation. Both New York Univer- 
sity and Harvard University of- 
fered courses in purchasing in 
1917, and the Young Men’s Chris- 
tian Association opened an even- 
ing course in purchasing at its 
Brooklyn branch, in the same 
year. Several members of the 
New York Association served as 
lecturers for the Y.M.C.A. course. 
The N.A.P.A. committee on edu- 
cation was formed in 1921. 

A few years later, the Chicago 
Association was to begin its not- 
able record in purchasing educa- 
tion by helping to establish a 
course in purchasing at the Uni- 
versity of Chicago. Several dec- 
ades later, the Chicago group was 
still actively promoting educa- 


begun to crop up at the national 
conventions. 

The second was the publication 
of the Purchasor, the official 
N.A.P.A. monthly report on as- 
sociation news and commodity 
trends. The Purchasor took the 
place of The Purchasing Agent, 
a privately owned magazine that 
had been the official publication 
of N.A.P.A. The Purchasor ul- 
timately evolved into today’s 
weekly Bulletin of the National 
Association of Purchasing Agents, 
now considered one of the most 
authoritative and informative as- 
sociation publications in the 
country. 

The changeover in publications 
was an important episode in the 
close relationship between jour- 
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the purchasing field 
tinues today. The Pur- 
igent was owned by L. 
y, a former purchasing 
had helped Hendricks 
.A.P.A. back in 1915. 
ad a record of distin- 
ervice to N.A.P.A. and 
lasing profession as as- 
secretary (1917-1921), 
ditor of the national 
\ brilliant, foresight- 
roughly dedicated to 
of purchasing, he left 
nt stamp on N.A.P.A. 
publication (now Pur- 
agazine) continued un- 
auspices and after his 
edited by Stuart F. 
In the Boffey tradition, 
nade many notable con- 
to the advancement of 
30th Boffey and 
vere awarded the J. 
Gold Medal, which was 
n 1931 by the New 
ciation and has become 
t honor one can receive 
on behalf of pur- 


uurnalists were also at 
in N.A.P.A.’s history. 
1920, the first of many 
regional publications, 
t Purchasor, appeared. 
the regional magazines 


had assumed such importance 
that N.A.P.A. authorized the 
formation of the Editors’ Group. 
The group immediately brought 
out the “Standards of Practice, 
Editors’ Group, N.A.P.A.,” a set 
of journalistic principles that has 
guided all local publications to 
the present. Two members of that 
group, who were also secretaries 
of local associations, received the 
Shipman Medal—Harold M. Cos- 
grove of Tulsa in 1951, and Harry 
J. Graham of Boston, in 1957. 


Expand During Twenties 


Expansion of services and con- 
tinuation of the drive to pro- 
mote public acceptance of pur- 
chasing marked N.A.P.A. activ- 
ity in the mid-Twenties. New na- 
tional committees and groups 
were formed, and the executive 
committee decided to group local 
associations into official districts 
(now the nine Districts of 
N.A.P.A.) The Business Survey 
Committee was officially organ- 
ized (although reports on busi- 
ness conditions and commodities 
had been appearing in the Pur- 
chasor for several years.) 

Two official statements author- 
ized by the Executive Committee 
during this period are of special 
interest. “Principles and Stand- 


purchasing manuals, 


ards of Purchasing Practice” (see 
cut, p. 72) had been drawn up 
by Boffey as an answer to some 
of the loose charges about P.A.’s 
that had been floating around. 
The statement had been adopted 
at the 1923 convention without 
much fanfare. But within a few 
years it had become sort of a ral- 
lying cry for purchasing people 
and today it appears on thousands 
of office walls, in publications, 
welcome 
booklets, and in some cases even 
on purchase orders. 

Less well-known now, but a 
manifesto of great importance at 
the time it was issued, was “A 
Code of Ethics for Buying and 
Selling.” This “decalogue of busi- 
ness” was issued by N.A.P.A. in 


‘1928 after a year or so of study 


by various purchasing and sales 
executives. The impetus for the 
study came from widely circu- 
lated charges that purchasing 
agents were driving down prices 
and causing the period of “profit- 
less prosperity” said to exist then. 
(Latter day P.A.’s will note a 
curious resemblance to similar if 
more circumlocutory complaints 
that arise now from time to 
time.) The code called for greater 
cooperation between buyer and 
seller; an end to sharp practice 


Of all the alphabetical governmental agencies that have 
become a part of the American business scene few 
aroused as much uproar as N.R.A. The blue eagle dis- 
appeared from stere windows and factories in 1936. 


Bitter times and profound changes in American 
life were to follow the cataclysmic stock market 
crash on October 29, 1929. This is Wall Street 


on that fateful day. 
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on both sides; fairness to com- 
petition; greater efforts toward 
simplification and _ standardiza- 
tion; restrictions on lavish gifts 
and entertainment; and the ex- 
posure of attempts at commercial 
bribery. 

At about the same time, inter- 
nal tensions were developing in 
N.A.P.A. Indeed, they became so 
great as almost to tear the asso- 
ciation apart. The bones of con- 
tention were familiar: 

West coast purchasing leaders 
thought that headquarters was 
too far away and under eastern 
domination; 

Many locals thought they were 
not getting enough out of the na- 
tional for the money they were 
putting into it. (Meanwhile, the 
executive committee was of the 
firm opinion that dues were not 
high enough.) ; 


Needed Stronger Leadership 


There was a good deal of dis- 
satisfaction with the national sec- 
retary, W. L. Chandler who, des- 
pite excellent contributions to the 
progress of N.A.P.A., was not 
enough of a leader. Boffey sum- 
med up the situation thus: 

“One serious shortcoming was 
in a lack of solidarity, evidenced 
by a tendency to consider the 
headquarters office and the local 
associations as two separate en- 
tities instead of a closely knit or- 
ganization of one common aim. 
The perspective shows that 
Chandler’s vision was correct, but 
he failed to invest that vision with 
the quality of practical reality de- 
manded by some of the member- 
ship. Under the new set up, sev- 
eral of the local and district 
groups, feeling their greater in- 
dependent importance, began to 
discredit headquarters and the na- 
tional program, agitated for a low- 
er scale of dues instead of giving 
the national more to expand its 
work, and thus widened the rift 
between local and national in- 
terests.” 


Start Last-Ditch Battle 


Led by President Lewis A. 
Jones, a group of national-minded 
purchasing leaders began a last 
ditch battle to save N.A.P.A. At 
one point, they even threatened 
to break off and start a completely 
new association with higher dues 
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On its way out of the depression and headed toward a new World 
War, the U.S. public paused to refresh itself legally once again 
following the repeal of Prohibition in 1934. 


America sent millions of men like these Marines overseas to fight 
alongside our allies in World War II, and found itself shouldered 
with enormous new responsibilities after victory was won. 


Once the adjustments of reconversion were made, 
consumer demand for items that were scarce during 
the war started business booming. This is a Detroit 
assembly line in 1947. 
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The world’s hope of peace re- 
ceived a severe setback in Korea 
in 1950-53 but has stayed alive 
during the cold war that followed. 
No one knows what the current 
race into space will bring. 


“bible” of the purchasing pro- 
fession. 

From the Thirties on, the in- 
ternal crises in N.A.P.A. seemed 
to be in inverse proportion to the 
crises in our nation’s political and 
social life. The recovery period of 
the late Thirties gave way to the 
excitement and tragedy of World 
War II. Then came the postwar 
boom with its recessions. Another 
war was fought in Korea, and in 
its wake came the inevitable boom 
and temporary setbacks. 

To individual P.A.’s it appeared 
that “normal” business was some- 
thing that was gone forever. It 
apparently was their fate to be in 


a continuous struggle to test their 
mettle against continually chang- 
ing business conditions. But what 
was their challenge was also their 
big opportunity, as top manage- 
ment began fully to realize that 
only specialists could properly 
handle the expenditure of 52% of 
the sales dollar for materials and 
supplies. Purchasing was coming 
into the spotlight as a profit-mak- 
ing function, and the pressure to 
develop professionals to handle 
the job heightened. 
N.A.P.A. Gets Stronger 
N.A.P.A. grew with the profes- 
sion it represented. Groups and 
committees were formed, or re- 
organized, to meet the new de- 
mands on purchasing. The organ- 
ization was strengthened and long- 
range plans for future growth and 
more diversified activity were 
made. Total membership dropped 
in 1956 when about 2000 mem- 
bers withdrew and joined the 
newly-formed Canadian Associa- 
tion of Purchasing Agents. Within 
a few years that loss had been 
recouped as new associations af- 
filiated and old associations boost- 
ed membership. More details on 
some of the interesting and excit- 
ing developments in N.A.P.A. are 
given by President Tom English 
and Executive Secretary-Trea- 
surer Howard Ahl and other 
N.A.P.A. leaders, in the pages 
that follow. 
Future Is Bright 
N.A.P.A. rounds out its 45th 
year in the best shape it has ever 
been in. It has lived through its 
own wars and other peoples’, 
through dips, slumps and crashes, 
through normality and abnormal- 
ity, and has come out of them 
stronger and more eager than 
ever to face the future. 
N.A.P.A.’s accomplishments, its 
present strength, and its prospects 
for a great future are a tribute to 
the dedicated, courageous leader- 
ship that somehow always ap- 
pears when it is needed most. 
There is no doubt N.A-P.A. will 
face problems in the future. Pur- 
chasing is a dynamic function; 
dynamic solutions are needed to 
cope with its problems. N.A.P.A. 
leaders must grapple with these 
problems but, as in the past, the 
right solutions will be found. 
& END 
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Where We Are... 
Where Were Going 





SPEAKING OF business as- 
sociations, the historian Frederick 
Lewis Allen once said: 

“The various specialists who 
are drawn into the employ of a 
corporation are not, in most cases, 
by any means shut away from 
others of their kind who work 
for other employers. No, they go 
to meetings . . . to swap notes on 
progress in their particular fields 
and to pick up ideas. And when 
some of these groups assemble 
they find common ground in de- 


Howard Ahi: “Building goodwill 
and moving ahead is not automatic. 
It calls for hard work. The potential 
for N.A.P.A.’s future growth is un- 
limited.” 
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By G. W. Howard Ahl 


votion to the broadening of their 
area of learning. With those cor- 
poration employees who take a 
truly professional interest in their 
specialties . . . there is a continual 
cross-fertilization through the 
pooling of facts and ideas.” 


Why N.A.P.A.'s Successful 


For forty-five years the Na- 
tional Association of Purchasing 
Agents has grown strong on just 
those things—the common devo- 
tion of its members to the broad- 
ening of their learning; their pro- 
fessional interest in the specialized 
function of purchasing; a willing- 
ness to improve themselves and 
their fellow purchasing men 
through pooling of facts and ideas. 

Purely and simply, it is the 
active, conscientious participation 
of so many members in N.A.P.A. 
activities that is responsible for 
our success. We have gone for- 
ward, not alone as individuals, 
but as part of a strong, steady, 
and increasing current of collec- 
tive progress. N.A.P.A. has com- 
bined all the individual, isolated 
efforts—which would have been 
only feebly effective in themselves 
—and has merged them into this 
surging tide. 


A steady rise in membership indicates the value pur- 
chasing people put on membership in N.A.P.A. This 
growth will continue as the active, conscientious parti- 
cipation of members enables the association to expand 
its services. 


We are encouraged by our con- 
stant growth in membership, as 
it is truly indicative of the high 
value purchasing agents put on 
membership in N.A.P.A. 

Ten years ago, we had less than 
12,000 members. Today, we are 
close to 18,000 distributed through 
93 chapters in all parts of the 
country. This increase of almost 
6000 does not include 1810 mem- 
bers we lost in 1955 when the 
Canadian Association of Purchas- 
ing Agents was formed. 

Membership is at its highest 
point in N.A.P.A. history. It is 
greater than the total of 16,803 
members reached when the Ca- 
nadian members were still affili- 
ated with N.A.P.A. 


It’s a Blue Chip Group 


N.A.P.A. is a “blue chip” as- 
sociation, second to none in giving 
full value to every investor. 

For $18.00 a year, each member 
receives a full measure of practi- 
cal and authoritative information 
on purchasing policies and pro- 
cedures, current trends in busi- 
ness and prices, and the influence 





Mr. Ahi is Executive Secretary-Treasurer 
of the National Association of Purchasing 
Agents. 
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REGIONS 


of the individual members. Truly, 
an organization governed from 
the bottom up! 

Let me give you just one ex- 
ample of the broad participation 
in major decisions which is the 
hallmark of N.A.P.A. activity. 
Local associations are grouped 
into nine regional districts, and 
each district has a council made 
up of representatives from each 
local. For several years some dis- 
trict councils have been recom- 
mending amendments to the N.A. 
P.A. constitution and bylaws that 
would more clearly define as- 
sociation policies. The N.A.P.A. 
executive committee—made up of 
the president, immediate past 
president, and nine district vice- 
presidents—took action on these 
recommendations and assigned a 
committee to study the idea and 
come up with proposals. 


Work on Amendment 


After an enormous amount of 
work—including careful consider- 
ation of suggestions from councils, 
local associations, and individual 
members — the committee pro- 
duced a draft of an amendment. 
Copies went to national direc- 
tors, presidents, secretaries and 








Report of N.A.P.A. Business Survey Committee 
February, 1960 
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Buying Policy 

A slight change in the buying pat 
tern appears in February. A little 
slowing down of forward commit- 
ments for production items is evident 
and the continued reluctance to build 
stocks of MRO shelf items is apparent 
Even capital expenditures shortened 
somewhat this month. The ready 
svailability of most requirements 
seems to be the preponderant reason 
for this somewhat tighter buying 


national affairs committeemen of 
all local associations. They also 
went to editors of local purchas- 
ing publications, national commit- 
tee and group chairmen, and 
members of the current and all 
previous executive committees. 


Members Are Protected 


The proposed amendment has 
been getting further airing and 
study at district council meetings, 
and will be finally voted upon at 
the annual meeting of N.A.P.A. at 
Los Angeles this month. 

While this procedure might 
seem elaborate for matters less 
complex and delicate than amend- 
ing the constitution, it gives an 
idea of how carefully and thor- 
oughly members’ interests are 
protected in all of the associations 
affairs. 

This devotion to the interests 
of the individual purchasing man 
exists at every level of N.A.P.A. 
Other articles in this issue will 
deal specifically with the activi- 
ties of local affiliated associations 
and the benefits derived from 
them. I should like briefly to out- 
line here one of the most impor- 
tant elements of N.A.P.A. at the 
national level—the work of the 


Week after week, N.A.P.A.’s famous Bul- 
letin provides thousands of pu 


. = os ; , agents with authoritative, up-to-date in- 





formation on business and commodity 


trends, and purchasing techniques. 


PuRCHASING 





English Urges More Participation 


W HEN TOM ENGLISH turns over the reins to the new president of the 
National Association, of Purchasing Agents in Los Angeles in a couple of 
weeks he can be pardoned a deep sigh of relief. Twelve months ago, as 
part of his new job as head of N.A.P.A., he took on a grueling task: visiting 
—and speaking before—as many of the 93 local associations as possible. 
In the year following, he traveled tens of thousands of miles and appeared 
before 64 groups all over the country. 


“That rugged schedule is only one of the problems—or perhaps challenges 
is the better word—that N.A.P.A. is working on now,” President English told 
PURCHASING Magazine in a recent interview. “It would be better for 
future presidents if they would try to limit their visits to about 25 a year, 
as our Organization Planning Committee has recommended. Then each 
local would be assured of at least one visit every five years. The president 
could also plan to attend each of the district conferences. 


“Such a move would open the top N.A.P.A. office to many who are now 
disqualified only by the fact that they cannot spare the time from their 
jobs to travel about the country.” (To free himself for his N.A.P.A. duties 
President English had to appoint three assistant purchasing agents to carry 
on for him at Aluminum Company of America. He is, inciden‘ally, part of 
a great N.A-P.A. tradition at Alcoa: his predecessors, Ralph O. Keefer and 
Thomas D. Jolly were N.A.P.A. presidents and Shipman Medal winners.) 

“More participation—that’s the key to N.A.P.A.’s success,” he continued. 
“The association is growing at the rate of five percent a year. There has 
even been talk of including foreign operations in our activities. 


“As N.A.P.A. expands, more people can get more from it, because more 
people participate in it. And that is the way to train yourselves and the 
people in your department. At Alcoa our senior buyers and our plant pur- 
chasing agents belong to N.A.P.A. We have found those memberships to 
be of enormous practical benefit. They receive help on purchasing prob- 
lems, and they in turn help other purchasing people. It’s that spirit of 


N.A.P.A. President Tom English at Pittsburgh . p 
mutual assistance that powers N.A.P.A.’s progress, 


airport on the way to visit a local association. 





national committees and groups. 
A national committee is estab- 
lished to conduct an activity for 
the benefit of all or a large pro- 
portion of the national member- 
ship. The committee generally re- 
ports on a commodity, or class of 
commodities e.g., coal, containers, 
fuel oil, lumber, nonferrous me- 
tals, paper, steel, textiles. Other 
committees range broadly into 
education, the economics of pur- 
chasing, public relations. 


Affects Every Member 


The work of three major com- 
mittees is described in articles 
that follow. Other committees in- 
clude: N.A.P.A. Financial Review 
Board, Convention Committee, 
Board of Trustees N.A.P.A. Inc. 
Pension Trust Plan, Constitution 
and Bylaws Committee, Organiza- 
tion Planning Committee, and the 
J. Shipman Award Committee. 

Whatever its job, a national 
committee concerns N.A.P.A. as 
a whole because it has a direct 
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bearing on the individual interest 
of every member. Committee 
projects, activities, and financial 
requirements are under the gen- 
eral direction of the N.A.P.A. 
Executive Committee. 

A national group has a more 
parochial interest—it is formed 
for members who wish to discuss 
buying problems common to a 
particular industry or type of 
company. There are now 11 
groups in N.A.P.A.: Banking, In- 
surance, and General Office-Buy- 
ers’ Group; Chemical Buyers’ 
Group; Distributors - Buyers’ 
Group; Editors’ Group (Purchas- 
ing Publications); Electronic In- 
dustries-Buyers’ Group; Food 
Industries-Buyers’ Group; Gov- 
ernmental, Educational and 
Institutional Buyers’ Group; In- 
sulators of Electrical Conductors- 
Buyers’ Group; Machine Tool 
Manufacturers - Buyers’ Group; 
Petroleum Industry Buyers’ 
Group; Public Utility Buyers’ 
Group. 


A group is organized primarily 
for the personal benefit of the 
participants rather than as a serv- 
ice to a large segment of N.A.P.A. 
It determines its own program— 
within the limits of N.A.P.A. 
policy and constitution—and bears 
the expenses of its own meetings. 


It Will Take Hard Work 


These are necessarily only 
highlights of the tremendous 
amount of work and activity that 
goes on in N.A.P.A. We have 
progressed enormously in the past 
few decades and we have a great 
future before us. But building 
good will and moving ahead is 
not automatic. It calls for hard 
work. 

The potential for the future 
growth of N.A.P.A. is unlimited. 
With the continuance of a con- 
structive program of service to 
the members we need have no 
fear of the future. We pledge our- 
selves to such a program and to 
continued growth. » END 
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Developing the Professional P.A. 


Higher standards of purchasing will help purchasing people 
achieve higher status. N.A.P.A.’s Committee for Professional 
Development carries on a continuing program of education 
at every level. It requires patience and hard work, but the 
rewards are great. 


) 
I URCHASING AGENTS are 
used to calling a spade a spade, 
and any other tool by its correct 
name. Therefore, we were certain 
that the members of N.A.P.A. 
ild welcome the change in the 
tion committee name, which 
ves us the opportunity to 
our exact purpose. After 
» professional development 
members is the only way 
hance our occupation and 


hairman of N.A.P.A.’s Com- 

Professional Development, is 

f purchases and stores for the 
sland Lines, Chicago, II. 


By Harold A. Berry 


raise it to professional status. 
Along with this change in title, 
the committee has gone through 
a vast amount of organization 
work during the past year. We 
feel this will equip us to do a 
much better job for our members. 
This improvement should be 
cumulative so that we can en- 
vision, before too many years 
have passed, library shelves filled 
with literature that will help all 
of us, from the college student 
up through the administrative 
officers or our largest purchasing 
departments. It will help us to 





IMPROVING 
JRCHASING DEPARTMENT REPORTS 
TO MANAGEMENT 








better understand our jobs; to 
know the answers to the problems 
that come up; to be able to an- 
ticipate those problems in many 
cases before they do come up; to 
do a much better job of keeping 
our costs down and profits up. 

We anticipate association meet- 
ings that will not only be enter- 
taining and amusing, but which 
will be educational. There will be 
more stress on purchasing, man- 
agement, economic, and com- 
modity talks, discussions and 
“quickies”. 

We also anticipate that district 


Representative titles of 
the many booklets and 
manuals distributed by 
the Committee for Pro- 
fessional Development 
reflect its varied inter- 
ests and objectives. 
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meetings will be on a better or- 
ganized and higher plane than 
some of our conferences. These 
will follow more of the American 
Management Association type 
meetings and should be available 
with a minimum of travel to all 
our members. 


Need More Help 


We also anticipate that some- 
thing will be done for our admin- 
istrative members, who do not ac- 
tually buy or perform the normal 
routine functions of purchasing. 
They are management men per- 
forming supervisory functions, 
and are primarily interested in 
the over-all view of business as it 
applies to their departments. They 
are interested in making contri- 
butions above and beyond the 
purchasing function for the bene- 
fit of their companies. They wish 
to know more about public rela- 
tions, human relations, economics, 
political trends, commodity trends, 
markets and other pertinent sub- 
jects. 

We feel there is much to be 
done and, frankly, we need many 
more people to help us do it. We 
would like to have each local 
association fill out its Professional 
Development Committee. Each 
local should have more thinking, 
productive individuals on the 
committee; men who are not only 
developing information for the 
benefit of their members, but who 
are developing themselves as lead- 
ers for the locals, districts and 
the national. There are many, 
many things that we have in mind 
that must be done for our mem- 
bers. To follow through on all of 
these projects we require a lot 
of additional manpower. We must 
have people who have the com- 
bination of interest and ability. 

Nevertheless, much has been 
accomplished. For example, dis- 
trict and local activities, under 
the leadership and guidance of 
Dwight Brooks, have improved 
rapidly and steadily. 


Local Groups Cooperate 


District activities, sparked by 
workshops, have shown constant 
improvement. Our local associa- 
tions have entered into the spirit 
of our plans and hopes and have 
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fulfilled our expectations with fine 
meetings, good premeeting work- 
shops, seminars, discussion groups 
and a variety of “quickies.” There 
has also been a broadening of re- 
lations at the local level with vari- 
ous institutions of learning. Com- 
pany responsibilities: have forced 
Dwight to resign and Marshall 
Edwards has taken over the chair- 
manship of this division in a man- 
ner that forecasts continued prog- 
ress. COLP News to local chair- 
men is a remarkable step in com- 
munications and planning and 
comes up with something new 
every month. 

Our newest division—Schools 
and Colleges, chairmaned by Thor 
Laugesen—has completed its full 
year of organization and I have 
nothing but praise for its efforts 
to date We hold great expecations 
for this group. Several of the 
country’s leading educators work 
closely with this division and 
many plans and projects are be- 
ing developed. Based on one rec- 
omendation, the N.A.P.A. and 
Purchasing Agents Association of 
Chicago are jointly giving finan- 


Harold A. Berry 


cial backing to an excellent in- 
structor in purchasing while he is 
securing his Doctor of Philosophy 
degree. This activity must be 
broadened to develop more edu- 
cators interested in purchasing, 
who can influence students in the 
future and through their research, 
develop additional purchasing lit- 
erature. 
(Please turn to page 190) 





committee. These are: 
Development Group 


tinent. Present projects include: 


Data Processing 


Internal Controls 
Literature Review 


programs to the local associations. 


Undergraduate Level 
Graduate Level 





NATIONAL COMMITTEE 
FOR PROFESSIONAL DEVELOPMENT 


The National Committee for Professional Development creates, develops 
and promotes the use of purchasing educational material. Its aim is to 
effect higher standards of practice in the procurement field. 

General Chairman Harold A. Berry presides over three groups and one 


District and Local Activities Group Professional Standards Committee 


The Development Group is responsible for adding to the body of NAPA 
literature as well as reviewing current literature to see if it is still per- 


Concept of Materials Management 


Evaluating Purchasing Performance Purchasing as a Career 


The District and Local Activities Group is responsible for coordinating 
the activities of the District Chairmen; there is one for each of the nine 
NAPA districts. The District Chairman, in turn, stimulates the local chair- 
men and their committees. This group is also responsible for the com- 
mittee on Programs in Local Associations. Another of its activities is the 
monthly publications of the COLP News, which provides helpful hints on 


The Schools and Colleges Group works to improve relationships with 
colleges and universities, as well as work with such institutions already 
having purchasing education programs. It is divided into four areas: 


Schools and Colleges Group 


Outline of a Course in Industrial 
Procurement 


Relations with Other Departments 
Standards for Vendor Evaluation 


Continuing Education 
Scholarships, Fellowships & 
Grants 
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How to Get Help on 
Value Analysis-Standardization 


Almost any company can make money with a value buying 
program. But many fail to take advantage of the technique 
because of misunderstandings and lack of guidance. Now 
the purchasing agent has a source of expert information 
and assistance on value analysis-standardization. 


the executive committee 
National Association of 
* Agents, realizing the 
e of standardization to 

affiliated with the 
Standards Association 
nber body. In that year, 
uthorized organization of 
Committee on Stand- 
consisting of a chair- 
chairman, and nine 
listrict chairmen. Since 
association chairmen 


en added to form a line 


nication to each local 
the executive committee 
the scope of the Stand- 
Committee’s activities 
value analysis, and 
ts name to Value Anal- 
irdization Committee. 
| development commit- 
m value analysis and 
andardization, have been 
feed ideas and projects 
ntral committee. 
mal committee has the 


keeping abreast of de- 
in standardization and 
lysis; and 
keeping the N.A.P.A. 
» fully informed, and 
sively promoting the in- 
the purchasing profes- 


purchasing agent for United 
& Foundry Company, Bir- 
a., retires as chairman of 

National Committee on Value 

ndardization, after four years 
and ten years on the com- 

will continue to assist the 
an advisory capacity. 


By Harlan E. Cross 


sion in value analysis and stand- 
ardization. 

It is supposed to develop pro- 
cedures and policies that will: 

(1) Outline to the members of 
N.A.P.A. the important part pur- 
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chasing agents can play in value 
analysis and standardization ac- 
tivities in their companies; and 

(2) Assist in demonstrating 
how the alert and progressive 
purchasing executive can organ- 
ize value analysis and standard- 
ization programs to produce ex- 
tra profits in any size company. 

How does VASCO, which is the 
shortened name for the commit- 
tee, go about spreading the story 
of standardization and value anal- 
ysis? 


First, the national committee 
plans a program of education and 
procedure. Two meetings are held 
each year at which the entire 
committee, including all district 
chairmen and development com- 
mittee chairmen make overall 
plans. 

The first pamphlet published 
by the committee in 1950 was 
“Standards — A _ Procurement 
Tool”. It covered the importance 
of standardization in the econom- 
ics of purchasing. 

In 1952, a manual titled “Cut- 
ting Costs by Analyzing Values” 
aimed at the improving of buyer- 
training in value analysis. This 
pamphlet is still widely used. 


Training Aids Available 


An advanced “Standardization 
Manual” was published in May 
1955. It has become a “best seller” 
for N.A.P.A. Since its publication 
it has had three reprints, one a 
revision, and has been distributed 
to over 10,000 N.A.P.A. members 
for use in procurement, and 
as a training medium for organ- 
izing for standards in companies. 

Visual aids were then put into 
use by VASCO. At first, only a 
few films on standardization were 
available, mostly from the armed 
services. But these were publi- 
cized and eagerly demanded and 
used by N.A.P.A. members. 

In 1958, the Purchasing Agents 


Association of Northern Califor- 


nia produced a 65 frame 35 MM 
color and sound film strip on val- 
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ue analysis and standardization 
entitled, “Cost Reduction through 
more Effective Buying”. The film 
strip, for an amateur venture, was 
exceptionally well produced and 
created a widespread demand 
from N.A.P.A. members. It is still 
available through the N.A.P.A. 
office. 

The acceptance of the Northern 
California film strip gave VASCO 
the incentive to plan for a pro- 
fessionally produced film strip. 
The N.A.P.A. executive committee 
approved the venture, and after 
approximately eighteen months of 
work by the VASCO Visual Aid 
Development Committee the pre- 
miere showing of the new sound- 
color film strip was held at the 
June, 1959 N.A.P.A. convention 
in New York. Entitled “Value 
Analysis-Standardization — The 
Open Door to Increased Profits”, 
it set the stage for a new high 
in N.A.P.A. member interest in 
the techniques of value analysis 
and standardization. Demand for 
the film strip has been sensational. 
Local association and individual 
companies purchase or rent the 
film strip kit for training pur- 


poses. The kit consists of a 65 
frame, 35 MM film strip, sound 
platter, a leader’s guide for con- 
ducting a meeting, and a handout 
piece and order blank. 

Our educational program has 
been effective because VASCO 
has a program for carrying the 
story to each individual local as- 
sociation member. 


Sell V.A., Standardization 


Each district chairman keeps 
the ideas flowing down the line by 
periodic newsletters to each local 
association chairman; by continu- 
ous correspondence by which lo- 
cal association program goals and 
objectives are set up; by sponsor- 
ing district workshops and semi- 
nars where local association chair- 
men are trained to put over the 
program and sell the idea to their 
members; and by assistance to 
local associations in presenting 
programs and discussion panels, 
By these, and many other means, 
do the district and local VASCO 
chairmen work to help convince 
the local N.A.P.A. member of the 
worth of value analysis and stand- 

(Please turn to page 186) 





hot rol! 
the 


CASTING STAMPING 


lloy Steel Saved $11,000. Yearly. The manufacturer of a tractor cylin 
cost per piece and realized an annual saving of 

led steel bars to cold drawn alloy steel 
suggestion of the supplier's machining 


Replace Casting with Stamping 
As a casting, a part requires consid 
erable machining and costs $1.76 
A stamping to perform the same 
function costs $.25. The tool charge 
was $.10 iece. Total savings 
amounted Mo $1,410 a year ’ let. 


Change in Material Produces Cost Reduction of $7,260. A cork stopper 
pe ea i eet Sie wpa tube oo blast — 


< 


VASCO’s 80-page 
manual, ‘Cutting 
Costs by Analyzing 
Values”, is one of the 
outstanding contribu- 
tions to the literature 
of value analysis. 
These are typical 
pages from the book- 





This stopper was good for only 


Ine t 


was a revision of 


determined that a 

function, which 

used per year. 
25 





of more expensive rubber stopper which. would last Fars whe 


et 
Pa gene a tapped stud was used in 


Lower Cost Design Provides 
2%¢ Same Function. A brass screw en 


assembly of a particular elec > 
trical cover. In a new assembly, the 

same purpose is accomplished by 
using a plated steel screw long 


enough to a a tapped hole in 
the base of the device, and the stud 
is eliminated. Thus, the stud made 
no contribution to the value of the 
product. 


Two Steps in Value Analysis Cut Costs over 50%. Value analysis pointed 
the way for reducing the cost of a stainless steel valve stem. The first stage 
purchasing practice, finding the right vendor and setting 

ordering quantities at thet most economical point. It was subsequently 
assembly could be made, performing the same 
result in a reduction of cost. An over-all price re- 
duction was effected from $.45 to $.20. About 35,000 of these parts are 


A smash hit with 
purchasing, sales, 
vendors, and general 
management, is 
VASCO’s latest train- 
ing tool, the filmstrip 
“Value Analysis- 
Standardization, The 
Open Door to In- 
creased Profits.” 
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What Does the Public 
Think of Purchasing? 


Purchasing’s relations with the public begin with the individual 
P.A. When he knows his job and lives up to its obligations, the 
task of getting recognition becomes easier. Here is a practical 
program for developing a favorable public image for pur- 


chasing. 


\TIONAL Association of 
Agents takes a broad 
ec relations—broader, 

an that of most firms 
duals who use the term. 
of the Public Rela- 
mittee is, to quote 

Nels Gibbons, 

ike sure the individual 

a full appreciation of 
; and responsibilities, 
courage him to get the 

m them.” The second 

itlined in our Public 

Manual, “is to encour- 

relate the telling of 

f the purchasing pro- 
proper light to all 
agents; to all phases 
and to the general 

Ve want recognition of 

achievements! 


lairman 


Want Public Acceptance 


anization we use to 
these objectives is made 
mal chairman and vice 
1 chairman and vice 
for each N.A.P.A. dis- 
local association desig- 
own public relations 


» make it clear at the 
our public relations 
a matter of getting 
We want publicity, of 
t our concept of public 
goes far beyond it. We 


nd, purchasing 
Division, 
Wash 


agent for 
Shell Oil Company, 
, is chairman of N.A.P.A.’s 
tions Committee. 


By E. O. Haymond 


want, above all, public acceptance 
of purchasing and purchasing 
agents. 

That none of us take the public 
relations job lightly is shown by 
the qualifications we set for a lo- 


cal public relations chairman: he: 


should be enthusiastic and deeply 
interested in promoting his asso- 
ciation and profession; he should 
have know-how and experience in 
the affairs of his local association 
and N.A.P.A.; he should be able 
to organize and direct a good com- 
mittee; he should have the respect 
of his local association officers and 
members. 

Once we have the man, what 
do we expect him to do? Almost 
anything, we might say, depend- 
ing on his talents and local con- 
ditions in his association. But 
here are just a few of the jobs 
P.R. chairmen are doing now: 

Greeting national officers and 
other speakers at association meet- 
ings; explaining and promoting 
the publishing of association man- 
uals; reporting regularly at associ- 
ation meetings; making “quickie” 
talks on public relations in pur- 
chasing emphasizing particularly 
that good public relations is an in- 
dividual responsibility; maintain- 
ing good relations with key news- 
paper people, assisting them with 
information about the association 
and its members; working with 
the local chamber of commerce; 
doing everything within his pow- 
er to develop good will among 
members, with special emphasis 


on new members; selling the local 
association to the public. 

The last job could be expanded 
almost indefinitely, if our P.R. 
chairmen had the time. As it is, 
they do yeoman work in such 
areas as arranging for P.A.’s to 
give talks to college students; 
setting up plant visits; working 
with program committees for 
meetings with other technical and 
trade associations, and arranging 
for talks by individual purchas- 
ing agents before various organ- 
izations in the community. 


Exchange Ideas 


As public relations people we 
know that the success of our pro- 
gram must be based on good com- 
munications. So we try to main- 
tain a constant flow of information 
and suggestions, from the national 
committee to the district chair- 
men, and from the district chair- 
man to the local chairman. The 
flow moves in the other direction, 


E. O. Haymond 
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Straws in , Economic Wind Eyed 





Purchasing Figures 
Each Month Basis 





Capital Outlays 
Continue Despite 
High Interest Rate 


Buyer Group's Survey Shows} | 
of Member Firms} } 
Report Plans Unchanged 


91% 


Inventories 


By © Wace Brewer Jovnwat Stef Reperier 
NEW YORK The National Association of 

Purchamng Agents said ite February business 

survey of members showed 01% of the member| 


“When the papers recognize 
purchasing and our association 
as being authoritative spokes- 
men on the trend of events,” 


Show Gains 


of New Index 


of collecting and an- 
ng statistics to give ® long- 
in 


tu rr 
eanes oy the National Asso- 
ation of Purchasing Agents. 


ght one. Prof. John H 
4 of Michigan State 


Perhaps the word "Jonger” is | * 





who has devised the 
y approach, declares that it 


MONTHLY CHANGE Rees 


ee ere eee 


Se WT a 





‘OPERATION BOOTSTRAP” 








according to former N.A.P.A. 
Secretary George Renard, “it 
seems to be the kind of recog- 


nition we want.” 


These are 


typical examples of the na- 
tional attention purchasing is 
getting in the daily press. 


too, as local chairmen pass on suc- 
cessful ideas for dissemination 
throughout N.A.P.A. (A release 
by A. J. Sisto, District II public 
relations chairman, on how to 
handle arrangements and pub- 
licity for the National President’s 
visit is a good example. Angie 
Sisto’s suggestions to public re- 
lations chairmen in his district 
were reproduced and distributed 
to all other district chairmen as 
a “yardstick for similar action.”) 


Establish Your Status 


A quick review of the themes 
featured in the National Chair- 
man’s recent monthly bulletins 
gives some idea of the scope of 
our work. In September we em- 
phasized “Putting P.R. Into PuR- 
chasing”, and outlined the new 
chairman’s plans and objectives 
for the coming year. In October 
we again stressed the need for 
public acceptance of purchasing 
and the purchasing agent as a re- 
sponsible citizen of moral in- 
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tegrity, honesty, and respectabil- 
ity. 
November and December is- 


sues featured seasonal themes. 
Under the head “Let’s Make 
Thanksgiving Mean Giving 
Thanks” we paid tribute to local 
purchasing magazines as “show- 
cases of organized purchasing at 
the local and regional levels.” The 
following month we called for 
good will toward all men, and 
urged every member to live up to 
the Principles and Standards of 
Purchasing Practice of N.A.P.A. 

We started the New Year with 
a discussion of internal N.A.P.A. 
affairs and a resolution to go on 
to bigger and better things in pub- 
lic relations in 1960. In the past 
year three issues, along with dis- 
cussions of new ideas and tech- 
niques, we have hammered hard 
at the wonderful public relations 
aspects of the N.A.P.A. conven- 
tion in Los Angeles just two 
weeks from now. 

Building good public relations 


Purchasing Men 
Seeking Stature 


NEW YORK—(UPI)—The purchasing agent in Ameri- 
can business is trying to pull himself up by his bootstraps, 


on promoting their P.As to 
be material management di- 
rectors and admitting them 
te company summit meet- 


is a gradual business. As the 
manual says, our program must be 
carried out gradually and con- 
tinue throughout the years in 
steady progress. We cannot rush. 
Obtaining adequate recognition 
for the purchasing profession is 
something that must be done 
gradually and naturally over a 
long period of time. We know, and 
we try to make our members un- 
derstand, that any attempt to 
force “good public relations” for 
purchasing might well boomerang 
and undo a lot of progress that 
has been made in the past 45 
years. 


What You Do, Not What You Say 


Instead, we start with and build 
on the individual purchasing man. 
We try to work with him toward 
this basic goal: “Let us be ac- 
cepted not by the things we say 
about ourselves, but rather by 
the things we do, the ideals we 
represent and what we actually 
are.” > END 


85 





“What N.A.P.A. Means to Me’ 


Three representative association officials salute 


the National’s anniversary with analyses of the great 


benefits to be gained from N.A.P.A. membership. 


David P. Dick Says: 


lert purchasing agent 
the move—or wants to 
the move—belongs in 

\. The size of the local as- 
s unimportant. In fact, 
cases the smaller the as- 
the more exposure the 
has to the many benefits 
|.A.P.A. member is placed 
tely in contact with some 
p purchasing executives 
untry. He may meet them 
only a few times a 





Mr. Dick, of Trane Co., is president 
of the Purchasing Agents Associa- 
tion of Northeastern Pennsylvania, 
which has a total membership of 48. 





conventions, district 
etc. But he is in con- 
tact’ with them through 
cational and professional 
f the national associa- 
\.P.A. publications, visual 
d bulletins feed him a 
tream of information, as- 
and advice developed 
ly for him by the pur- 
‘fession’s thought lead- 


wn backyard, the N.A. 
ber gets similar help on 
personal basis from his 
; in purchasing. This is 

e to him at regular month- 
1gs, committee meetings, 
ial programs. The meet- 
» offer him an opportunity 
len his personality and to 
his ability to get along 
1er people. This builds his 
1ce and often moves him 
committee assignments 


and election to office. 

Carrying out local committee 
assignments and official duties 
gives him a chance to participate 
directly in the work of national 
committees and to meet with 
N.A.P.A. officers on national pro- 
grams. As he accumulates the 
knowledge and experience that 
this work brings, he develops into 
a better purchasing man. He im- 
proves his service to his company 
and improves his own stature at 
the same time. 

It is with this knowledge that 
the aggressive N.A.P.A. member 
makes full use of his potential as 
an inspirational leader and as an 
organizer. He finds the knowledge 
and aggressiveness he needs. He 
acquires the knack of good human 
relations, creative imagination, 
and the ability to delegate au- 
thority and bear full responsi- 
bility. Without question, he has 
acquired broad-minded realism 
and a strong internal drive. Fi- 
nally, he becomes a statesman 
who can render decisions beyond 
his own selfish interests. 


K. A. Cruise Says: 


Is a membership in the Na- 
tional Association of Purchasing 
Agents a good buy? Let’s analyze 
N.A.P.A. membership just as we 
would any other good buy. What 
can N.A.P.A. do for us? What are 
its facilities? Its assets? 

N.A.P.A.’s most important as- 
sets it seems to me, are its com- 
mittees. You have already read 
how some of our major commit- 
tees work on the national level. 
It is at the local level, however, 
that they really begin to pay off. 


This is how some of our commit- 


.tees work in Kansas City: 


Many purchasing men are gain- 
ing recognition of their manage- 
ments by showing results through 
the use of value analysis and 
standardization. Local Vasco 


meetings have done much to help 
in this area. Those who have at- 
tended our meetings devoted to 
this subject have been shown 


Ken Cruise, long active in N.A.P.A. 
affairs, is president of the Kansas 
City Association. 

how, with very little effort, they 
can produce worthwhile savings 
for their companies, through the 
application of value analysis prin- 
ciples. This committee has the 
responsibility of promoting wider 
use of value analysis and stand- 
ardization and every man who 
takes an active part in its work 
cannot help but learn how to be- 
come more valuable to his own 
company. I can almost guarantee 
that, as a result, he will get recog- 
nition from his boss. 

Anything that publicizes our 
profession and advertises us to 
the public at large, to the com- 
munity, to industries, to the 
schools, or in any favorable di- 
rection, is the responsibility of the 
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One of the chief advantages of N.A.P.A. membership is the opportunity 
it presents to come in contact with high-caliber purchasing men like 
these current officers of the national: (1. to r.) Past President Gordon 
Burt Affleck; Vice Presidents Raymond S. Hill (District 1), and Frank L. 
Scott (District 2); President Thomas O. English; Vice Presidents C. Warner 
MeVicar (District 6), John M. Berry (District 4), Sidney L. Jackson (Dis- 
trict 7), Everett M. Noble (District 8), W. M. Davis (District 3), Edwin F. 
Michaelson (District 9), and Paisley Boney (District 5). 


Committee on Public Relations. 
This committee arranges to get 
publicity in magazines (both pur- 
chasing and general business), 
local newspapers, television and 
radio, etc., concerning our speak- 
ers, our programs, our members, 
or any activities of the associa- 
tion. The committee promotes 
purchasing speakers at other 
gatherings, such as before the 
Sales Executives Club, Dale Car- 
negie courses, the Accountant’s 
Society, etc. 

The committee on professional 
development arranges for night 
school courses in purchasing at 
local universities and colleges. It 
obtains speakers, arranges presen- 
tations, and publicizes the courses 
so that they will attract interested 
people. Like others in various 
locals, our professional develop- 
ment committee in Kansas City 
has been able to establish a credit 
course in purchasing at Rock- 
hurst College, and we expect to 
repeat this accomplishment with 
all of the local universities. Any 
man in purchasing, no matter how 
capable he may be, can benefit 
greatly from this formal educa- 
tion in purchasing and will thus 
be more valuable to his employer. 

Association officers make sub- 
stantial efforts to provide better 
programs to benefit you in your 
profession. Good programs must 
be lined up many weeks or 
months in advance of the meeting 


May 9, 1960 


date and it’s the program com- 
mittee that must make all con- 
tacts and arrangements. 

As a rule, we will not commit 
for a particular program, no mat- 
ter how well it may have been 
recommended to us by someone 
else, or some other purchasing 
agents’ association, if two or three 
of our members have not heard 
the speaker or actually witnessed 
the presentation that is proposed. 
In Kansas City we have had out- 
standing success in getting good 
programs that help members in 
their work. 

I have discussed only a few of 
the many benefits which accrue 
to a member who takes no active 
part in committee work. But, if 
you will put forth just a little 
effort, if you will take part in com- 
mittee work, if you will seek 
office, you will find the rewards 
far exceed the effort required 
(and I won’t kid you, it will take 
effort!). You may be reluctant 
because you have heard that a 
clique runs your local purchasing 
agents’ association. I'll let you in 
on a little secret—that charge is 
undoubtedly true! Your local as- 
sociation is probably run by a 
clique of devoted, unselfish, hard 
working members. 

I realize, with a little sadness, 
that my turn as president of the 
Kansas City Association is rapid- 
ly coming to a close. The require- 
ments of the jobs of chairman of 


committees, treasurer, second 
vice president, first vice presi- 
dent, and finally president, meant 
that a considerable amount of 
effort had to be expended. How- 
ever, I recognized this when I 
offered to serve many years ago, 
but I selfishly expected to get 
much more out of it than I put 
in. This is exactly what has hap- 
pened. The amount of research 
and other work I had to do to 
properly execute these various 
jobs, for which our members so 
trustingly elected me these past 
few years, has certainly enhanced 
my education. 

Likewise, the participation in 
the regular meetings, board meet- 
ings, committee meetings, work- 
shops, district council meetings, 
annual conventions and the like 
has certainly improved my pur- 
chasing savvy. I recommend the 
experience to any conscientious, 
ambitious, purchasing agent. 


Paisley Boney Says: 


- HE GREATEST opportunity 
the National Association of Pur- 
chasing Agents has offered me is 
the chance to serve the purchasing 
profession. The key to working 
for an association like N.A.P.A. 
is that your return for rendering 
a real service is much more than 
you give. 

I happened to choose the field 
of public relations in which to 
serve our purchasing association 
—both local and national. To be 
successful in public relations one 
must be resourceful. Resourceful- 
ness in public relations means be- 
ing constantly on the lookout for 
opportunities to render a real 
service to individuals or groups 
who would be in trouble without 





Mr. Boney, of J. P. Stevens Co., is 
vice president of District 5, N.A.P.A. 





this help. This is what starts the 
public relations ball rolling. 
Public relations is the produc- 
tion and distribution of a good 
reputation. This applies to or- 
ganizations as well as individuals. 
But don’t forget the word public. 
Relations inside an organization 
are not public relations. Public 
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the technique of con- 
rganization’s story, its 
goals and responsibil- 
masses beyond the 
n itself. 
the best ways for pur- 
ple to make a good im- 
the public is to pre- 
dea of “Purchasing for 
he best approach is a 
between savings rea- 
purchasing and _ the 
sales required to pro- 
same profit. 
all industries in the 
states, purchasing spends 
f more than 50% of 
Any good pur- 
lepartment should be 
ve at least 4% on the 
spends. Thus good pur- 
hould produce profit of 
-% on the sales of a com- 


T 


dollar. 


rience has been that 
present this kind of 
to a group of busi- 
you can’t miss com- 
their attention and re- 
ild you find any better 
itions than this? I don’t 
It also gives you a na- 
ng to get across a real 
.bout purchasing. 


Knew Little About P.A.'s 
3 1955 some of us in the 
Virginia Association be- 
ze that very few peo- 
th and South Carolina 
auch about purchasing 
1 even fewer knew any- 
our association. I 
Ss aS a very serious 


reat deal of thought 


convinced 
t way for purchasing 
known and to build 
tions was to render a 
e to some worth-while 
or individual. 
t have to wait long for 
nity. The University of 
‘olina started a re-tread 
1dvanced management 
executives a few years 
; patterned after the 
Harvard. After 3 or 4 
ad graduated, I read in 
that some of the grad- 
the Greensboro, N. C., 
going to start a local 
this course. 
1 that the subjects being 


I became 


covered included just about 
everything except purchasing. I 
went to see the head of the local 
group and pointed out the impor- 
tance of the department in a com- 
pany that is responsible for the 
expenditure of more money than 
all other departments combined. 
I pointed out that all advanced 
management seminars or schools 
should definitely include instruc- 
tion that will improve the execu- 
tive’s appreciation of what pur- 
chasing can do for his company 
from a profit standpoint. The 
head of the group was sold. The 
result, purchasing was included 
in the course, not to make pur- 
chasing agents out of the execu- 
tives, but to show them how to 
make full use of their purchasing 
departments to increase company 
profits. 


Goes to the Governor 


But the first really big oppor- 
tunity to promote purchasing 
public relations came when a fea- 
ture article appeared in the 
Greensboro Daily News announc- 
ing a $500,000 grant to the Uni- 
versity of North Carolina by the 
Ford Foundation for a study of 
urban growth in the Piedmont 
area. I wanted to find some way 
for the Carolina-Virginia Pur- 
chasing Agents Assn. to tie-in 
with this project by furnishing 
some needed information. The 
thought occurred to me that the 
total purchasing volume of the 
members of the Carolinas-Virginia 
would be very valuable. 

After I started compiling infor- 
mation my idea grew well be- 


“Pll agree it saves space, but how 
are we going to get to them?” 


yond my wildest hopes. I knew 
that Governor Luther Hodges 
would be in the middle of any 
industrial development effort in 
North Carolina. It occurred to me 
that the Governor, in his search 
for new industry for North Caro- 
lina, had every kind of informa- 
tion imaginable except purchas- 
ing volume. I obtained permission 
from the Board of Directors of 
Carolinas-Virginia Association to 
survey the membership, on a con- 


fidential basis. 


Spent $1.4 Million 

When the job was completed 
the facts were presented to Gov- 
ernor Hodges. He was genuinely 
startled to learn that out of $1,- 
437,000,000 spent by purchasing 
agents located in North Carolina, 
$1,366,000,000 or 95%, pour into 
industries and businesses of other 
states. 

After the Governor gave me 
the go-ahead, I turned this infor- 
mation over to the Greensboro 
Daily News and it ran a feature 
article on our study. 

I received hundreds of compli- 
mentary letters from all over the 
U. S. pointing out the wonderful 
public relations purchasing gained 
from this work. 

But how has my work in 
N.A.P.A. helped me do a better 
job for my own organization—the 
J. P. Stevens Co.? 

First, I must tell you that what 
I have done would not have been 
possible if I had not had the bless- 
ing of my boss, Furman Pinson. 
Furman has been very active in 
our association in both the fields 
of professional development and 
value analysis-standardization, 
which are the very backbone of 
our association and actually jus- 
tify its existence. From this work 
he obtained many sound ideas—a 
lot of them from N.A.P.A. pub- 
lications. (Ed. Note: Every mem- 
ber of N.A.P.A. is entitled to one 
copy of all the association’s pub- 
lications on written request to 
the national office.) 

To be specific J. P. Stevens & 
Co. reduced its supply inventories 
well in excess of a million dollars 
by using N.A.P.A. information on 
inventory control, value analysis, 
standardization and simplification. 
We also use an ordering formula 

(Please turn to page 183) 
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Are You 
A Professional P. A.? 


A. TRULY PROFESSIONAL executive stays well-informed on all new de- 
velopments in his field. And there’s no better way to stay abreast of what's 
going on than by joining the National Association of Purchasing Agents. 
N.A.P.A. membership brings you into personal contact with the leaders in 
purchasing, makes available to you a wealth of practical information and as- 
sistance. It helps you get the expert data and advice you need on: 


Value Analysis Commodity Markets 
Standardization Business Conditions 
Purchasing Education Policies and Procedures 
Professional Development Purchasing Personnel 
and many other important aspects of your job. 


Investigate membership in the National Association of Purchasing Agents. 
You can join a local chapter near you—one of 93 chapters located in all 
parts of the country. You and your company regain the small membership 
fee many times over in the practical help you will get from your fellow 
purchasing executives. 


As a service to the purchasing profession and to the N.A.P.A., Pur- 
chasing Magazine will be glad to direct your inquiries concerning mem- 
bership to the proper channels. 


The Editor 
Purchasing Magazine 
205 E. 42nd Street 
New York 17, N.Y. 


Simply fill out the coupon : I am interested in receiving more information about mem- 
(right) and mail it to us. : bership in the National Association of Purchasing Agents. 


You will receive the informa- 
tion you want promptly. 


Company 
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1ad several complaints from our customers,” says Mr. Robert P. Loughery, General 
ntendent of Plants, Quigly Company, New York, N. Y. ‘‘Our cargo bags were arriving 

condition. Broken. Torn. Spilling all over the place. Then, we turned to U. S. 
Supply for help. One of their Strapping Specialists immediately advised us to switch 





shipping 10%, cuts complaints 90% 


to USS Round Steel Strapping. In no time, we reduced customer complaints more than 90% 
and stepped-up shipping operations at least 10°. Now, we have happy customers.” 
Why not call your USS Strapping Specialist to help eliminate wasteful and costly bundling 


procedures? His advice is free. 


USS is a registered trademark 


More reasons why the swing is to (iss) Complete Strapping Service 


Automatic binder 
eliminates 10 handling steps 


Before the Model 12 was installed, the people in 
this plant were constantly working under a back- 
log of magazines. There were too many handling 
steps. But, today this printing company main- 
tains an average binding operation of 1,900 
bundles per work shift or about seven bundles a 
minute... an impossibility under the old method. 
Write for information on how this completely 
automatic tying machine can help you modernize 
shipping operations. 


U. S. Steel Supply 


Division of 


Technical advice 
increases efficiency 20% 


“For us, the switch to USS Round Steel Strap- 
ping has meant a 20% increase in bundling 
efficiency, a large reduction in handling time, and 
the elimination of costly packaging errors,” says 
Mr. Maurice Berkstresser, Plant Superintendent, 
Southern Crate & Veneer Company, Macon, 
Georgia. A USS Strapping Specialist gave this 
company some time-saving, money-saving assist- 
ance. He can help you improve shipping or oper- 
ational methods. 


United States Steel 


Steel Service Centers and Complete Stee! Strapping Service Coast to Coast 


Flat Steel Strapping 
reduces “tie-down” time 60% 


“Each of these railroad cars holds seven lami- 
nated wood arch sections,” says Mr. J. W. 
Hansen, Rilco Laminated Products, Inc., Albert 
Lea, Minnesota. “At one time, each car required 
four sets of supports and loading took 12 man- 
hours a day. But, now that we're using USS Steel 
Strapping, we need only one support to a car 
and two men load it in two hours. Besides saving 
money, we speed up delivery. Unloading is 
faster, too.” 








Products and ideas 





Quenching Process 


DING ELECTRODE de- 
weld that can be 
without 

That’s the basis of a 
ree-step arc welding pro- 
welds cast iron in one- 
he time required by con- 
nethods. Water quench- 
ates slow cooling be- 
and makes pre- 
necessary. 


Avoids Distortion 


asses 


Quenchweld” process, de- 
the Eutectic Welding 
Corporation, is suitable 
thin sections and heavy 
3ecause it avoids the 
and cracking that re- 
high welding tempera- 
process may be used 


danger of 


Speeds Cast [ron Welding 


to repair cracked or broken cast- 
ings, fill blowholes or machining 
errors, or build up worn or 
broken gear teeth. Cast iron may 
be joined either to other cast iron 
sections or to steel. 

Each of the three steps is aimed 
at one of the basic causes of cast 
iron welding cracks: stress con- 
centration, weld contamination, 
and cooling stresses. 

In the first step, a chamfering 
electrode, which removes metal 
instead of depositing it, vees out 
the area to be welded and makes 
grooves to break up the stress 
concentration around the vee. 

In the second step, a sealing 
electrode is used to fill the anti- 
stress grooves and to coat the 
entire weld area with a thin 


metal deposit. This prepares the 
surface for a strong bond by seal- 
ing out grease, chemicals, and 
other contaminents. 

Using the special quenching 
electrode, the third step com- 
pletes the weld with one to four 
inch beads, depending on the sec- 
tion thickness. Each pass is 
quenched as soon as the arc is 
broken, and the next pass is made 
immediately. Elimination of time- 
consuming ambient-air cooling 
permits deposits to be built up 
in minutes instead of hours. 

Quenching is ordinarily done 
with water and peening is not 
required. If a compressed air blast 
is used, however, peening is rec- 
ommended to produce a clean 
finished weld. 

Write No. 64 on Place Mark Card—Page 32 


STEP 1: To replace broken cast-iron gear tooth, old 
material is removed and groove is made with chamfer- 
ng electrode, which removes metal. 


STEP 3: Built-up metal is quenched with wet rag after 
each welding pass. Air blast or stream of water can 
also be used. 


STEP 2: Groove is filled and weld area tinned with 
sealing electrode to avoid contamination. 


STEP 4: Completed weld shows gear tooth ready for 
machining. 
For More Information about ad on facing page 
Write No. 205 on Place Mark Card—pg. 32> 


PURCHASING 





REPUBLIC STEEL DRUMS 


...are strong 
and safe to protect 
their contents! 


Republic Steel Drums are rugged on the outside, chemically 
clean on the inside, for protection of their contents under all 
kinds of conditions. They are available in a wide range of 
types and sizes, in both light and heavy gage classifications, 
to provide a complete service to the chemical industry. 

Light Gage Class I.C.C.—17E, 17H, 17C, 6]. Republic 
offers either tight-end or full-removable head drums as speci- 
fied. Drum bodies and heads can be decorated to order. 
High-bake lacquer linings are available, or drums can be 
hot dip galvanized or hot dip tinned to handle difficult-to-hold 
materials. 

Heavy Gage Class I.C.C.—5, 5A, 5B, 5C, 17F, and certain 
1.C.C.—6 Series. Drums are available in 55-, 30- and 20-gallon 


A FEW OF THE AVAILABLE TYPES... 


UNIVERSAL STANDARD REPUBLIC 3% TO 15 
DRUMS —ALL SIZES GALLON LUG COVER: 1.C.C. 5, 58, AND 17F 
AND TYPES HEAVY DUTY DRUMS 





Products 


Metal Trays and 
Bench Stands 


trays and bench stands 
mvenience and effici- 
small parts storage 
ment bench assembly. 
nds are finished in light 
el and come in 18 and 
iths. Of welded 18 gauge 
struction, they have 
djustments, and chrome 
ermit easy sliding on 
‘ea for assembly line 
ys measure 2-4 in. deep 
long and come in 5 dif- 
iths from 3 in. to 7 in. 
n dark green enamel 
th interiors, they are 
terchanged to speed the 
of products from small 
t parts. Wall mountings 
for more permanent lo- 
Skyline Electronics, Inc., 
Bannock St.. Denver, 


8 on Place Mark Card—Page 32 


eged, Close-Coupled 
draulic Pump Moior 


oupled hydraulic pump 
1 rugged, compact unit. 
yn-resistant cast iron 
1S a unique mounting 
designed to eliminate 
e turn to page 100) 
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AND SPECIAI 
PARTS 


You can look to Allmetal for fine screw machine work in all metals... plus cold 
heading and hot forging. Complete secondary operations. Prompt production 
on long or short runs. Intricate shapes, precision tolerances, large, small 
miniature sizes. 


@ 30 YEARS OF KNOW-HOW @ RIGID QUALITY CONTROL 
@ SINGLE AND MULTIPLE SPINDLE AUTOMATICS 
@ BATTERIES OF COLD-HEADERS ¢ TOOL ROOM 

@ HOT FORGING EQUIPMENT @ LARGE MODERN PLANT 


For standard stainless steel fasteners, you can depend on 
Allmetal to provide immediate shipment from “the world’s 
largest stock of stainless fasteners.” 


REQUEST rected with neiptul fastener data plus stock lst. 





MANUFACTURERS OF STAINLESS STEEL FASTENERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 
GARDEN CITY, N.Y. P11-1200 | 821 STEWART AVENUE, GARDEN CITY, NEW YORK 
NEW YORK, N.Y.  F13-5800 |. west saues orrice 
NEWARK, N.J. MA 3-1117 | 6424 West Belmont Ave., Chicago 34, Ill. 


BOSTON, MASS. LA 3-6119 WEST COAST OFFICE & WAREHOUSE 
CHICAGO, ILL. AV 2-3232 | 5822 West Washington Bivd., Culver City, Calif. 
CULVER CITY, CAL. WE 3-9595 








For More Information Write No. 206 on Place Mark Card—Page 32 


For More Information about ad on following i 
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Brown 
CAMPBELL, INC. 
California 


‘ Chapman 

tSCHEL ENGINEERING 
SUPPLY COMPANY 
2, Pennsylvania 


4 


rick 
INSULATOR CORPO- 


s, California 


Beeman 


STAMPING, INC. 


alifornia 


Kenneth J. Campbell 
ANGUS CAMPBELL, INC. 
Los Angeles, California 


Frank J. Hanus, Jr. 
INSULATING FABRICA. 
TORS, INC., East Ruther- 
ford, New Jersey 


E. E. Eutsler 
F. H. MALONEY COMPANY 
Houston, Texas 


Robert L. Smith 
THOMBERT, INC. 
Newton, lowa 


J. B. Seever 
CORTLAND INDUSTRIES, 
INC., Chicago, Illinois 


W. Withers 
INSULATING FABRICA- 
TORS OF NEW ENGLAND, 
INC., Watertown, Mass. 


E. Biba 

MANDEX MANUFACTUR- 
ING COMPANY, INC. 
Chicago, Illinois 


John V. Conner, Jr 
VANDERVEER INDUS.- 
TRIAL PLASTICS 

Los Angeles, California 


D. M. Davidson, Jr. 
ENGINEERED PLASTICS, 
INC., Gibsonville, N. C. 


J. R. Jamieson 
JACO PRODUCTS COM- 
PANY, Cleveland, Ohio 


Arthur L. Russell 
WILLIAM F. McGRAW 
COMPANY 

Detroit, Michigan 


D. R. Watson 

J. P. Watson 

RAY V. WATSON COM- 
PANY, Baltimore, Md. 


Al Schuehle 

FIBER FABRICATORS 
COMPANY, INC. 

Chicago, Illinois 


Hugh M. Tomb 
LAMINATED SHEET PROD- 
UCTS COMPANY 
Norwood, Massachusetts 


Jack Bowden 
PAM-PRO PLASTICS 
Redwood City, California 


William R. Wood 

WOOD PLASTICS COM- 
PANY, INC. 

Wayne, Pennsylvania 


Fa represents 670,000 square feet of manufacturing 
ce, 1,563 employees, $23,650,000 annual sales and national representation. 








The leaders in plastics fabrication 
have joined with Micarta, the leader 
in industrial plastics, to save you time 
and money through these advantages-- 


Unexcelled prod uct quality—ritty years of service to all indus- 


tries have produced a complete Micarta line that meets the strictest specifications. This 


fact, coupled with the experience and facilities of these leading fabricators, assures you of 
top product quality. 


All fabrication ser VIC@S_MFA members can meet all your needs in 


fabricated parts. They are specialists in providing precision parts for aircraft, electronic, 
electric utility, marine, steel and other key industries. 


Expert engineering and research aid—rne resources 


of Micarta’s engineering and research staffs—largest in the industry—are readily available 
to you through MFA members. 


Fast service an d deli VCP Y—See how these MFA members are strate- 


gically located for your convenience. Their extensive inventories, supported by Micarta field 
stocks, insure you of prompt service and delivery. 


Absolutely compet itive DY1CCS—Micarta concentrates on devel- 


oping and producing superior industrial plastics. With no fabricating facility overhead, 
Micarta can offer attractive prices to fabricators—and the result is lower costs to you. 


Want to know more? See the next page... 





Some of the many products made by Men members 


FABRICATED PART 
PLATE 
Gears; Pinions 


Marine Switchboard Panels; 
Small Gears & Pinions; 
Radio Parts 


Tap Changer Boards 


Plating Barrels; 
Suction Box Covers 


Switchboard Panels; Barriers; 
Switch Bases 


Insulating Washers 


Marine Relay Bases; 
Terminal Boards; Radio Parts 


Economical Punched Parts 


Armature Wedges 
in Railway & Mill Motors 


Coil Spacer Blocks 
for Rotating Apparatus 


Switchgear Applications 


Navy Switchboards; Panels; 
Mounting Channels & Angles 


TUBING 
Coil Forms; Insulating Bushings; 
Misc. Electrical Applications. 


Pull Rods; Exceptional 
Machined Parts. 


Ball Bearing !*etainers; 
Gas Tubing Systems. 


CHARACTERISTICS 


Good mechanical properties; especially high 
impact strength 


Low voltage; low frequency electrical perform- 
ance 


Low 60 Cycle Power Factor 


Low moisture absorption; good dimensional 
stability; resists acids and alkalis 


Good electrical properties in dry and humid 
conditions; fair mechanical strength; good 
machining 


High tensile, flexural & compressive strength; 
fair electrical strength 


Machining qualities; mechanical and electrical 
strength; moisture resistance; good appear- 
ance; low power factor. 


Economy punch plate; 
1/16” 


High heat resistance (125°C) & mechanical 
strength; high impact strength 


cold punch below 


Economy grade laminate 


Flame retardant; natural! color 


Fire resistant; high mechanical strength, high 
impact strength 


Applications requiring good mechanical 
strength 


Exceptionally good machining qualities, class 
“A” insulation (105°C hot spot); parts re- 
quiring fine threads and good finish 


Low moisture absorption; acid and alkali re- 
sistance; excellent dimensional stability 


a member of Westinghouse 


icarta 
Look for this symbol of the best AA 
fabricated plastics you can buy 


abricators 
ssociation 


ou can be sure... if it’s Westinghouse 


stinghouse Electric Corporation, Micarta Division, Hampton, South Carolina. 


m interested in more information on the Micarta Fabricators Association. 
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PORTABLE DRUM RACKS shown are exclusive with Republic, and are available at low 
cost. Each will accommodate two loaded 55-gallon drums, permitting stacking to any 
practical height to save valuable floor space. Republic Portable Drum Racks are 
shipped knocked down, with fasteners for quick and easy assembly. Send coupon 
for details. 


capacities, from 16- to 12-gage in hot rolled carbon steel, 
depending on specification and service. As with the light gage 
service, hot dip galvanizing and hot dip tinning can be 
provided. In addition, Republic offers containers made of 
ENDURO® Stainless Steel for the ultimate in long-lasting, 
trouble-free, corrosion-resistant performance. 


Republic also produces a full line of Steel Packages from 
3%- to 20-gallon capacities. Gages range from 26 to 20 in 
plain steel. Decoration and special high bake linings can be 
applied to meet individual requirements. 

Act now to obtain full information on Republic Steel Drums, 
and how they can protect your materials. Send coupon at 
lower right for detailed literature. 


REPUBLIC STEEL 
Worlttd UWitew Ripe 
of Standard, Stole and, Stool ProdluTa 


nee 
—_—— 
< aman, 
at 


POSITIVE MEASUREMENT OF QUALITY can now assure you of 
the dependability of Republic ELECTRUNITE® Heat Exchanger 
Tubes. Now you can specify FARROWTEST”, a production 
method of electronic testing, as an alternative to other less 
positive tests ... at no extra cost! ELECTRUNITE Carbon and 
Stainless Heat Exchanger Tubes are produced from highest 
quality flat-rolled steel, electrically welded by an ex- 
clusive process that unites the tube under pressure without 
the addition of foreign metal. This process assures uniformity, 
strength, ductility, concentricity, and other physical properties 
to meet critical performance specifications. For additional 
facts on Republic ELECTRUNITE Heat Exchanger Tubes, mail 
coupon now. 


REPUBLIC TITANIUM CAN ADD YEARS TO EQUIPMENT LIFE. 
Maximum corrosion-resistance pius an exceptionally high 
strength-to-weight ratio are major reasons for its use in this 
seal-less, leak-proof centrifugal pump made by Chempump 
Corporation, Philadelphia, Pennsylvania. The pump handles 
such corrosive liquids as chlorine dioxide solution. All wetted 
parts are made from Titanium. Chempump's exclusive design 
makes it possible and economical to use Titanium for these 
vital parts. Mail coupon today for more facts on Republic 
Titanium. 


REPUBLIC STEEL CORPORATION 
DEPT. PH-7588-A 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


Please send more information on: 

O Steel Drums and Packages 0 Portable Drum Racks 

0 Titanium OC) ELECTRUNITE Heat Exchanger Tubes 
O Carbon O) Stainless Steel 


Name. Title 





Company. 





Address. 





City. Zone State 








Important facts to know about laminated plastics 





or composite laminates (left to right): copper-clad section; sandwiched cop- 
nt; Taylorite vulcanized fibre-clad part; laminated tube, copper inserts. 


Comps Laminates Open Up New Design Opportunities 


treat variety of commer- 
able laminated plastics 
ost electrical and mechan- 
rements, there are applica- 
t can benefit from the com- 
of properties provided by 
laminates. Recent ad- 
bonding techniques have 
vossible to bond virtually 
itible material with a lam- 
se can be supplied as clad 
ndwiched materials. And 
molded into many shapes 
1 requirements. Taylor is 
ipplying to order the fol- 
omposite laminates: 


ypper and laminated plastics. 
printed circuits and formed 
Sandwiched for special ap- 


faylorite® vulcanized fibre-clad 
laminates. These combine the 
ngth of laminated plastics 
superior hot-arc-resistance 
nized fibre. They are being 
both high and low-voltage 
r applications. Also in ap- 
where the high impact 
h of vulcanized fibre may be 
geous. 
e Rubber-clad laminates. Almost 
of natural or synthetic 
1ay be used as the cladding 
These laminates are widely 
condenser tops in wet con- 
to protect the laminate 
highly alkaline electrolytes. 
Iso have application in any 
here sealing or chemical re- 
is needed. 

Asbestos-clad laminates. For 
tions where high heat- and 
istance are required. 

Laminate-clad lead. Lead sheets 

viched between Grade XX pa- 


per-base laminates have been used 
for X-ray shields. The laminate 
provides strength and contributes 
to the high shielding properties of 
the lead. 

Aluminum-clad laminates. These 
have been used extensively for en- 
graving stock. They also offer pos- 
sibilities as printed-circuit material 
and as plate holders for X-ray 
machines. 

Beryllium copper-clad laminates. 
Beryllium copper is nonmagnetic 
and a good conductor—properties 
that give these laminates possibil- 
ities in many applications. 
Stainless steel-clad laminates. 
Applications where nonmagnetic 
properties are required. Also in cer- 
tain corrosive environments where 
the resistance of stainless steel to 
attack is an asset. 
Magnesium-clad laminates. 
These laminates have been pro- 
duced in 108-in.-long sheets for use 
as screens for X-ray operators. 
Weight was a factor. 


Our design and production engineers 
are constantly developing new ma- 
terials, new applications, and new 
procedures for fabricating laminated 
plastics. Our experience is yours for 
the asking. And if you have a prob- 
lem requiring assistance or more in- 
formation on composite laminates, 
write us. Also ask for your copy of 
Taylor’s new guide to simplified 
selection of laminated plastics. 
Taylor Fibre Co., Norristown 36, Pa. 


LAMINATED PLASTICS 


For More Information Write No. 208 on Place Mark Card—Page 32 





VULCANIZED FIBRE 


Products 
(Continued from page 97) 





mounting base, complicated adap- 
tors and reduce over-all length 
of pump-motor package. Rigid, 
splined coupling allows direct 
pump connection. Completely en- 
closed housing protects against 
hazad of exposed couplings. Both 
single and double end models are 
available, in ratings from %4 to 
50 HP. U. S. Electrical Motors 
Inc., Box 2058 Terminal Annex, 
Los Angeles 54, Calif. 

Write No. 19 on Place Mark Card—Page 32 


Crusher Tolerates 


Non-Crushable Material 


A single-roll crusher reduces 
any friable material even if it 
is mixed with non-crushable mat- 
ter. Crusher is ideal for breaking 
up any material which has a ten- 
dency to cake or become encrust- 
ed in processing. Tramp metal, 
rocks, stones, etc., pass right 
through without damaging the 
machine or slowing it down, and 
it can often be used instead 
of hammer mill. Air-cushioned 
breaker bar absorbs shock over- 
loads, and long-wearing tool steel 
is used for reversible teeth and 
bar, greatly reducing mainte- 
nance. C. O. Bartlett & Snow Co., 
6200 Harvard Ave. Cleveland 5, 
Ohio. 

Write No. 20 on Place Mark Card—Page 32 


Versatile Table-Top 
Analog Computer 


A versatile “table-top” analog 
computer solves all types of me- 
chanical, electrical, industrial and 
other problems which can be 
translated into mathematical data. 
It may contain from 4 to 32 ampli- 
fiers. Modules may be used to 
expand unit to full complement 

(Please turn to page 104) 
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PROVEN IN FLEETS 


LIKE YOUR OWN! 


Lower net cost proven by official N.A.D.A. trade-in-figures, deducted from your original fleet price per 





unit. And all these other costs proven lower by close-kept operating records of fleets like your own—Lower 
Operating Cost ... Lower Maintenance Cost . .. Lower Repair Cost . . . Lower Insurance Cost . . . Better 


Driver Acceptance! Want case-history proof? Send the coupon! 


BIG-FLEET REORDERS SHOW HOW LARK HAS PROVEN ITSELF 


Consider these orders recently filled. 234 more Larks partment <% 86 more Studebaker taxicabs to 
to the State of California (515 Lark V-8’s in all) — Frenat Service, New York City. —<® And 491 new 
=> 159 more Larks to the State of Oregon -<® Larks delivered to the U.S. Government—largest 
41 more Larks delivered to the State of Indiana order for 1960 compact cars placed by General 
<> 56 more Larks to the Milwaukee Police De- Services Administration. 


TELL US MORE ABOUT LARK SAVINGS! 


> , 17 Fleet Sales Division, Studebaker-Packard Corp., 
Budget-wise buyers South Bend 27, Indiana 


oa 0 Send us informative literature only 
' © Have a factory representative call me for an appointment 
Love that | NAME 
‘ PLEASE PRINT 
TITLE 


BY STUDEBAKER mY 











4 ADDRESS. 
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sTY WASTER 
MOTORS 
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Gregory, General Sales Manager, Reliance Electric and Engineering Co. 


Pinpoint the exact drive for your 


C. V. Gregory makes sure you get that exact drive. His 
Reliance Sales Engineers provide the application experience 
to make it easy for you to select from this full line of 
mechanical and electrical drives . . . % to 1,000 horsepower. 


From silo unloaders and barn cleaners to the most completely automated 
industrial machinery, Reliance motors and drive systems provide 


just the right motive power. 
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machine from Reliance’s full line 


Get proof of Reliance’s sound product engineering and performance. 


Talk to a Reliance Sales Engineer. There is an office near you. Check the 
Yellow Pages or write for Catalog A-100 showing the Reliance full line. 


Product of the combined 
resources of 
Reliance Electric and 
Engineering Company and its 
Master and Reeves Divisions 


eeeeoee2sdes 


ELECT 


RELIANCE -tnoine 


DEPT. 255A,,CLEVELAND 17, OHIO 
Canadian Division: Toronto, Ontario 
Sales Offices and Distributors in Principal Cities 


AND 


G CO. 


Duty Master A-c. Motors, Master Gearmotors, Reeves Drives, VxS Drives, Super ‘T’ D-c. Motors, Generators, Controls and Engineered Drive Systems. 





IT’S A 


FACT 


YOU CAN DO BETTER WITH 


TOGGLE CLAMP 
POWER 





Co Toggle Clamps are 
liately available in 
rom Tiny Toggles with 
s. holding pressure to 
t, air-operated models with 
f holding power... and 
ecial needs we'll 
nodels for you. It will 
nform yourself 
e-Sta-Co features. 


FOR MORE FACTS 


PHONE, WIRE OR 
WRITE FOR 
INFORMATIVE 
CATALOG 


YOU CAN 
EPEND ON DE-STA-CO 











DETROIT STAMPING COMPANY 
ae we 


te 
BS0 MIDLAND Ave 


DETROtT 3..M 


For More Information Write No. 211 
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(Continued from page 100) 


of 64 amplifiers. Four amplifiers 
are contained in each plug-in 
module. Simultaneous over-load 
balance indicators on all ampli- 


fiers provide for continuous and 
total monitoring of the circuits. 
Unit utilizes basic reference of 
100 volts, made possible through 
vacuum tube design. Entire com- 
puter is modular in design and 
easily expandable in all its as- 
semblies for economical, non-ob- 
solescent usage. Applied Dy- 
namics, Inc., P. O. Box 2068, Ann 
Arbor, Mich. 
Write No. 21 on Place Mark Card—Page 32 


Easy-To-Drive 
Personnel Carrier 


A personnel carrier anyone can 
drive features a 4-cycle 4.9 HP 
engine, automatic clutch and sim- 
ple throttle and brake operation. 
Carrier is 47 in. wide, 48% in. 
long and 32 in. high, with road 
clearance of 4% in. Turning ra- 
dius of 6 ft. makes it ideal for 
narrow aisles. Carrier gets up to 
110 miles per gallon. Three rear 
wheel design assures safety on 
all turns. Rockford Scooter Co., 
Inc., 1911 Harrison St., Rockford, 
ill. 

Write No. 22 on Place Mark Card—Page 32 





ITS A 


FACT 


YOU CAN DO BETTER WITH 


STAMPING 
KNOW-HOW 


Ri 


. Because we make 
HEATING stampings for 
. the widest of 
HARDWARE varieties of 
° diversified 
AUTOMOTIVE industries 
e from coast 
PHOTOGRAPHIC to coast 
> our broad 
ELECTRONIC experience 
° and know-how 
AIRCRAFT assure you 
° top quality— 
COOLING fast delivery. 
. Inform yourself! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


YOU CAN 
DEPEND ON DE-STA-CO 


DETROIT STAMPING COMPANY 


For More Information Write No. 212 
on Place Mark Card—Page 32 
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The purchasing man in history... “g0OTCH” BRAND TAPES 
te ca 


3 é cr RuNNerS \)\ 
ORDER TH BOSS A oe —( he scriBe SAYS 
.( eyeepRooF ROOLE... Saf ‘By Beale cl FROM NE \\ THE POSTERS ARE ON 
AND HIDE IT ON SOME MOUNTAINS. TH’ EMPEROR | \ \\ 
Omer INVOICE! LIKES HIS WINE COOL , MAN: TS 


oe 





WHADOYA MEAN, “WO 
SAMNITES” ? GO CAPTURE 


THAT Ble THRACIAN FROM 
: ’ Di THE FARM CLUB AT 
UNION'S COMPLAINING Lo , Ts AIN'T 
Tat THEIR LASSOS ff v VERONA... 


\onuy HAVE TWo 
UP SIX EXTRA SEATS FOR . > gone we Wwe 
\ iPrones! HOw 
GAL@A--HE'S APT 1H BE )/ 
THE NEXT EMPEROR! dn CAN WE FINISH 
ANICTIM WITH 
4 His SUPPLIERS 
OLD MAN CAUGHT SEE. THAT HE'S AT AN 
YoU NAGS BETTER RUN HECK FOR GETTING 
“BDAY OR YOULL WIND 
UP IN THE APPIAN 
GLUE FPCTORY ! 











S| FTARO orvers 
a | A GLADIATORS’ 
A | specTACULAR/ 


64 A.D. 
i- SS 


basseeeeee= 
You can’t win ’em all, but... 


You will do a better-than-average job of keeping your people 
happy with pressure-sensitive tape supplies if you make it a rule : 
to always specify "SCOTCH" Brand. When ore one So little, why take /ess than 
3M’s system of quality control begins with raw materials . . . Fe: 
ends only with satisfactory performance of the tapes on your CcoTCc BRAND 
production line. And no other maker of pressure-sensitive tapes ioe 
can equal 3M's resources for giving you technical informationon Pressure-Sensitive Tapes 
tape performance and modern application methods. Get the com- 
plete “SCOTCH” Brand story. Contact your nearest distributor. 
or write: 3M Co., 900 Bush Ave., St. Paul 6, Minn., Dept. 1tam-so. 


Mienesora Miiaine ano Manvracrurine company & 
- ++ WHERE RESEARCH IS THE KEY TO TOMORROW 
For More Information Write No. 213 on Place Mark Card—Page 32 
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FOR HELPFUL IDEAS ON THE CHEMICALS 
THAT GO INTO YOUR PRODUCTS, 
YOU’LL LIKE DOING BUSINESS WITH 
COLUMBIA-SOUTHERN 











You can count on smooth production when you use 
Columbia-Southern chemicals, because they’ll be de- 
livered to you on time, in the grades and quantities or- 
dered. You'll find the quality consistently high, too. 
But you get far more than prompt delivery and con- 
sistent quality when you work with Columbia-Southern. 
You can call on Columbia-Southern’s solid experience 
in chlorine, alkalies, and related chemicals to help you 
improve the efficiency of your processing activities. Your 
Columbia-Southern Representative will give you sound, 


columbia] southern 
chemicals 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 
A Subsidiary of Pittsburgh Plate Glass Company 


tea ge AA RINE ot 


profit-building advice on such vital matters as forms and 
grades, transportation economics, storage methods, 
safety precautions, and applications. 

Why not start with a general survey of your current 
purchases? Call in your local Columbia-Southern Rep- 
resentative and let him work with you in evaluating 
every step. You’ll be glad you did. 

Columbia-Southern Chemical Corporation, One Gate- 
way Center, Pittsburgh 22, Pa. Offices in fourteen prin- 
cipal cities. In Canada: Standard Chemical Limited. 


Chlorine * Caustic Soda * Caustic Potash * Soda Ash * Ammonia 
Solvents * Sodium Bicarbonate * Chromium Chemicals 
Barium Chemicals * Sulfur Chemicals « Agricultural Chemicals 
Reinforcing Pigments * Calcium Chloride * Hydrogen Peroxide 


Muriatic Acid « Calcium Hypochlorite * Titanium Tetrachloride 














Questions from the floor 








nasi 


Are you getting most floor absorbent bulk (not weight!) for 
your money? 


joes your floor absorbent become saturated before it does 
its job? 


Does your floor absorbent create new hazards by absorbing 
light, thus reducing needed working light? 


Does your floor absorbent “mud up” with oil and water? 
THERE'S A TEST THAT ANSWERS ALL THESE QUESTIONS 


ss than 15 minutes in your own 
you can get all the right answers 
entifically. Our Eagle-Picher repre- 
tative will bring a miniature labora- 
right to your desk. Compare Eagle- 
r Floor-Dry with any other floor 
bent. See which wins out on overall 
omy and full-range safety. Eagle- 
er is eager to face comparative tests. 
ite today. 


A senfeee 


’ EAGLE-PICHER 


The Eagle-Picher Company 


EAGL 


PICHER Dept. P-59, Cincinnati 1, Ohio 
For More Information Write No. 215 on Place Mark Card—Page 32 
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Integral Horsepower 
AC-DC Motors 


Integral horsepower AC-DC 
motors are ideal for such appli- 
cations as mobile field equipment 
in remote areas where either AC 
or DC supply may be encoun- 
tered. Motors may be had in rat- 
ings through 7-% HP in 1800 and 
1200 rpm speeds. Open ventilated 
motors are packaged with four 
silicon rectifiers in a bridge cir- 
cuit which does not require re- 
connecting for each type of cur- 
rent. Extra protection against 
overloading is provided by using 
quick-blow fuses and series or 
compound wound fields to place 
inductance in series with the 
armature. Industrial Motor Div., 
Robbins & Myers, Inc., Spring- 
field, Ohio. 

Write No. 23 on Place Mark Card—Page 32 


Removes Metal at 


20 Cu. In. Per Hour 


An electrical discharge ma- 
chine used in conjunction with 
a hydraulic feed machine tool pro- 
vides an optimum metal removal 
rate of 20 cu. in. per hour. Unit 
provides completely electronic 
power supply that has no moving 
parts, is noiseless and can be 

(Please turn to page 112) 
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SAFETY CENTER 
DRILL SETS 


with DoAll’s 
exclusive features 








RADIAL TYPE D-400R 
for Precision Work 
SIZES Nos. 1-5 


HEAVY-DUTY TYPE D-400S 
for Heavy-Duty Work 
SIZES Nos. 11-15 


SEER 


U.S. PAT. NO. 2403861 


lower in initial cost! buy 


both sets 
ONLY $13.30 


even lower for next 30 days! NLY $1: 
Radial Type—Patented precision-ground curve eliminates Copt 

fatigue point found in ordinary center drills, where 60-deg. angle 

meets drill portion. Results: greater strength, burr-free center, positive clearance 
to the tip, less breakage, reduced friction between lathe center and work, 

larger oil reservoir. Center grinding eliminated on hardened parts. Lapping is 
fast and easy. Standard sizes Nos. 00-8. 


Heavy-Duty Type—Cuts new type of burr-free center. An 82-deg. ground top 


angle forms a cutback edge. No sharp notches due to slight radius where the 60-deg. 


angle meets drill portion. Has larger bearing surface than radial type. Standard 
sizes Nos. 11-18. 


These longer lasting, faster cutting DoALL Safety Center Drills cost no more 


than plain types—10 to 15 per cent less than bell types—and even less this month. 


Try DoALL Safety Center Drills—see the difference! Order both sets today. 


Taps 
File $ 


Hang 
Files 


ECONOMY 
SPECIAL : 


Only DoALL offers 


ALL these features: 


Less drill breakage 

No fatigue point 
Greater drill strength 
Higher cutting efficiency 
Resharpenable 


Perfect work centering 


—PLUS 

still more 

cost-cutting 

opportunities: 
Deburring eliminated 
Center grinding eliminated 


Lathe-center damage 


eliminated 


Radial Type 
Drilled Hole 


Heavy-Duty Type 
Drilled Hole 


If it’s a DoALL 
It’s top quality... 


IN STOCK 


AT YOUR LOCAL DoALL STORE 
all laboratory-inspected 


Machines Sertece Power Reach for 
one Bede Orindo ss Sews Your DoALL 
Cotolog 


sh 
THE BO COMPANY « DES PLAINES, ILLINOIS 


For More Information Write No 216 on Place Mark Card—Page 32 
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it’s rigidly labo- 
ratory- inspected 
..and it saves you 
. money through 
low-cost, nation- 
wide distribution. 
—Danny DoAlLlL 


For More Information about ad on following page 
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The lustrous finish of Crucible 








stainless reflects steelmaking 


perfection. But steelmaking 


as 


to exacting specifications is 

: ‘ only the beginning of engi- 

é : 4 ‘ . x neering and warehouse 

{ LT ice { Lr S| } 1 € | le yf | ro) } Ie] f ‘el OA! LOL) services that are continually 

; available to you. To see how 

they’ll help you enhance your 

product with stainless steel, 

just eall or write the nearest 

of the 34 local Crucible serv- 
ice centers. 


Stainless Steel 








; 


Y RIGIDIZE vias. 4 RATION STAINLESS SHEET. STRIP. ROD AND WIRE BY CR fn Y OF AMERICA. PITTSBURGH 30. PA 








Hose Wire 

Lamp Wire 

Match Wire 

Steel Heddie 

Wire + Box Stay Wire 

Wire + Stapling Wire 

Glass Netting Wire 

q Wire » Hair Pin Wire 

lag Wire » Weaving Wire 

Ring Traveler » Mandrel 

Jag Wire » Stitching Wire 
Wire—Brush, 


7 Cla lty Wir ae 
uur Cup of tea 


the tea bag to the string 

o the trademark tab. 

hment tear-proof and keep 

lines running smoothly. 

vernment regulations en- 

ess of wire, metallic con- 
sion factors. 


Prentiss. This major tea 
‘being in hot water’’ is 
t all. Write, call or wire: 
Riverside- Alloy Metal Di- 
Porter Company, Inc., 


E-ALLOY METAL DIVISION 


"ESTEE 


: PORTE fh 


2ORTER COMPANY, INC. 


NDUSTRY with steel, rubber and friction 
s, high voltage electrical equipment, 

e, wiring systems, motors, fans, blowers, 

ts, refractories, tools, forgings and pipe 
nd stampings, wire rope and strand 
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moved about easily. Metal re- 
moval rate can be adjusted from 
minimum rate of 1 cu. in. through- 
out the full range of 20 which is 
standard for most types of die 
steels. Aluminum electrodes give 
vastly increased wear ratio. Uni! 
is applicable to cavity and con- 
tour type parts, to rough ma- 
chining through hole type die 
openings, to large deep holes such 
as in cruciforms, etc. Elox Corp. 
of Michigan, 1830 Stephenson 
Hway., Troy, Mich. 

Write No. 24 on Place Mark Card—Page 32 


Foil for Bonding to 
Wood and Plastic 


Aluminum foil, coated with an 
adhesive which bonds it per- 
manently to plastics, plywood, and 
other products, gives improved 
properties to other materials. One 
example is protection of furni- 
ture veneers from cigarette burns. 
When bonded integrally to wood 
or plastic products, coated foil 
may serve as moisture barrier, 
decorative element, base for paint, 
light reflector, strengthening 
agent, or disperser of heat. Bond- 
ing is accomplished under heat 
and pressure, usually in a hot 
press. Aluminum Co. of America, 
734 Alcoa Bldg., Pittsburgh 19, 
Pa. 

Write No. 25 on Place Mark Card—Page 3° 


Ball-Type Indicator 
for Very Low Flows 


A simple, ball-type indicator 


shows at a glance whether flow | 


down to 0.075 gpm. (water) 

% cfm. (air or gas) is taking 

place. If flow is taking place, ball 
(Please turn to page 116) 





| 


Here’s the fluorescent 
with greater see-ability 


.-+-LUSTRA JADE-LITES 


Designed expressly by LUSTRA 
to match the human eye to the 
tasks it is asked to perform! 
LUSTRA JADE-LITE with its 
blue-green spectral range pro- 
vides the critical see-ability 
that is needed in the inspec- 
tion areas of industrial plants, 
garages, drafting rooms and 
wherever the work performed 
requires an intense, yet suitable 
tonal quality. Only with LUSTRA 
can you get double-duty insured 
lighting to reduce your light- 
ing costs. 


Send for details on this dated 
and guaranteed lamp today. 


LUSTRA CORPORATION OF AMERICA 
Dept. P-5, 32-33 47th Ave., Long Island City 1, N.Y. 
For More Information Write No. 219 
on Place Mark Card—Page 32 
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From the ONE COMPLETE LINE of 
Power Transmission Drives.... 


WORM GEAR 

Precision generated from high 
hardness bronze alloy casting. 
High load carrying capacity. 


HEAT TREATED 

HELICAL GEARS 

Shaved for full tooth contact. 
Pinion integral with input shaft. 
Gear locked in position on 
worm shaft extension. 


Double Reduction (Helical 
Primary) Drive Shown . . . Just 
one of 15 types in 159 sizes 
with centers from 2° to 20°. 


FOOTE BROS. WORM GEAR REDUCERS 
DELIVER DEPENDABLE RIGHT ANGLE POWER 


Gearing is the heart of any drive... 
and because more than 100 years of 
successful gear design and manufac- 
turing experience go into every 
Foote Bros. Worm Gear Drive, they 


have built an unequalled reputation © 


for performance, durability, and 
operating economy. Foote Bros. 
Worm Gear Drives are widely used 


in every industry in applications 
where dependability isa primary need. 
If your drive problems involve right 
angle, concentric shaft, parallel 
shaft, or shaft mounted transmission 
of power, check the advantages of 
the complete Foote Bros. Power 
Transmission Line. 


NOW! RATED TO LATEST AGMA STANDARDS 


Foote Bros. Worm Gear Drives are rated to the 
latest AGMA Standards. A new Catalog—HGB— 
just off the press, illustrates and describes Foote 
Bros. Worm Gear Drives. Ask your nearby 
Authorized Foote Bros. Distributor for a copy, 


OVERSIZE BEARINGS 
Taper roller bearings on 
output shaft; Double row, 
matched angular contact ball 
bearings on worm shaft. 


PRECISION ALLOY 
STEEL WORM 

integral with oversize shaft. 
Caretuily matched to worm 
gear for quiet, trouble-free 
service. 


EXTRA STRONG 

CAST HOUSING 

Provides rigid mounting and 
alignment of caps and bear- 
ings. Made of high quality 
cast iron. 





ome REDUCTION DRIVES AVAILABLE 
WORM UNDER OR OVER FOR HORI- 
YONTAL OR VERTICAL MOUNTINGS. 


y 
1 


FAN-COOLED SINGLE REDUCTION DRIVES 
AVAILABLE FOR HORIZONTAL OR VERTI- 


or write today. CAL MOUNTINGS. 








FOOTE BROS. GEAR AND MACHINE CORPORATION 


4581 South Western Boulevard, Chicago 9, Ilinois 


POWER TRANSMISSION DRIVES 
For More Information about ad on following page 


For More Information Write No. 220 on Place Mark Card—Page 32 Write No. 221 on Place Mark Card—pg. 32— 
May 9, 1960 113 











ke this Socket Head 

to a dynamic reliabil- 
PS research. The 

; variety of self- 

2 precision fasten- 

massive machinery to 


AIRCRAFT/MISSILE FASTENERS like this bolt 
are produced to ultra-high performance stand 
ards at SPS. Today’s lightest, strongest fas- 
teners in standard and special designs are 
products of SPS. Research and development 
work includes titanium, beryllium and other 
light-weight, high-strength exotic metals. 


— 


a 





NUCLEAR COMPONENTS like this cap for a 
core housing are held to almost unbelievable 
dimensional tolerances. The nuclear energy 
field depends on SPS for threaded fasteners, 
control rod drive mechanisms, motor tubes, 
core components, instrumentation housings 
and many other essential parts. 


RCH is 





Polariscope in the SPS Laboratory for advanced research proves that new UNBRAKO Hi-Life Thread Root distributes 
s evenly over a large, smooth radius, doubling fastener fatigue life and increasing tensile strength. 





ariane) (288 COLUMBIA 


a 


SHOP EQUIPMENT for industry and schools OFFICE FURNITURE like this handsome CAPACITORS FOR ELECTRONICS bearing the 
is made to the same superior quality stand- Columbia Nine-to-Five unit sets an office apart 1E! trademark are widely used for subminia- 
ards as other SPS products. The Hall il line with distinctive styling and color combinations. ture circuitry and transistorized applications. 
offers broad coverage of standard and special The complete line includes efficiently designed, This SPS company makes both aluminum and 
needs in work benches, shelving, and similar durable stee! office furniture, plus special tantalum capacitors, including the lightest and 
equipment. Ruggedness and space efficiency units, a wide choice of smart chairs, filing smallest per given capacitance in the industry, 
are well identified with Hallowell. cabinets and accessories. to the highest quality standards. 





rewriting the book on threads 


Out of the SPS laboratory has come a whole daily against standards set by the SPS 
new concept in thread design. Engineers cre- Metrology system ... industry’s most ad- 
ated a radiused thread root based on known vanced thread control facility. 

laws of stress. A precision contour now elimi- 
nates sharp corners, or “hot spots”, where 
stress concentration formerly caused fatigue 
cracks. The streamlined root provides a 
smooth pattern of stress distribution. 


UNBRAKO socket screws .. . the advanced 
fastener for the ’60’s . . . are but one out- 
standing example of the tireless SPS effort to 
create reliability through research. Born in 
the laboratory . . . formed to strict produc- 
The reliability of this research-inspired thread tion quality standards . . . these improved 
root is achieved directly on the production fasteners are now in use throughout industry. 


ine. SPS mak d maintains its thread ld oP : 
me died eee eae semi oa This is SPS reliability at work for you. Write 

; . : for a 20-page booklet called, ‘‘The Root of the 
die performance as often as every 50 pieces. 


Thread”, which presents a comprehensive 
Gauges at production stations are calibrated description of this development. 


UNITED STATES CANADA where reliability replaces probability | GREAT BRITAIN EUROPE 


STANDARD PRESSED STEEL COMPANY, Jenkintown, Pa. © SPS Western, Santa Ana, Calif. © The Cleveland Cap Screw Company, Cleve- 

land, O. © Columbia Steel Equipment Div., Fort Washington, Pa. * International Electronic Industries, Inc., Nashville, Tenn. * National 

Machine Products Div., Utica, Mich. * Standco Canada, Ltd., Toronto, Canada * Unbrako Socket Screw Co., Limited, Coventry and 
Sheffield, England * Unbrako Schrauben GmbH, Dusseldorf and Koblenz, W. Germany. 





ala 
VALVES 


for a wide range 
of fluids 
including 
cryogenic liquids 


oof, corrosion-proof, lightweight “Pop-Action” design 
above opens slightly under moderately excessive pres- 
pops” to full discharge when pressure exceeds a pre- 
‘ined point—reduces pressure in container quickly and 

Valve types available with start-to-discharge settings 
| to 450 P.S.LG. Sizes range from %” to 1%” 

mplete information and specifications about RegO 

alves and safety relief devices... 


iil this coupon, today! 


ee 


gO Division, Dept. 26-E 


» Bastian-Blessing Company 
1 West Peterson Avenue 
age 46, Illinois 


send me Catalog GG-300. 














¥ 
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dances in toughened glass dome 
and can be easily seen from a 
distance, even in bad light. If 


. flow stops, ball drops out of sight. 


Indicator is useful in applications 
such as air, steam, water and oil 
purge lines to instruments and 
mechanical seals; cooling water to 
compressors, condensers, and elec- 
tronic equipment; lubricating oil 
to bearings; etc. In % in. pipe 
size for pressures up to 100 p.s.i., 
with die-cast bronze body and 
Nylon or Teflon ball. McIntosh 
Equipment Corp., 15 Park Row, 
New York 38, N.Y. 
Write No. 26 on Place Mark Card—Page 32 


Electric Lead Pot 


and Furnace 


An electric lead pot and fur- 
nace is convenient and economical 
for melting lead, solder, babbitt, 
etc. Fully insulated one-piece unit 
uses less current than a flat iron 
and comes in 25, 45 and 75 Ib. 
capacities, with a temperature 
range of 600 to 1000 degrees. 
Maurice Fetterman Co., 1170 
Broadway, New York 1, N.Y. 
Write No. 27 on Place Mark Card—Page 32 


High Quality, Medium 
Priced Radial Drills 


High quality, medium priced 
radial drills meet the variable 
work requirements of mainte- 
nance departments, manufactur- 
ing plants and structural steel 
shops. They drill, face and bore 
accurately at high speed. Holes 
up to 2 in. in diameter can be 
drilled and tapped in steel. Larger 
sizes may be used with proper 

(Please turn to page 118) 
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Handled with Clark 


Maybe you handle cartoned goods, or steel 
coils, or food in glass bottles, instead of rolls of 
paper. But the same important factor of correct 
application engineering is vital regardless of what 
you handle. 

Take these paper rolls as an example. Industry 
needed a faster, safer, damage-free handling 


method. After a thorough study of all available 
techniques and equipment, Clark engineers de- 
veloped the ideal paper roll clamp... one that 
provided every possible needed feature. 

But Clark application engineering goes beyond 
special product design. It goes as far as specif- 
ically fitting the correct materials handling ve- 
hicle to your specific type of operation. It assures 


WA 


oa 
HI! 


Photo courtesy of St. Petersburg Times 


ingenuity...and care! 


you of the right type of truck, in the correct 
capacity and power type, equipped with the right 
accessories and attachments. The end result is 
the ultimate in operating efficiency, at lowest 
possible cost. 

We think we can help you through our ap- 
plication engineering. A call to your local 
Clark dealer (listed in the Yellow Pages) or 
a letter to the factory is all that’s necessary 


to initiate action. If you 
aL 114 


care to write, address: 
EQUIPMENT 


Application Engineering, 
Clark Equipment Co., 
Battle Creek, Michigan. 


For full details, circle 77 on reader service card 





the perfect match Edgewater Steel has the engineering 

experience, the manufacturing facilities and the know-how to 
luce solid steel rings that match perfectly the requirements 
. wide variety of applications. 


long-term reliability Our unique rolling process assures 

maximum reliability in terms of strength and toughness. What’s 
the precise accuracy of this process minimizes finishing 
tions. 


Edgewater “STEEL. Rings Complete, modern rolling 


finishing facilities enable us to provide a great variety of 
ection shapes in a wide range of sizes . . . from 5 in. to 


. in diameter. Our brochure gives complete details. We 
glad to send you a copy. 


Edgewater Steel Company 


P. O. BOX 478 DEPT. P 
PITTSBURGH 30, PA. 
Fer More Information Write No. 223 on Place Mark Card—Page 32 
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- feeds and speeds. In column sizes’ 


from 13 in. in diameter through 
19 in., with arms from 5 to 14 ft. 
in length. In addition to manual 


feeds, head provides twelve spin- 
dle speeds with three optional 
ranges, plus six power feeds with 
two optional ranges. American 
Tool Works Co., Pearl St., at 
Eggleston Ave., Cincinnati 2, 
Ohio. 

Write No. 28 on Place Mark Card—Page 28 


Measures True Volume 
of Solid Materials 


An instrument now being offer- 
ed permits the determination of 
true volume as well as density, 
specific gravity or porosity of 
solid materials whether they be 
porous, granular, powdery or ir- 
regular in form. Unit, which em- 
ploys no liquids, gives direct dig- 
ital indication of absolute volume 
of any solid substance with only 
a one minute operation. Instru- 
ment is so simple that inexperi- 
enced operator can handle it ac- 
curately after 5 minutes of in- 
struction. Unit is intended for 
field, laboratory or factory use 
and weighs only 16 Ibs. Houston 
Instrument Corp., P.O. Box 22234, 
Houston 27, Texas. 

Write No. 29 on Place Mark Card—Page 32 
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THESE SURFACE TRACES 


prove that you can cut polishing costs with Formbrite, 
Anaconda’s superfine-grain drawing brass. 


STANDARD OR BRASS 


n size 045'mr ae: bad:) am 8) arelaler-nalela 


ENLARGED SURFACE TRACE 


THE STRETCHED SAMPLE 


Formenire is springier, harder, more scratch resistant than 
the usual drawing brasses in the same standard tempers. 
Yet it retains remarkable ductility for forming and drawing— 
even such deep-drawn products as pen barrels. And Form- 
brite costs no more than ordinary drawing brass, despite its 
superiority. Get full details from your Anaconda representa- 
tive or write: The American Brass Company, Waterbury 20, 
Conn. In Canada: Anaconda American Brass Ltd., New 
Toronto, Ontario. 


645 


Oe DRAWING BRASS 


Z¢ )f } after 40 cake larercearela 


ENLARGED SURFACE TRACE 


WHEN SEEN IN OBLIQUE ILLUMINATION 


FORMBRITE® 


Superfine-Grain Drawing Brass an 


ANACONDA 


product made by The American Brass Company 
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‘Experience is reassuring... 


and no switch source 


matches MICRO SWITCH” 


PURCHASING 





Wren you face the responsibility of recommending a source for switches, 
a capable record of experience is reassuring support for your decision. In 
small precision snap-action switches no source can match MICRO SWITCH’s 
experience, for MICRO pioneered the design and manufacture of these minia- 
ture control centers. Today, new switch ideas from MICRO SWITCH are auto- 
mating production lines and serving the O.E.M. market on products ranging 
from coffee makers to machine tools. These Quick Switch Histories show 
just a few of the ways MICRO SWITCH experience is working in literally 
every industry to cut costs through automatic control. 


Quick Switch Histories 
— how switches serve industry— 


TEXTILES—Reliable switches needed to protect 1500 costly automatic knitting 
machines against damage in the event of thread or needle breakage. Reliability meant 
MICRO SWITCH. 


APPLIANCES—Enclosed mercury switches resist detergents as they serve on auto- 
matic washers and dishwashers. And, no one knows mercury switches like MICRO 
SWITCH. 


LUMBER PROCESSING—Production increased approximately 6% due to reduced 
down time when MICRO SWITCH “Plug-in Limit” Switches were installed on a high 
speed lumber sorting machine. Replacement takes only 20 seconds. 


METALWORKING—Completely automatic machine which turns sheet steel into 
automobile wheels uses 110 limit switches. MICRO SWITCH “Plug-in Limit” Switches 
were chosen to minimize down time on this vital production machine. 


ELECTRONICS—Millions of operations were necessary at 400°F. Needed subminia- 
ture size but reliability for testing 430 electronic parts per hour. MICRO SWITCH 
supplied the answer. 


MACHINE TOOLS—57,000 precise operations required every day on an automatic 
grinder. Despite the 19,000 operations per shift, MICRO SWITCH limit switches are 
giving long service life. 


AIRCRAFT-—Jets get switch reliability at 1000°F. due to special design by MICRO 
SWITCH. 


MICRO SWITCH service is always nearby 


On your product or on your production line, MICRO SWITCH precision 
switches can cut costs with automatic control. It’s easy to get prompt service 
on your switch problems by calling the nearby MICRO SWITCH branch office 
or authorized distributor listed in the Yellow Pages. Put MICRO SWITCH 
experience to work now. 


MICRO SWITCH .. . FREEPORT, ILLINOIS 
A division of Honeywell 
In Canada: Honeywell Controls Limited, Toronto 17, Ontario 


H Honeywell 


MICRO SWITCH Precision Switches 
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“Plug-in Limit” Switches 


Subminiatures 
and Sub-Subminiatures 


Enclosed Industrial Switches 


ff 


ee 


Mercury Switches 


~ 


Small Basic Switches 


12 


Explosion-Proof Switches 


; 


Push-Button Switches 











. our fence definitely 
discourages pilferage.. .” 


COAST BOTTLING COMPANY our local Anchor office today for 
atait with one of Anchor’s trained sales 
engineers. Write for free catalogue to: 
ANCHOR Anomon Faxon, 6615 Eastern Avenue, 
Baltimore 24, Maryland. 


his new soft drink plant went 
2 fall of 1959, 700 feet of Anchor 
é installed at the same time. 
ect specified chain link for its 

y and maximum protection 
[he contractor selected Anchor 
r competitive pricing. Our 
nee prevents trespassers from 
ng through the property and 
discourages pilferage from 

n the yard overnight. The 


has proved very ve able in pionts in Baltimore, Md.; Houston, Texas; ond Whittier, 
avoid traffic tie-ups.’ Col. « Sold direct from factory branches in principal cities. 
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SOLVE DOZENS 


of Production Problems 


New, Versatile 


kleen-stik 
Gilg: eradure Jenattive 


y ) | >) | oN 3) Ad 
IN TAPE FORM 


tly Bonds Anything...to Anything! jeat - - 
| use an adhesive — you can strong 5° 
lo the operation faster, better, ible! 
omically with new KLEEN-STIK _ Invi 
hesives! Thin, tough film double- 
h special moistureless adhesive, 
t to most surfaces. Replaces and 
ms glues, cements, gummed tapes, 
3, nails, screws, staples, etc. — in 
f everyday applications! 


SAVE TIME AND MONEY IN 
ALL THESE OPERATIONS! 
®@ Mounting @ Holding 

@ Attaching @ Splicing 

® Anchoring @ Joining 

@ Fastening @ Assembling 


“é J 

Customized” to your needs! 
Available in handy Dispenser 
Pack or large rolls, in stand- 
ord Y%)”, %”, of 1” width, 
with exclusive ‘‘Finger-Lift’’ 
edge. Also in bulk rolls up 
to 54” wide. 


_kleen oa sti k Products, Inc. 


Dept. P 7300 t Ww v e @ Chicago 
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Compact, Strap-Type 
Pillow Blocks 


Strap-type pillow blocks fea- 
ture compact, economic design. 
Simplified two-bolt mounting ar- 
rangement on low silhouette 
blocks automatically draws the 
cap into proper adjustment against 
the base. All units in series in- 
corporate self-lubricating and self- 
aligning ball assembly and com- 
bine efficiency and durability with 
lighter weight and reduced cost. 
Randall Graphite Bearings, Inc., 
Greenlawn Ave. and Lake St., 
Lima, Ohio. 

Write No. 30 on Place Mark Card—Page 32 


900 cfm Portable 


Rotary Compressor 


A 900 cfm portable rotary com- 
pressor uses a patented design 
which puts the second-stage com- 
pressor cylinder directly under 
the first stage, providing accessi- 
bility, easy maintenance and self- 
draining of compressor oil. Two 
filters are incorporated, one a 
lifetime unit and the other an 
inexpensive, disposable final filter. 
Automatic control stops engine 
in case of high discharge air tem- 
perature, overheating of cooling 
water, or low engine oil pressure. 
Worthington Corp., Harrison, N.J. 
Write No. 31 on Place Mark Card—Page 32 
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They're both strip products, but... 


RIVERSIDE-ALLOY 
continuous casting 
can make the difference! 


Enlarged from '/6” 


Profitable strip products or expensive rejects . . . the 
difference is how your alloy was cast. Exclusive 
Riverside-Alloy continuous casting methods produces 
the ideal metal . . . no impurities, no gas holes... 
but a dense, homogeneous casting, 100 per cent 
fault-free. 

Result: Riverside-Alloy strip, rolled from River- 


side-Alloy castings, is the finest you can buy.. . 
never a hidden defect to show up in thin gauges, 
under severe die forming. 

Next order, specify Riverside-Alloy . . . profit from 
the benefits of continuous casting . . . eliminate your 
reject problems. Riverside-Alloy Metal Division, 
H. K. Porter Company, Inc., Riverside, N. J. 


RIVERSIDE-ALLOY METAL DIVISION PORTER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys paints, refractories, tools, forgings and pipe fittings, rol! formings and stampings, wire rope and strand. 
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between maximum performance 
and moderate cost... 


Give you more for 
your bearing dollar 


For those hundreds of in-between applications where per- 
formance requirements are more exacting than those provided 
by the ordinary commercial bearing, but where maximum pre- 
cision would be unneeded precision — specify Tru-Rol for the job. 


Tru-Rol Bearings provide above-commercial-grade 
efficiency . . . at worthwhile savings in cost. Internal 
clearances are closely controlled. Rollers are equally 
spaced to eliminate- out-of-balance vibration. Each 
roller is crowned to distribute the load evenly along 
the full length of the roller. Eleven types available in 
single and double width bearings, in stamped steel re- 
tainer, segmented retainer or full roller construction. 


rts your nearby Rollway Service En- 


gineer to detail the quality you should be getting 

a: 8 Ve in your “commercial grade” bearings. Or write 

TYPES for the Rollway Tru-Rol catalog showing the full 

L-J U-J AVAILABLE line, and capacity and size ranges. ROLLWAY 
Separable Non-separable Non-separable BEARING COMPANY, INC., Syracuse, N. Y. 


Inner Race Bearing Bearing 


| GOUTE 


y Or i 
UR-E UR-L— LR-U E-U  UM-B UM-J BEARINGS 
Separable Separable Separable Separable Non-separable Non-separable 
Outer Race Outer Race inner Race Inner Race Full Roller Full Roller ean ae lias aie ‘ 0 oe 


NEERING OFFICES: Syracuse « Chicago « Toronto ¢ Cleveland « Seattle » San Francisco * Boston « Detroit « Pittsburgh » Houston « Philadelphia « Los Angeles 
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This spine-tingling crash actually 
took place in Flemington, N. J., 


September 6, 1959 


el 


ye 


thanks to FRASSE tubing! 


Spectators gasped when this sprint car skidded—at 95 m.p.h.— 
Welded Mechanical Tubing into a series of flips that seemed certain to demolish both car and 
driver. Yet—miraculously, the driver walked away from the wreck 
with only minor bruises. His roll bar—made from Frasse tubing— 
Centrifugally Spun Tubing had shielded him by taking the full impact of the car...not once, 
but four times. 





Seamless Mechanical Tubing 
Pressure & Hydraulic Tubes 


Stainless Seamless Tubing 

The capacity to take such abuse is inherent in seamless tubing. 
It combines the ability to absorb and localize shock, with the ulti- 
Stainless Pipe, Valves & Fittings mate in strength and rigidity in proportion to size and weight. 
Then too, it possesses superior welding and machining properties. 
That’s why more and more engineers specify seamless tubing... 
for structural and mechanical applications. 


Stainless Welded Tubing 


Aluminum Tubing, Pipe & Fittings 











Every tube in Frasse stocks meets the rigid quality specifications 
Ca MU FRACS st set by Frasse tubing specialists. So, if you use tubing in your product 
—and want trouble-free quality in a hurry...it will pay to make 


(o , f¢ r b ip Frasse your source for tubing. There’s a size on hand to meet every 


need...delivery is immediate...and Frasse engineers are available 
to assist you with any problem involving a tubular product. 

















Peter A. ||\| P7USSE}||| & Co., Inc. 
































SERVICE CENTER 





NEW YORK 13, N. Y. PHILADELPHIA 29, PA. BUFFALO 7, N.Y. SYRACUSE 1, N.Y. HARTFORD 1, CONN, 
17 Grand St. 3911 Wissahickon Ave. P.O. Box K, Sta. B P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 
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“FAIRFIELD for FINE GEARS” 


wir FAIRFIELD 


Facilities CAN MEAN TO YOu 


3 
Se 


. Concord Road 





MASS PRODUCTION ECONOMY—Large or small, you get the 
benefits of high production rates and big volume output at Fairfield 
—where fine gears are produced to meet your specifications 
EFFICIENTLY, ECONOMICALLY! 


QUALITY PLUS—There is no finer recommendation for the quality 
of the product you sell than to be able to say it is “EQUIPPED 
WITH FAIRFIELD GEARS!” 


DEPENDABLE SOURCE OF SUPPLY—Fairfield is one of America’s 
largest independent producers of precision-made, automotive type 
gears for leading builders of construction, agricultural, industrial, 
marine, and automotive equipment. 


BACKED BY EXPERIENCE—Unexcelled facilities in an ultramodern 
plant backed by more than thirty-five years’ experience in pro- 
ducing Spur, Herringbone, Spiral Bevel, Straight Bevel, Hypoid, 
Zerol, Worms and Worm Gears, Splined Shafts, and Differentials 
to customer’s specifications. 


ENGINEERING SERVICE—Fairfield engineers are qualified to make 
expert recommendations on your gear production requirements. 
Your inquiry will receive prompt attention. 





ww 





Lafayette, 
Indiana 


FAIRFIELD 
MANUFACTURING COMPANY, INC. 
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Automatic Retaining 


Ring Assembly Machine 


An automatic retaining ring as- 
sembly machine speeds produc- 
tion, eliminates assembly stations 
and reduces manufacturing costs. 
It is designed for high-speed, mass 
production assembly of Truarc 
radically installed rings and can 
be adapted to a wide variety of 
manufacturing operations. Al- 
though each unit is designed to 
install only one ring, more than 
one unit can be mounted in same 
fixture. Thus single assembly sta- 
tion can be equipped to install 
virtually any number or combina- 
tion of ring types and sizes in one 
operation. Truare Div., Waldes 
Kohinoor, Inc., 47-16 Austel PIL. 
Long Island City 1, N.Y. 

Write No. 32 on Place Mark Card—Page 32 


16 oz. Hammer with 


Changeable Heads 


oh 


A changeable-headed hammer 
provides the right hammer for the 
right job. 16 oz. claw hammer 
with hickory handle comes with 
nail head for regular carpentry, 
a ball peen for sheet metal, a 
soft head for finish work, and a 
knockout pin. Hatchet head is 
optional. Patent-pending method 
ensures heads will not come loose. 
Dumas Co. 1 Jackson St., 
Worcester 8, Mass. 

Write No. 33 on Place Mark Card—Page 32 
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The set screw that holds tight permanently— 


there’s your best buy! 


You never really know how much a socket set screw costs 
until you’ve seen how it performs. Certainly the purchase 
price is only a small indication. What about the down- 
time, the maintenance and repair expenses that inferior 
set screws can cause? No wonder we insist that a set 
screw that holds tight permanently is your best buy. 

Consider High Torque UNBRAKO from that point of 
view. The tighter a screw is wrenched, the greater its 
holding power. With High Torque UNBRAKO, tightening 
torques are up to 40% higher, thanks to deeper sockets, 
fully formed threads, and the precision heat treatment 
that eliminates brittleness and decarburization. 

And to keep High Torque UNBRAKO socket set screws 
permanently locked, we knurl the cup point. Result? 
Laboratory tests have conclusively proved that the High 
Torque set screw with knurled cup point has six times 
the vibration resistance of plain cup or specialty point 
screws. 


The myth of back-out torque—Research has also revealed 
that back-out torque is no indication of a set screw’s 
resistance to loosening in vibration. Tests comparing 


knurled cup point High Torque UNBRAKO with the spe- 
cialty point set screw of a leading competitor showed no 
significant differences in back-out torque between the 
two products. Yet in impact-induced vibration tests the 
High Torque had a vibration life six times as great as that 
of the screw with the specialty point. 





Impact-Induced Vibration Test 
Socket Set Screws 


5/16-18 x 5/16 





Installation Torque 


165 int 


——“¥+ 














High Torque UNBRAK( 
with knurled cup point 


Plain cup and 
specialty points 











High Torque UNBRAKO socket set screws are available in sizes 
#0 through 1 in., in alloy and stainless steels, in six different 
points, and with Nylok.* Your authorized industrial distributor 
has a complete stock on his shelves at all times. You get what 
you order—fast. Talk with him or write SPS—manufacturer of 
precision threaded industrial fasteners and allied products in 
many met als. *T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


INDUSTRIAL FASTENER Division 
\ JENKINTOWN 31, PENNSYLVANIA 
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:swaast ONLY MSA OFFERS 


EAR PROTECTION 
REQUIRED 





sasurement and protective equipment from MSA from excessive noise with the still popular M-S-A Ear 
nimize the industrial din of the jet age we live in. Defenders. For over 20 years—long before the problem 
the selective array of noise armament pictured gained today’s widespread recognition—MSA has been 
ou can locate noise, monitor noise, measure noise doing something about unwanted industrial noise. 
luce noise surrounding the worker’s ear. And only Every MSA Representative receives full noise indoctri- 
ffers such diverse product selection for safeguard- nation in actual exposure problems. He recommends with- 
rkers in environments of noise. out bias from MSA’s complete line. A get-together with 
back in 1937, workers first gained welcome relief him now, could lead to reduced problems for you, later. 


‘very day—in many ways—MSA products safeguard millions of lives 





FULL LINE SELECTION 


A. M-S-A® Ear Defenders. B. M-S-A® Noisefoe* Mark Il Helmet. C. M-S-A® Noisefoe* 
Mark Il with boom mike and receivers. D. M-S-A® Soundscope*. E. M-S-A® Noisefoe* 
Mark Il with noise shield mike and receivers. F. M-S-A® Noise Survey Meter. G. M-S-A® 


Noise Integrator. H. M-S-A® Noisefoe* Mark Il. 


*Trademark 


OVER 3600 SAFETY ITEMS 


Gas and dust instrumentation, head-eye-face protec- 
tion, dust and fume respirators, oxygen breathing ap- 
porotus, gos mosks, artificial resuscitation units, first 
aid supplies and kits, noise detection and eor protec- 
tion devices, instruments for continuous process stream 
control, ventilation equipment, and many other items. 


MINE SAFETY APPLIANCES COMPANY 


Pittsburgh 8, Pennsylvanio 





WHO FORGES THE TOUGH 


and dynamic balances them, too? 


ONES? 


‘ther National Forge’s reputation for producing precise 
ngs, we've installed one of the largest, most accurate 
mic balancing machines in use. Our American-Trebel - 
33,000-pound, 60-foot capacity. 

tured on the machine is a 42 ft. propeller shaft that has 
ged, machined, and hollow bored—all operations done 
ur National Forge plant—NF specialists are shown bal- 
¢ this gigantic 15,500 Ib. shaft. 
ul Want one responsible source to produce and control 
uality of your forgings... from melting and forging the 
through machining and dynamic balancing .. . call 
nal Forge. Let us quote on your next job—and prove 
» forges and dynamic balances the tough ones . . . best!’’ 
formation on the “‘tough” ones and the machinery that 
es them best, write for Bulletin NF 1. 


— 


SS NATIONAL FORGE COMPANY 


Irvine, Warren County, Pa. 


NF-59-04 B 
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Welding Control 


and Power System 


A welding control and power 
system now being offered is said 
to combine all the advantages of 
normal resistance, capacitor dis- 
charge and percussion welding 
with none of their inherent dis- 
advantages. Called “spike power” 
welding, system revolves around 
tube which is capable of handling 
very high peak currents for short 
times periods without misfiring or 
breaking down. Resistance weld- 
ing jobs can be done using trans- 
formers only a fraction of size 
formerly required. Because min- 
imum heat is generated between 
pulses, welding electrodes remain 
virtually cold, and parts can 
usually be handled with bare 
hands immediately after welding. 
Robotron Corp., 21300 W. 8-Mile 
Rd., Detroit. Mich. 

Write No. 34 on Place Mark Card—Page 32 


Extra-High Capacity 
Pressure Regulator 


An unusually large main valve 
port gives a diaphragn type pres- 
sure régulator extra-high capac- 


ity. It may be used with most 
(Please turn to page 134) 
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tnt ‘ mph of innovation 
C 


Pw Se) 


_ 


.. the SUCCESS of an idea 


Pioneering pressure-sensitive labeling marked a dramatic departure from less 
efficient methods. But originating these handy, self-adhesive labels was only part 
of it—applying them was another story. Avery wrote it by designing an entire series 
of manual and automatic dispensers to help apply these time-saving labels with 
effortless ease. 

Now Avery’s Automatic Labeler represents a giant step in the evolution of pressure 
sensitives. Developed to apply labels in exact register, it is capable of dispensing up 
to 200 labels per minute on packages, film surfaces and products. Its proven ability 
for labeling everything from cosmetic cases to food cartons already has established 
it as a solid success. 

The Avery Labeler is only one of several highly efficient labeling machines in- 
troduced by Avery to meet particular requirements the world over. A versatile new 
Avery imprinter can deliver up to 7000 impressions per hour, providing perfect 
register on all types of Avery pressure-sensitive labels, paper, film and metal foil. 


sewer eeeereeeee eee 
AVERY LABEL COMPANY Div. 130 
117 Liberty St., N. York 6 © 608 So. Dearborn St., 
Chicago 5° 1616 So. Calif. St., Monrovia, Collf. 


. Please send free fl Include KUM- 
wy and the EEN and Perma- 
METALLI ure. Grip sample labels. 


If you mark, label or identify anything, it will be worth your while to investigate 
this quality line of time-saving manual and automatic labeling equipment. For prog. 
ress in pressure-sensitive labeling, look to the leader—that’s Avery: worlds ahead! 


Avery’s streamlined packaging system, based on standard one- 
piece boxes with black polka dots on vivid yellow background, 
is designed to improve recognition and reduce handling... in 
office, plant, and store. A real packaging innovation—and 
another a first! Write for Avery’s general catalog and new 
brochure on Avery Metallics now! 


Name 
Company 
Address 
City Zone _____ State 
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AVERY LABEL COMPANY a division of Avery Adhesive Products Inc. 


1616 South California Avenue, Monrovia, California 
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Exide-lronclad 
for highest battery | 


Now your electric industrial trucks can do 


even more work for you than they ever did— 





and at a lower cost per hour. Because this 

new Exide-Ironclad Model TGS Battery packs 
still more power into the same space and 
gives you even lower power cost per ampere- 
hour. Exide brings you this power increase 
while maintaining the same unmatched 


battery life potentiai. 


Here's the secret 


looking at the newest, most advanced develop- 
battery design yet: the square tube positive plate. 
re tubes hold more usable active material than 
before possible. That means longer sustained 
all day running. They add 33% to the plate’s 
rea for higher current capacity under sudden 
ads. 


troduced the tubular positive plate battery 50 
For long life and economy, it has never 
jualed. Constant laboratory research has yielded 
s improvements over the years. Hence Exide- 

| Batteries have led the way in power, battery 
| economy. And now here is the square tube 


plate. 


how much more active material the square tube 
is. These cross-section views compare the new square 
the former round tube. Look at the extra 
jaterial. And look at the larger perimeter tat 
xtra surface area on the plate. This is the reason 
Exide-Ironclad Battery packs more power with 
e in space, and why it gives you so much 
r dollar of cost. 


PuRCHASING 





power boosted 11% 
economy yet 


Exactly the same outside dimensions as the formei 
720 amp-hr battery. This is possible because the ca- 
pacity per positive plate has been increased from 72 
= to 80 amp-hr. Other new 225% -in.-high Exide-Ironclad 
Batteries available in capacities from 400 to 1280 


amp-hr. Write for detailed bulletin. Exide Industrial 
Division, The Electric Storage Battery Company, 
Philadelphia 20, Pa. 


IRONCLAD 


] ® 
x J ge THE ELECTRIC STORAGE BATTERY COMPANY 
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What 
does this 
symbol 
mean? 


If you’re responsible for 
purchasing heat and corrosion 
resistant castings, this symbol 
is important... 


... It identifies the Alloy Casting 
Institute and its members, who 
have supported twenty-five 
years of continuous technical 
research ... research that 

has resulted in dependable alloy 
castings for critical service 
requirements. 


Can your supplier give you the 
benefits of this up-to-date 
research? It will pay you to 
investigate. 


Aci) ALLOY CASTING INSTITUTE 


1001 Franklin Ave. /Garden City, New York 
...For technical information on corrosion resistant and het resistant castings 


May we send you 

“How to Buy High Alloy 
Castings” and the 1960 
List of Alloy Designations? 
Both free for the asking. 


For More Information Write No. 237 on Place Mark Card—Page 32 
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(Continued from page 130) 
non-corrosive gases and is par- 
ticularly useful in controlling the 
flow of oxygen, nitrogen and other 
gases which originate at a liquid 
container. A high degree of sen- 
sitivity is achieved through a 
built-in. compensation device 
which maintains a steady delivery 
pressure even under varying load 
conditions. Rugged aluminum 
body and bonnet permit maxi- 
mum inlet pressure of 400 psi. 
Standard inlet and outlet connec- 
tions are 42, %4, and 1 in. NPT. 
RegO Div., Bastian-Blessing Co., 
4201 W. Peterson Ave., Chicago 
46, Ill. 
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Heavily Coated 
Are Welding Electrode 


An extruded heavily coated arc 
welding electrode will give good 
wear resistance under medium 
impact conditions. Weld deposit 
is non-machinable but can be 
forged at a bright cherry red heat. 


It has stable coating to which iron 
powder has been added for in- 
creased deposition. Approximate 
hardness of weld deposit is Brin- 
nell 375, Rockwell “C” 40. Stand- 
ard package is 50 lbs. per box. 
Hobart Bros. Co., Troy, Ohio. 

Write No. 36 on Place Mark Card—Page 32 


Small-Wheel 


Pneumatic Grinders 


Pneumatic grinders with a 
choice of ten operating speeds 
drive small grinding wheels, ro- 
tary files, carbide burrs, and sand- 
ing and cutting discs. Intended for 
burring, die grinding and contour- 
ing, flash removal, snagging, weld 
smoothing, and other metal re- 

(Please turn to page 136) 
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SANDVIK SERVICE 


is more 
than 
a smile 


’ 


KNOWLEDGE 
EXPERIENCE 

INTEREST 

INDIVIDUAL ATTENTION 


METALLURGICAL AND 
ENGINEERING ASSISTANCE 


Along 5 Product Lines 


COROMANT 
PROCESSING UNITS CARBIDE TOOLING 














It is all of Sandvik’s accumulated, SANDVIK STEEL, INC. 
world wide experience and ability 


1702 Nevins Road, Fair Lawn, N. J. 
made available to you through your SWarthmore 76200 


, : ‘ in N.Y. C. Algonquin 5-2200 
Sandvik representative. He will SANDVIK Offices: : 
help you get the utmost out of the ‘ Chicago + Los Angeles 
, ‘ : SANDVIK CANADIAN LTD. 
specific Sandvik product line 0.0 1335, Sta. 0., 9,°.0 


he represents. Works: Sandviken, Sweden 


88-210 


For More Information Write No. 238 on Place Mark Card—Page 32 
May 9, 1960 





tinued from page 134) 


yperations, grinders are 
ith speeds from 16,000 
pm, in spindle and col- 


to upgrade to cartons which are 
all-white inside and out, made of 
100% virgin bleached fibre. Pack- 
aging costs remain comparable 
because of higher yield per ton. 
Bleached Board Div., West Vir- 
ginia Pulp and Paper Co., 230 
Park Ave., New York 17, N.Y. 

Write No. 38 on Place Mark Card—Page 32 


39 HP Gasoline or 


velops 39 bhp at 1800 rpm. Com- 
pact unit is 46 in. long, 18 15/16 
in. wide and 30% in. high to top 
of radiator. Engine weighs 402 
Ibs. and power unit 622 Ibs. Maxi- 
mum power and fuel economy 
are among its features. Full- 
pressure lubrication and efficient 
air and oil filtering systems in- 
sure long life. Allis-Chalmers 
Mfg. Co., Milwaukee, Wisc. 


. ‘ Write No. 39 on Place Mark Card—Page 32 
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Tap Cartridges 
Eliminate Chip Problems 
dels with lever, push- 
ring-throttle control. 
Wilson, Inc., 21-11 
Long Island City 1, 


Tap-cartridges in form of wax 
pellet eliminate chip problems in 
tapping blind holes. Wax cart- 
ridge is dropped into drilled hole. 
As tap works into hole, solid flow 
of wax carries chips along and out 
of flutes as fast as chips are made. 
Bottom of hole is clean when 
tap gets there. Cartridge can be 
used in steel, iron, aluminum, 
plastic and the newer metals. End 
result is clean, accurate hole and 
smoother, more uniform thread. 
The Tap Cartridge Co., P. O. Box 
1017, Cincinnati 1, Ohio. 

Write No. 49 on Place Mark Card—Page 3? 
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High-Yield Bleached 
Board for Cartons 


1-yield bleached board 
ted surface recommend- 
rinting yields more car- 
ton than higher density 
‘his enables firms using 

fibre printing boards 


An addition to a line of gaso- 
line and natural gas engines is 
a 4-cycle, 4-cylinder, 138 cu. in. 
piston displacement unit that de- 





wa 


ATTRACTIVE! wy | 


PROTECTIVE! 
ADAPTIVE! 


WATC.HEMOKET 
a 
Rapido 


@eExciusive Retrax Temples slide in 
and out for perfect fit on any size face, 
@universal Nose Bridges fit every- 
body comfortably@Spread-end Frame 
makes lens changing quick, simple. 
Takes less than a minute © Side 
Shield Models of clear, pink or green 
transparent plastic. 

Write for Bulletin 459, 


0 . 
ew/9 


WATCHEMOKET opticat comPANy, INC. 


Exchange St., Providence 3, R. 1. © Throughout Canada: Levitt-Safety Limited 


Purchase 


for Profit! 
Specify Chicago Molded 


This is the molded plastic turbine fan wheel 
for the new Sunbeam “Dual De Luxe” Vac- 
uum Cleaner Turbine Brush. It’s the first 
single-shot plastic molding of a fan incorpo- 
rating the turbine principle. Nylon was used 
for flexibility and resistance to impact of ob- 
jects entering the cleaner. Involved also was 
a complex mold with 56 sliding cores. This 
combination of experience and close-tolerance 
engineering ability results in another example 
of purchasing for profit. It pays to specify: 


CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020H North Kolmar, Chicago 51, Ill. 


es don’t balk at wearing 
ifety frames. Handsome 
fer maximum protection 
f Universal nose bridge 
Retrax Temples adapt 
ntly to fit all workers; you 
inventory. 
res satisfy all fitting needs. 
snd frame accommodates 
istic or prescription lenses; 
re made quickly, without 


s are available with or with- 
»s or side shields, and in a 
f attractive colors. 
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Write No. 240 on Place Mark Card—pg. 32> 
PURCHASING 





An aluminum sheet and plate .stretching-leveling . 
operation at our Terre Haute, Indiana, plant. For , j 
pakela-Mianiolanar:}icelau-|ololel ec] Relllm@elcelelt (en c-t-lale Bile itel-t-e | 
write for booklet, ‘This is Anaconda Aluminum” 





ANACONDA a respected name, and 
now a vigorous force i LLG 





When buying aluminum for your product. 
PIG + INGOT + SHEET + PLATE + TUBE 


+ PIPE» ROD « BAR + EXTRUSIONS + 
{ PLAIN AND LAMINATED FOIL 


t check with... 


"“~NACONDA 
LUMINUM 






(3 od 


z 
3 


ANACONDA ALUMINUM COMPANY -+ 


E 
5 
5 
5 
5 
— 


GENERAL OFFICES, LOUISVILLE 1, KENTUCKY 
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Norton Resinoid Wheels 





resinoid bond 


, structure am 
cooler 


Bil 


iO 


gear 
cutting OP 


| ae 
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Now Better Than Ever 


Newest modern plant — designed and equipped to improve 
the wheels foundries need most — now going strong! 


Plant No. 8, the newest Norton building in 
Worcester, is a good deal more than another regu- 
lar step in the steady expansion of Norton manu- 
facturing space. 

This ultra-modern, multi-million dollar plant 
was built specifically to improve the manufacture 
and performance of resinoid wheels — the wheels 
foundries need most and use most. 

Working equipment is up-to-the-minute in every 
detail. In-line production, now in full swing runs 
as smoothly and accurately as clockwork. Quality 
control, always a key factor in Norton leadership, 
is now as thorough as latest processing develop- 
ment can make it. New Plant No. 8 and its new 
resinoid wheels are the latest proof of how Norton 
maintains “Touch of Gold” performance at 
highest efficiency. 

The better the processing, the better the per- 
formance. That’s why every Norton resinoid 
wheel removes more metal per dollar throughout 
longer service life. 


Small Cup Wheels... Lots of Safety 


Built-in reinforcement is available 
in Norton cup wheels of standard size 
6/43/4x 2”. The new steel cup bush- 
ing, molded firmly into the wheel 
back, does not replace a wheelguard 
but does provide additional safety 
— another valuable feature of 
Norton portable wheels that do more 
work with less operator-fatigue. 


On-the-job reports of how Norton 
resinoid wheels are paying off in 
ferrous and non-ferrous foundries 
are in the new report, Norton High 
Speed Resinoid Wheels for the 
Foundry, shown here. Your copy is 
available from your local Norton 
Representative . . . and is as near as 
your phone. Call for it today. 
Norton Company, General Offices, 
Worcester 6, Massachusetts. Plants 
and distributors around the world. 





ABRASIVES a a 


75 years of... Making better products ...to make your products better 
NORTON PRODUCTS: Abrasives + Grinding Wheels - Machine Tools + Relractories + Electro-Chemicals — BENR-MANNING DIVISION: Coated Abraswes + Sharpening Stones + Pressure-Sensitive Tapes 
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-Here’s News 
for 

Purchasing 

Agents... 


Tailored 
Customer Service 


ther you are buying screws 
ts for assembly, mainte- 
or new product development, 
ive time, money and produc- 
m problems with our tailored cus- 
service: 
» tailored stock plan... to reduce 
nvestment 
ored order service and han- 
geared to your produc- 
equirements . . . eliminate 
tion delays due to poor 
1ilored design recommenda- 
. to your application re- 
nents 
red physical properties. . . 
ustry standards or your own 
ications 
»w to take advantage of all 
vervices ... there’s no extra 


you. VMA 6996 


SCREW AND ot CORPORATION 
OF AMERICA »..:.': 


DIVISIONS: Pittsburgh 
Southington Hardware 
ericen Equipment 


~ America’s Most Compiete Line of 


Information Write No. 242 
sce Mark Card—Page 32 
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Miniature Vacuum Pumps 
and Air Compressors 


Miniature oil-less vacuum 
pumps and air compressors are 
intended for use where weight 
and space are very restricted. 
Weighing as little as 11 oz. less 
motor, units are designed for orig- 
inal equipment applications on 
automatic controls, instruments, 
business machines, lab and de- 
monstration equipment. Two basic 
types are offered, in a total of 
five rotary vane models. All run 
entirely without oil. Gast Mfg. 
Corp., Benton Harbor, Mich. 
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Hex Keys for 
Cap Screws 


Two hex keys for the 1960 type 
cap screws which replace the 36 
series are for sizes 6 and 8, which 
have been changed in socket di- 
mensions as part of industry-wide 
effort to improve cap screws. 
Keys are made of alloy tool steel 
and are isothermal heat treated 
for maximum strength without 
brittleness. Keys are 7/64 in. and 
9/64 in. and are part of set of 
eleven boxed in clear plastic, 
break-resistant container. All 
eleven hex keys can be used for 
all types of hex socket screws. 
Set Screw & Mfg. Co., Bartlett, 
Til. 
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These 3 VALUES 
are important 


1, QUALITY is important. When you 
invest in a fence you want it to last 
for a long, long time. When you spec- 
ify PAGE you get 77 years of our ex- 
perience in the design and manufac- 
ture of a quality fence. Page Fence is 
engineered for long-lasting service and 
is covered by a Registered Certificate 
of Quality. 

2. WIDE CHOICE is important. For 
example, we offer a choice of 4 chain 
link fabrics—acco-Aluminized, our 
latest development, or galvanized 
steel, stainless, or solid aluminum. 
Each of these has characteristics 
which meet individual preferences or 
make it more suitable to meet certain 
climatic or service conditions. Fur- 
thermore, there are 8 basic fence de- 
signs and 6 gate styles. No other com- 
pany can serve you with so wide a 
selection. 

3. INSTALLATION is important, too. 
A fence can be no better than the 
quality ofits erection. The Page Fence 
Member in your locality is trained, 
experienced, responsible, and inter- 
ested in your satisfaction. 

When you write us, we'll send you 
the whole story in a helpful booklet, 
and the name of our nearest Mem- 
ber. Call him, he will gladly suggest 
the best answer to your property pro- 
tection problem. 


Helpful 
booklet 
describes 
fence styles, 
gates and, 
components 


PAGE FENCE ASSOCIATION 
National Headquarters « Monessen, Pa. 
A product of Page Stee/ & Wire Division 
American Chain & Cabie Co., inc. 


For More Information Write No. 243 
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Final check is made on Spang Steel Pipe installation in Castle High School heating sys- 
tem. Uniform Spang Pipe was easy to work with, will provide a trouble-free installation. 


“SPANG is tops...they don’t make any better 
steel pipe than that!” 


says Mr. Jack C. Gottman, Jack C. Gottman & Co., Evansville, Indiana 


“We always use ‘good’ pipe in our 
installations, and usually it’s Spang,” 
reports Mr. Gottman. “That’s why we 
used Spang Steel Pipe in the heating 
system at Castle High School, Para- 
dise, Indiana. 

“Spang Steel Pipe is uniformly 
straight and true. It has a good gal- 
vanized finish that doesn’t chip or peel 
in bending, and it threads nicely. It 
makes a good appearance in exposed 
locations, too. We expect Spang will 


give good service at Castle High for 
the lifetime of the school.” 


Quality control makes 

Spang tops in performance, 
dependability 

Close manufacturing control from 
skelp through inspection builds into 
Spang Steel Pipe all those qualities 
you want on any job: uniformity of 
diameter, wall thickness and threads; 
straightness, clean interior, good fin- 


ish, easy workability—and most of all 

—durability for long service life. 
See your local Spang Distributor 

for good service on your next order. 

Remember: make it steel pipe . . . 

make it Spang Steel Pipe . . . made 

in USA. 

Architect: Lester W. Routt & Associates, 
Vincennes, Ind. 

General Contractor: Peyronnin Construction 
Company, Evansville, Ind. 

Mechanical Contractor: Jack C. Gottman & Co., 
Evansville, Ind. 


Spang Distributor: Plumbing & industrial 
Supply Co., Inc., Evansville, Ind. 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation WH 





Office Equipment and Supplies 





vation in adding ma- 
the use of three separate 
to eliminate non-es- 
»vements. The same ma- 
an “L-shaped” cypher 
sier thumb control. The 
is a product of the Vic- 
tor Adding Machine Co., 3900 N. 
Rockwell St., Chicago 18, Til. It 
le in both 10-key and 
ard models. 
3 on Place Mark Card—Page 32 


tion of a folder describ- 
techrrical fountain pen was 
d by Koh-I-Noor Pencil 
, Bloomsbury, N. J. It has 
lividually interchange- 
ving point sections, each 
own refillable ink 
The folder describes 
ese points plus detailed 

f the pen itself. 
+4 on Place Mark Card—Page 32 





storage of inactive 
‘hase orders and other 
ean be solved with a 


new dust-proof storage unit re- 
cently introduced by S. A. Hirsh 
Manufacturing Company, 8051 
North Central Park, Skokie, Ill. 
The new unit consists of an all 
steel shelf unit and eight heavy- 
duty file cases. It will hold as 
much material as a full-sized 
four-drawer file cabinet and takes 
up less than 3 sq ft of floor space. 
It stands 48” high, 28” wide and 
15” deep. 

Write No. 45 on Place Mark Cari—-Page 32 


Complete kit of hand addresser, 
masters, carbon hinges can save 
many hours of addressing time. 
The new kit is a product of 
Scriptomatic, Inc., 11th and Vine 
Streets, Philadelphia 7, Pa. Name 
and address may be typed in 
normal fashion on each card with 
the carbon hinge on the reverse 
side. The carbon hinge deposits a 
chemical impression on the re- 
verse side of the card. The barrel 
of the hand addresser holds fluid 
which moistens a wick. The mas- 
ter card is placed on a previously 
moistened area and light roller 
pressure transfers the data from 
the carbon deposit. 

Write No. 46 on Place Mark Card—Page 32 


Buyers may get a free ball pen 
from Eagle Pencil Company. The 
sample will be the new Stickpen 
which contains a stainless steel 
ball dimensioned for each ink 
color and point style. It has a 
non-corrosive brass cartridge and 
an unbreakable molded barrel. 
The new pen is available in four 
colors, blue, red, black and green. 
Write No. 47 on Place Mark Card—Page 32 


Ful' size ink stencil duplicator 
that fits into a briefcase has just 
been introduced by American 
Stencil Mfg. Co., Denver 6, Colo. 
The machine weighs two lbs. and 
is moderately priced. It will pro- 
duce copies in black or colors with 
runs of 50, 100 or more. 

Write No. 48 on Place Mark Card—Page 32 


Two-way copy paper has been 
developed by Old Town Corpora- 
tion, 750 Pacific Street, Brooklyn, 
N. Y. This paper combines two 
entirely different papers into one 
sheet. It is a heat transfer copy- 
ing paper and a carbonless copy 
paper. In its latter use, as many 
copies as needed are inserted 
under the original, before writ- 
ing. It can be used on vari-colored 
multiple printed forms. 

Write No. 49 on Place Mark Card—Page 32 


Steno-typewriter desk has been 
designed for commercial training 
facilities. It is a full-sized, flat 
top desk which converts to a reg- 
ulation typewriter desk. A spe- 
cial mechanism holds the type- 
writer platform securely in place 
when open. The all steel under- 
structure is finished in light tan 
baked enamel; the top is Fibe- 
resin. The new desk is a product 
of Smith Systems Manufacturing 
Co., 212 Ontario Street, S. E., 
Minneapolis 14, Minn. 

Write No. 50 on Place Mark Card—Page 32 


Six-page, four-color folder has 
been published by A. B. Dick Co., 
5700 Touhy Ave., Chicago, Ill. It 
illustrates the features of the new 
photocopier and outlines step-by- 
step operating directions. 

Write No. 51 on Place Mark Card—Page 32 
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@ One of the many extras that make GF office furniture so much better 


We even give casters a “torture test” 


Even such seemingly minor items as chair casters must go through tough “break-down tests” 
at GF. They're run back and forth 100,000 times over a surface with built-up obstructions 
...to be sure they can “take it”. Altogether, they travel 400,000 feet—or over 75 miles. 
This is but one of scores of special tests and processes we use to make General Fireproofing 
office furniture serve better, last longer. It’s part of the built-in value you buy with every 
piece of GF equipment. The General Fireproofing Company, Dept. Y-14, Youngstown 1, Ohio 


ENERAL 


—uamme BUSINESS FURNITURE lw 


IREPROOFING 
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pment of a new blue 

ated pencil carbon has 

ounced by Columbia 

m and Carbon Mfg., Co., Glen 

N. Y. It is laminated with a 

astic to the paper and 

1 an ink similar in ac- 

| point pen ink. This 

eliminates sticking but 

the use of the carbons. 

pencil carbons are avail- 
ets, reams and rolls. 

2 on Place Mark Card—Page 32 


card reader, as a compo- 
» in controlling plant 
operations, is avail- 


able through the Richardson Scale 
Co., Clifton, N. J. It uses a stand- 
ard IBM card. The card is in- 
serted and remains in one fixed 
position while all 960 holes are 
read simultaneously. Program- 
ming of operating, manufactur- 
ing or blending cycles may be 
accurately and positively con- 
trolled. 

Write No. 53 on Place Mark Card—Page 32 


Air-operated tape dispensers 
designed for large volume taping 
operations have been introduced 
by Minnesota Mining and Manu- 
facturing. The new line includes 
14. different portable models. 


They are activated by a push of 
a valve, flick of a switch or by 
removing a tape strip from the 
dispensing blades. Some of the 
models may be triggered by foot, 
finger or arm pressure. 

Write No. 54 on Place Mark Card—Page 32 


Card-key system may solve 
plant security problem by elec- 
tronically controlling entrance 
and restricted area movement. 
Personnel use an_ individually 
numbered card key issued by 
management. It is a product of 
Card-Key System, Inc., P. O. Box 
5£9, Burbank, Calif. 

Write No. 55 on Place Mark Card—Page 32 





Economical 


ENOUGH FOR 


DEPARTMENTAL 
ND SECRETARIAL 


OFFICES 


Distinguished 


ENOUGH FOR 


EXECUTIVE 
SURROUNDINGS 


-0-N “MILLION LINE” DESKS AND CREDENZAS have colorful, textured viny| clad drawer 
and panels. These units possess modular versatility for varied purposes and 
rrangements. H-O-N desks add dignity to the executive office, yet at the same time 


oderate prices make them economically desirable for depart- 
tal and secretarial office uses. See your regular office equip- 
t dealer today, or write to: The H-O-N Co., Muscatine, lowa. 


. 
OFFICE EQUIPMENT \\ 


THE H-O-N CO., MUSCATINE, IOWA 
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COMING 
PURCHASING MAGAZINE'S 
ANNUAL 


VALUE ANALYSIS ISSUE - 


Hundreds of Cost-Saving Case 
Histories, plus a study of Ford 
Motor Company's extraordin- 
ary cost and purchase analysis 


department. 


MAY 23 
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THE 
CARD 
WITH 
SPECIAL 
BACKING 


... in design 


Proper card design can improve card- 
handling, speed and accuracy, reduce 
card consumption, and contribute 
greatly to the economy of your data 
processing operations. 


To assist you in devising the right 
card format for each and every job, 
IBM maintains a nationwide network 
of Card Design Centers. The skilled 
personnel at each Center are thor- 
oughly familiar with IBM’s tremen- 
dous selection of standard and spe- 
cial cards, card sets, continuous 
forms, checks and special card fea- 
tures. This experience and know-how 
are at your disposal—to aid in the 
economical development of your own 
design ideas, to recommend existing 
formats where applicable, and to cre- 
ate entirely new designs tailored spe- 
cifically to your needs. Additional 
design assistance is available through 
IBM’s Sample Card Center, where 
thousands of actual card formats are 
on file, by industry and application. 
From sample cards, sent on request, 
you can study and profit by the ideas 
and the experience of others who 
have successfully solved card design 
problems similar to your own 


The IBM card is backed by QUALITY 
and SERVICE, too. Through its 
nationwide network of Card Plants 
and Warehouses... through its man- 
ufacturing experience and quality 
control, which are unparalleled in 
the industry ... and through its Sup- 
plies Specialists and Sales Represent- 
atives, who know both card and ma- 
chine requirements .. . the purchaser 
of IBM cards enjoys the finest in 
product performance and service 


This special backing makes the IBM 
card a value unsurpassed in the 
industry ... and represents one more 
example of the way IBM helps you to 
enjoy Balanced Data Processing. 
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CHINA 
MARKER 


CELLOPHANE 
MARKER 


HYDRO 
MARKER 


ron e 


PRODUCTION “ag gue 
pRODY 


olution is at your finger- 

from Blaisdell —leading 
iufacturer of specialized 
istrially graded markers 
writing instruments. 


A SPECIFIC PROBLEM. . 
OR A COMPREHENSIVE SURVEY . 


1s close as your local Blaisdell 
y-trained representative. 


600 surface engineered 
urkers plus hundreds of job 
writing, reproducing, 
tronic tabulating and eras- 
instruments to meet the 
cting specifications of your 
and office systems. 


PRODUCT FOR EVERY PURPOSE—FOR 
VERY MARKING AND WRITING SURFACE 


st better stationers everywhere. 


ntact us NOW for the name of 
r local Blaisdell representative. 
ntatives in these leading cities. 
NEW YORK 
ATLANTA 
DETROIT LOS ANGELES 
SAN FRANCISCO CLEVELAND 
ALLAS PHILADELPHIA 


ente, Mexico City and Havana 


CHICAGO 
BOSTON 





© blai 


BETHAYRES, PENNA 


king Specialists to Industry and Office 
re Information Write No. 248 
Place Mark Card—Page 32 
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Teletypewriter will produce a 
printed message on a standard 
11/16” punched tape and be com- 
patible with elec:rcnic readers 
and integrated data processing 
systems. Additional features of 
the new unit include: 20 different 
keyboard options possible; can be 
used as on-line machine for re- 
ceiving only or for off-line use in 
tape preparation; and available on 
a rental or direct sale basis. More 
detailed information on the prod- 
uct can be obtained from The 
TELautograph Corp., 8700 Bellan- 
co Avenue, Los Angeles 45, Calif. 
Write No. 56 on Place Mark Card—Page 32 


Two new photocopy dispensers 
have been announced by A. B. 
Dick Co., Chicago. Both dis- 
pensers are finished in two-tone 
frost green and beige. A paper 
backstop, inserted into one of 
two slots enables both models to 
accommodate either 8% x 11 or 
8% x 14 photocopy papers. Re- 
tainer pads hold the papers firmly 
within the light-tight box. 

Write No. 57 on Place Mark Card—Page 32 


Compact, wall-mounted coat 
and hat rack offers special advan- 
tages for shallow and confined 
areas. A feature of the unit is 


that coat hangers hang parallel 
rather than perpendicular to the 
supporting wall. The hangers 
have hookless “hooks” which slip 
into fixed receptacles that are 
permanently attached to the hat 
shelf. The new units are products 
of Vogel Peterson Co., Elmhurst, 
ill. 

Write No. 58 on Place Mark Card—Page 32 


New line of automatic time 
recorders is being manufactured 
by Lathem Time Recorder Co., 
76 Third St., N. W., Atlanta, Ga. 
Time is automatically registered 
on a time card when it is inserted 
in the machine. The new units 
can be furnished with either a 
manual or an automatic two- 
column shift. An optional feature 
is a built-in bell ringing unit. 
Write No. 59 on Place Mark Card—Page 32 


Introduction of new line of of- 
fice machine: stands for electric 
typewriters, calculators and other 
machines was recently announced 
by Apsco Products, Inc., P.O. Box 
840, Beverly Hills, Calif. The 
stands incorporate an elevating 
device which permits the stand to 
be lowered to the floor or raised 
to allow movement on casters. 
Write No. 60 on Place Mark Card—Page 32 
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Any number wins when you order from 
the new HAMMERMILL GRAPHICOPY 
PAPER SELECTION GUIDE 


Don’t gamble. Don’t guess. Simply run your 
finger down the new Guide and choose the 
right Hammermill Graphicopy Paper for your 
printing, duplicating and office use. 

Then pick up the telephone, call your 
nearby Hammermill supplier and give him 




















New 1960 Graphicopy Guide makes handy 1134 x 273% 
wall chart. One glance tells you the paper you need 
— and its order number. Re-ordering is easier, too. 


only the Hammermill Graphicopy number. 

For example, “10-018”. That stands for 
Hammermill Bond, 8% x 11, white, 3-hole 
punched, substance 20. You won’t even have 
to mention the grade, size, color or weight of 
the paper you want. Just the number. Easy? 


If your walls are already spoken for, the Graphicopy 
Paper Selection Guide will fold into a file-size or 
drawer-size piece. Top-edge title is easy to spot. 





Ask your Hammermill supplier for the new Graphi- 
copy Paper Selection Guide, or write Hammermill 
Paper Company, 1461 East Lake Road, Erie 6, Pa. 
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Coming May 23rd 


PURCHASING Magazine's Annual 
Value Analysis Issue 


ict now to get copies of this valuable 


‘‘how-to”’ reference for your entire staff! 


CHASING’s editors went behind the scenes at Ford to bring you 
gest purchasing story of the year. You learn how purchasing 
down dozens of foreign cars and PRE-COSTED every component 
icon. That’s how they were able to give management the realistic 


es it needed. 


e how purchasing guided the designers in creating a car which 
practical to manufacture . . . then helped the engineers draw up 


s which allowed plenty of room for alternate supply sources. Result 
hasing’s inspired labors: a brand new car model actually coming 


assembly lines at the budgeted cost! 


» Unique Cost Reduction Annual Shows You . . . 


HOW Value Analysis is applied in any purchasing de- 


partment, regardless of size of type of industry 


Value Analysis becomes an integral part of your 
materials management program. 


HOW 


/ \ y Value Analysis promotes teamwork between pur- 
H() N chasing, engineering, and suppliers. 


Learn the inside facts about purchasing’s monu- 
mental job in planning . . . pricing . . . styling 
. . « producing the Ford Falcon. This new concept in 
car design shows that there is no limit to the im- 
portance of the purchasing function . . . in any 
plant, in any industry! 


HO Value Analysis can be put to work in your de- 
partment ... and how to “value analyze” the bene- 
fits you can hope to achieve. 


Hundreds of actual case histories show you . . . 


HO Value Analysis can save you money in Production 

Tools — Component Parts — Materials — Electrical 
Equipment — Packaging and Shipping — Materials Handling 
— MRO and Safety Supplies — Office Supplies. 


Make Sure Every Member of Your Staff Gets this “Better Purchasing” Tool 


rculation Department 
RCHASING Macazine 
5 E. 42nd St., New York 17, N.Y. 


SBABRERBSAREERS’ 


“SPARES EBRESELAS SSS | 


ARES 


Please reserve .......... .. copies of the May 23rd VALUE ANALYSIS Issue 
for individuals listed below—at pre-publication price of $1 per copy. 
(Regular price will be $1.50.) 


[-}Payment enclosed. [jSend bill. 


Company Address 
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"NCR Paper more than repays its cost... 
a highly profitable investment.” 


“Cities Service Dealers are sold on 
NCR Paper for a number of reasons. 

“They usually fill out lubrication 
forms during the busiest time of the 
day. By using NCR Paper, they do not 
have to insert and remove carbon pa- 
per, and they are getting a sharp, clear 
copy every time. This saves important 
time while the customer is waiting, 
while at the same time automatically 
addressing a follow-up post card to be 
sent out at regular intervals to cultivate 
regular customers. 


“All this saves thousands of dollars 
worth of time every year... this faster 
and better service also assures neater 
and more accurate records... and cus- 
tomers are pleased to receive a legible, 
non-smeared copy for their records. 

“Therefore, while NCR Paper costs 
more than forms with a carbon, we are 
convinced that the time saving and 
other advantages are worth far more 
than the extra cost, thus making NCR 
Paper a highly profitable investment. 

“As evidence of the popularity of 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 
ANOTHER MONEY-SAVING PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 


May 9, 1960 


—CITIES SERVICE OIL COMPANY, Chicago 


NCR Paper among Cities Service Deal- 
ers, they have ordered 1,000,000 sets 
this year—more than they previously 
ordered in several years.” 


ok) d- 


Marketing Vice President 
of Cities Service Oil Company 
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EFFICIENCY AND | CONTROL 





“This Moore system 
cut our payroll 


preparation time 


A by 40%” 


entz, Treasurer, Southland Supply Company, Inc., Dallas, Texas. 


ithland Supply Co., Inc., wholesale plumbing, Moore Unit Payroll System, with 3-part Speediset 
ditioning and industrial suppliers, employs forms. It is the company’s control in print. 
) people. They are paid by check on a weekly 
[wo years ago, company executives took a 
ok at their payroll system. They found that 
records were not completely up to date, that time 
isted in duplicate posting, and that copying 
‘ot into the books in spite of careful balancing 
ecking. 


Moore makes forms and complete paperwork sys- 
tems of all kinds, designed for every use in businesses 
of all kinds. Whatever your business is, no matter 
what size, the Moore man can help you get better con- 
trol through controlled paperwork. Look him up in 
the Yellow Pages or write the Moore office nearest you. 


system Southland uses now is based on a 
scientifically designed form, filled out on a 
| electric typewriter. The form provides the 
ck itself and clear copies with a single writing. 
s the check, on safety paper with a complete 
nt of earnings and tax information for the 
Part 2 is filed numerically in a payroll 
for later reconciliation with the bank state- 
(he third part is used as a tax record, filed by 
yee’s name in a special binder, shingle-fashion. 
each check are visible for easy quarterly 
“This system gives us accurate and up-to- 
te records, with all the information needed for 
and Federal governments,” says Mr. Robert 
Southland’s treasurer. “At the same time, it Mecsas Busmums Peama, Inc. Minsere Pols, ¥.¥.; 
hundreds of dollars a year, not to mention Denton, Texas; Emeryville, Calif. Over 300 offices and 


r K os factories throughout the U.S., Canada, Mexico, Cuba, 
valuable working time.” The system is a Caribbean and Central America. 


»ntrol with 


MOORE BUSINESS FORMS 
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Low-priced photocopier was re- 
cently introduced by Formfoto 
Mfg. Co., 3713 Milwaukee Ave., 
Chicago 41, Ill. It will make a per- 
manent copy from any paper or 
card stock—up to 9 inches wide. 
The machine can plug into any 
electric outlet, is 19 inches wide, 
6 inches high, 12 inches deep and 
weighs 16 lbs. 

Write No. 61 on Place Mark Card—Page 32 


Dye-neutralizing hand cleaner 
for removing all types of dupli- 
cating ink and dye stains has 
been announced by Amodex 
Products, Inc., Bridgeport, Conn. 
The new product is packaged in 
a plastic squeeze bottle which 
dispenses a few drops at a time 
of the creamy liquid. Samples for 
in-use testing are available. 

Write No. 62 on Place Mark Card—Page 32 


A new, inexpensive name label 
holder for desks has been placed 
on the market. Made by the Cel- 
U-Dex Corp.,. Box 1127, New 
Windsor, Newburgh, N. Y., it is a 
transparent plastic pyramid with 
three working faces. Eight and 
ten inch lengths are available. 
The triple-face feature makes it 
possible to have three name 
changes in one unit or to combine 
names and informational material. 
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GRIPS AT A TOUCH of the 1 aa 


instantly, too. @Has 2” capaci- 
ty—vyet holds even one sheet 
securely. No marring. No holes. 
@ The ideal work organizer. 

Hundreds of uses—work sheets, 

>. photos, catalogs, letters, sheet 

music, blueprints. Genuine 

4 pressboard—red, black, grey, 

green or blue. Letter, legal size. 


ACCOGRIP" 


Or write: ACCO PRODUCTS, ACCO PUNCHLESS BINDER 
A Division of Natser Corporation, Ogdensburg, N.Y.- In Canada: Acco Canadian Co., Ltd., Toronto 


ASK FOR ACCO’s new booklet 
“IdeasThat SaveTime and Space” 
available free at office outfitters. 


¥*TM pending 
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Through the eye of PURCHASING’S Camera 
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YOUNGSTOWN AT NEW CASTLE— 
Two local associations held a joint 
meeting for the purpose of meeting 
Tom English of Alcoa, President of 
the National Association of Purchas- 
ing Agents. Seen before the meeting 
are: (left to right) James Penman, 
national director of New Castle; War- 
ner MeVicar, 6th District v. p.; Mr. 
English; and M. Schabitzer, national 
director of the Youngstown group. 


planners of the recent purchasing seminar at 
sity of Tennessee are shown with Dr. Howard 
(second from left), Harvard Business School, 
1e featured speakers. Standing with him are 
eht): J. D. Armstrong, Rohm & Haas Com- i 1 
Viiles Manning, Tennessee Mill and Mine Sup- An outstanding panel at the recent seminar discussed 
und James G. Webster, Rohm and Haas Com- problems and accomplishments in the field of purchas- 
ing. They were (left to right): A. H. Keally, University 
of Tennessee; Paul Fahey, Tennessee Valley Authority; 
Malcolm Ryan, Aluminum Corp. of America; and E. L. 
Humphrey, Tennessee Eastman Corp. 


PURCHASING 
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STRUCTURALS 


COILED SHEET 


ARCHITECTURALS 


aluminum savings 
and Service from the Reynolds 


Aluminum Distributor 


Your Reynolds Distributor stocks the 
aluminum most in demand in your area— 
and he can get it to you fast. He can 
offer sound, cost-cutting technical advice, 
as well, 


Remember, he saves you inventory space 
by stocking major forms of aluminum at 
one source. He represents aluminum know- 
how and economy. Phone hiin today ! 


REYNOLDS METALS COMPANY 
Richmond 18, Virginia 


See next page for list of distributors —>» 








ror- 11 Mm dais 


REYNOLDS 
ALUMINUM 


ALABAMA 

Reynolds Aluminum Supply Co., Birmingham 

ARIZONA 

Reynolds Aluminum Supply Co., Phoenix 

CALIFORNIA 

American Building Materials Co., (Architectural Only) 
*Sacramento 

Braico Metals Inc., *Los Angeles 

Kilsby Tube Supply, *Los Angeles (Tubing & Pipe) 

Perry Kilsby Div., Republic Supply Company of 
California (Tubing & Pipe) 
San Francisco, San Diego 

Pioneer Aluminum iInc., *Los Angeles 

Rebco, Inc., (Architectural) *Los Angeles 

Republic Supply Co., *Los A 

Reynolds Aluminum Supply Co., Fresno, *Los Angeles, 
Sacramento, San Diego and San Francisco 

Joseph T. Ryerson & Son, Inc., Los Angeles, 
San Francisco 

Turner Metal Supply, (Wire, Rod, & Bar) *Los Angeles 

COLORADO 

Silver Steel Ce., *Denver 

CONNECTICUT 

American Steel & Aluminum Corp., *Hartford 

Peter A. Frasse & Co., Hartford, Wethersfield 

Joseph T. Ryerson & Son Inc., Wallingford 

Sheet Metal Mfg. Co. (Architectural) Waterbury 

FLORIDA 

Jenks Metals, inc., *Miami 

Reynolds Aluminum Supply Co., Miami 

GEORGIA 

Reynolds Aluminum Supply Co., *Atlanta and 
Savannah 

Southern Aluminum Finishing Co., *Atlanta 
(Architectural) 

HAWAII 

American Factors, Ltd., *Honolulu 

ILLINOIS 

Al i 








ib s, Inc., *Chicago 
Joseph Behr & Sons, *Rockford, (Wire, Rod, & Bar) 
J. G. Braun Co., (Architectural) *Skokie 
Chicago Tube & tron Co., (Tubing & Pipe) *Chicago 
Jones & Laughlin Steel Warehouse Div., Chicago 
Kasle Stee! Corp., Chicago 
C. A. Roberts Co., (Tubing & Pipe) *Franklin Park 
Jos. T. Ryerson & Son, Inc., *Chicago 
Benjamin Wolff & Co., *Chicago 
INDIANA 
Jones & Laughlin Steel Warehouse, (Holiday Stee!) 
*Indianapolis 
Kasle Steel Corp., South Bend 
Jos. T. Ryerson & Son, Inc., indianapolis 
United States Alum. Co., *South Bend 
1OWA 
Pittsburgh-Des Moines Steel Co., *Des Moines 
(Architectural) 
Robinson Bros. & Co. Div. of Ft. Dodge 
tron & Metal, *Des Moines 
KANSAS 
Industrial Metals, inc., Wichita 
KENTUCKY 
Cobb Sales Co. (Wire, Rod, Bar) *Lovisville 
Reynolds Aluminum Supply Co., Louisville 
Jones & Laughlin Steel Warehouse Div., Louisville 
MARYLAND 
By-Products Co., Architectural) 
Clendenin Bros., Pa ke “peltoece 
SETTS 





MASSACHUSETT: 

Admiral Brass & Copper Co., Inc. *Cambridge 
(Rod Only) 

American Steel & Aluminum Corp., *Cambridge 

The Congdon and Carpenter Co., Fall River, Mass. 

Jos. T. Ryerson & Son, inc., Boston 


MICHIGAN 
Alro Stee! & Aluminum, *Jackson (Wire, Rod, & Bar) 
Haven-Busch & Sons (Architectural only), Grandville 
Kasle Steel Corporation, *Detroit and Grand Rapids 
McDonnell Bros., Inc., (Architectural only) *Detroit 
Mt. Morris Bidg. Products, Inc. *Mt. Morris 
(Architectural) 
Joseph T. Ryerson & Son, inc., Detroit 
MINNESOTA 
MacArthur Co., (Architectural <2 *St. Paul 
Vincent Brass & Al Co. St. Paul 
MISSOURI 
industrial Metals, Inc., *Kansas City and St. Louis 
Jos. T. Ryerson & Son, Inc., St. Louis 
NEBRASKA 
United Brass & Aluminum Co., Inc., *Omaha 
NEW JERSEY 
Julius Blum & Co., inc., (Architectural) *Caristadt 
Edgcomb Steel and Aluminum Corp., *Hillside 
Peter A. Frasse & Co., Inc., Lyndhurst 
Mapes & Sprow! Steel Co., *Union 
A. B. Murray Co., Inc., *Elizabeth (Tubing & Pipe) 
Joseph T. Ryerson & Son, Inc., Jersey City 
Passaic Metal Products, inc., (Architectural) *Passaic 
Rebco-Metro, Inc., West New York (Architectural) 
NEW MEXICO 
New Mexico Tank & Culvert Co., *Albuquerque 
Silver Steel Co., Albuquerque 
NEW YORK 
J. . G. Braun Co., gv sera only) New York 
ib Steel & Corp., *Hillside, N. J. 
Peter A. Frasse ty Co., Buffalo, *New York, Syracuse, 
Buffalo 
Charles F. Guyon, *New York (Tubing & Pipe) 
Long Island Tinsmith Supply Corp. (Architectural), 
*Richmond Hill, N.Y. 
Mapes & Sprow! Steel Co., *Union, N. J. 
Ontario Metal Supply, Inc. (Rod only) *Rochester 
Joseph T. Ryerson & Son, inc., Jersey City, N. J. 
Buffalo 
Sheet Metal Mfg. Co., Inc. (Architectural) 
*Brooklyn, White Plains 
NORTH CAROLINA 
Reynolds Aluminum Supply Co., Raleigh 
Jos. T. Ryerson & Son. Inc., Charlotte 
J. H. Wilkinson Co., Inc. *G (Architectural) 
OHIO 
Hynes Steel Products Co., *Youngstown 
Jones & Laughlin Steel Warehouse Div. 
(Hamilton Steel), Cleveland 
Jones & Laughlin Steel Wareh Div ti 
Jos. T. Ryerson & Son, Inc., Cincinnati, nen 
Kasle Stee! Corporation, Cleveland 
Mutual Manufacturing & Supply Co., *Cincinnati 
Vorys Brothers, inc. *Columbus 
OKLAHOMA 
industrial Metals, Inc., Tulsa 
OREGO 
Reynolds Aluminum Supply Co., Portland 
PENNSYLVANIA 
Athos Steel Service Co., *Philadelphia 
Collins-Edmonds, Inc. *Philadelphia (Welding Wire) 
Peter A. Frasse & Co., Philadelphia 
Merchant & Evans Co., *Philadelphia 
Morgan Aluminum-Welding Rod Co., Mt. Carmel, Pa. 
(Welding Wire) 
A. B. Murray Co., Inc., Bristol, McKeesport 
(Tubing & Pipe) 
Penna. Industrial Supplies Co., Inc., *Pittsburgh 
Jos. T. Ryerson & Son, Inc., Philadelphia, Pittsburgh 
RHODE ISLAND 
The Congdon & Carpenter Co., *Providence 
TENNESSEE 
Reynolds Aluminum Supply Co., Memphis, 
Nashville 
TEXAS 
Allied Metals Inc., *Houston 
Building Service & Supply Co., *Midland (Architectural) 
Joseph T. Ryerson & Son, Inc., Dallas and Houston 
UTAH 














Silver Steel Co., Salt Lake City 

VIRGINIA 

Globe Iron Construction Co., Inc., "Norfolk 
(Architectural) 

Reynolds Aluminum Supply Co., Richmond 

WASHINGTON 

Reynolds Aluminum | aad Co., Seattle and Spokane 

Joseph T. Ryerson & Son, Inc., Seattle 

Tube Supply, Division of Kilsby-Tube Supply, Seattle 
(Tubing & Pipe) 

WASHINGTON, D.C. 

Washington Roofing Products Co., Inc.,* 
(Architectural) 

WISCONSIN 

Theo. Kupfer Foundry & Iron Works, inc. *Madison 
(Architectural) 

Joseph T. Ryerson & Son, Inc., Milwaukee 

Wisconsin Bridge & Iron Co., *Milwauvkee 
(Architectural) 

*Indicates main office 


Watch Reynolds TV shows: 
“ADVENTURES IN PARADISE”, “BOURBON STREET BEAT” 
and “ALL STAR GOLF” — ABC-TV 
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SK/L RECIPRO SAW 


cuts maintenance labor costs... replaces tedious hand sawing 


YOU GET ALL 
THESE OUTSTANDING 
FEATURES... 


e Cuts Close to Walls 
(with off-center blade) 


@ Doubled Blade Life 


@ Low Maintenance 
(only 3 main moving parts) 


Famous’ SKIL and SKILSAW products 
made only by SKIL Corporati 


ion, 
Chicago 30, lilinois. in 
Canada: 3601 Dundas Street West, 
Toronto 9, Ontario. 


Elston Avenue, 


May 9, 1960 


The new Skil Recipro Saw is an entirely 
new concept in reciprocating saw 
design—and the first 2-speed unit ever 
developed. 

it cuts anything that can be sawed 
by hand—faster, easier, and better. To 
cut metal fast with minimum blade wear, 
you just set the switch for LOW speed. 
For fastest cuts in wood and composi- 
tions, the HIGH speed setting is used. 

Exclusive 2-position shoe doubles 
blade life. When one blade section is 


WRITE TODAY! 


SKIL Corporation, Dept. PGT-50 


worn, the shoe can be easily repositioned 
for cutting with a new, unused part of 
the blade. And the savings in blade costs 
quickly pay for the saw! 

Engineers and maintenance menalike 
find its remarkable versatility makes 
this saw an all-purpose unit that replaces 
all tedious hand, keyhole, and hacksaw 
operations. And it does it 5 to 20 times 
faster. In short, the 2-speed SKIL 
Recipro Saw offers advanced features 
not found on any other tool. 





5033 N. Elston Ave. 
Chicago 30, Ill. 





Please send me FREE brochure 
(No. F-14499) containing full 
specifications of the new SKIL 


Position___ 


Street 








Recipro Saw and illustrating the 
many ways it can be used. 
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Key ‘To Success 


\ND PURCHASING 
re recently given the 
cess by Dr. Kenneth 

educational consult- 
eral Motors Corp. He 
ip in one word: Con- 


P. Brownell of the 
Electric Illuminating 
iced the noted educator 
d audience of purchas- 
and their bosses at the 
xecutives Night meet- 


‘veying Literature 


‘arland based his theory 
prehensive survey of all 
lies and literature that 
produced on the “suc- 
rsonality.” The search 
most unanimous agree- 
1at one component. 
want to win,” Dr. Mc- 
ld the group, “there 
| things you must do. 
with yourself. Most 
lf-made men, but only 
sful ones admit it. 
vy over and over that 
people are not a sepa- 
They have the same 
uipment that other peo- 
but they have become 
| by using more of what 


Know your Job 


md area is: Get with 
People continually talk 
ahead’ and ‘going 
their business or pro- 
one is to go places, he 
a vehicle in which to 
vehicle is his job, his 
- his profession. The 
way to be interested in 


Given Cleveland P.A.’s 


The guest speaker at the recent Executive’s Night sponsored by 
the Cleveland Association was escorted to the meeting by the 
president and program chairman. They are (left to right): Stewart 
P. Brownell, Cleveland Electric Illuminating Co., program chair- 
man; Dr. Kenneth McFarland, General Motors Corp.; and Ray 
Bosch, Thompson Ramo Wooldridge, president. 


your job is to know more about 
it.” 

The third point which Dr. Mc- 
Farland suggested for achieving 
confidence was: Get with the 
wisdom of the ages. “History re- 
peats itself,” he said, “and this is 
fortunate because so many people 
do not hear it the first time. Man 
should leave the trial-and-error 
type of learning to the lower ani- 
mals, because man alone is in a 
position to profit from the suc- 
cesses and failures of his pre- 
decessors.” 

Dr. McFarland also predicted 
that everyone would find the next 
decade to be one of thrilling ex- 
periences. “On the one hand, we 
now have more people and more 
purchasing power than ever be- 
fore, and on the other hand we 


have more things to be purchased. 
Back of that we have more fa- 
cilities to produce more. 


Customer on the Throne 


“The most thrilling thing,” he 
prophesied, “about the new dec- 
ade is not found in the unpre- 
cedented abundance in which the 
ingredients of prosperity exist. 
The most encouraging of all cur- 
rent facts is that for the first 
time in 30 years, the customer is 
seated squarely on his throne and 
is again ruling every part of his 
realm.” 

In concluding, Dr. McFarland 
reminded his audience, “Leader- 
ship is achieved only in propor- 
tion to the way we serve our 
fellow men.” 
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To the P.A. who never 
wants to be “let down” 


... Arcos offers personal in-plant technical 
assistance— whatever your company welds— 
stainless, low alloy, aluminum or mild steel. In 
addition, Arcos offers a complete selection of 
rods and electrodes to help your company get 
maximum results at lowest cost on every welding 


iD operation. And Arcos quality controls assure 
Wi ais : dependable, consistent results on job after job. 


QUALITY WELD METAL 


ARCOS CORPORATION 
1500 S. S5SOth St., Philadeiphia 43, Pa 


For full information on the Arcos line send for 
new Welding Guide and Catalog. 


TECHNICAL LITERATURE WELD METAL ANALYSIS RESEARCH & DEVELOPMENT PERSONAL ASSISTANCE 
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Which of these did you use today? 


Alarm wake you this morning? Stove timer work all right? Did you drive to work... 
take a business trip by air. . . press a light switch . . . use a dictating machine... or 
home workshop motor? Then you, or someone in your home or business, used a spring. 
With a product-mix like this it’s practically certain that we enter your daily living, 
tucked anonymously away in nationally known and respected brands of all sorts of 
articles. 


Write for a copy of ‘‘How to Solve Your Spring 
Design Problems” to learn how early consul- 
tation with the spring manufacturer results in 
improved design and performance. 


Associated Spring Corporation General Offices: Bristol, Connecticut 


es Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
and Sons Division, Bristol, Conn. Ohio Division, Dayton, Ohio Gibson Division, Mattoon, Ill. 

vers Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Milwaukee Division, Milwaukee, Wis. 

*s Stee! Division, Bristol, Conn. Chicago Sales Office, Chicago 46, Ill. Seaboard Pacific Division, Gardena, Calif. 

»sidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R. 


SGOCIATED SPRING CORPORATION 








This is one of the 


greatest card tricks 


you’ve ever seen 





This 


Cards must be positioned exactly right in the feeder — and 
held there! Strong suction does the trick . . . strong suction 
provided through two lengths of Flexible Tubing Corpora- 
tion’s noncollapsing “Flexflyte.” A third length gives the high 
speed reader a rugged, vibration-free connection between the 
suction turbine and the distribution manifold. The great flexi- 


bility and toughness of “Flexflyte” permits it to stand up under 
the constant movement of the picker knife. 


Chances are your firm does not make high-speed computers. 
But if you manufacture any kind of original equipment where 
the handling of air, liquids or light solids is a problem, Flexible 


Flexible Tubing 


CORPORATION 
Guilford, Connecticut 


For More Information about ad on facing page 
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is how Flexible Tubing helps 


Univac’ designers bring it off 


In the Remington Rand Univac, Solid-State Computer, the 
high-speed reader reads 450 punched cards twice every min- 
ute, and compares the two readings on every card. 


Tubing Corporation can help you with reliable products . . . 
years of manufacturing experience . . . fast, dependable deliv- 
ery ... complete research and development facilities to provide 
technical assistance whenever you need it. To find out what 
Flexible Tubing can do for you, consult your Flexible Tubing 
regional sales engineer — or write direct for information. 
*Univac is a registered trade-mark of the Sperry Rand Corporation 


Flexible Tubing’s research, development and testing facilities are staffed with 
qualified engineers and chemists, 
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m f Through the eye of PURCHASING’S Camera 


THIRD DISTRICT— 
Harold J. Jungbluth, 
RT&E Corp., was re- 
cently elected vice 
president of the 3rd 
District of the Na- 
tional Association of 
Purchasing Agents. 
Mr. Jungbluth will 
take office later this 
month at the national 
convention in Los 
Angeles. 


1 ANA-~Thomas O. English, Alcoa 
president of the National Associa- 
Purchasing Agents, visited several 
ciations in Indiana recently. He 

it Evansville, Fort Wayne, Lafa- 

| Indianapoils—where he is pictured 
John M. Berry (left), Kennedy Tank 
vufacturing Co., 4th District vice 
and Cal Wolfe, Insley Manufac- 








NEW YORK—Richard L. Tobin (left), newspaperman and author, 
was the principal speaker at a recent association meeting in New 
York. Wearing smiles and carnations with Mr. Tobin are George 
Baker (center), Port of New York Authority, president of the 
Association; and Gailon Fordyce, American Cyanamid Co., first 
vice president. 


CLEVELAND — Three experts ap- 
peared at a Value Analysis-Stand- 
ardization Night recently. Shown 
here (left to right) they are: C. M. 
O’Grady, General Electric Co., W. L. 
Betz, Buckeye Steel Castings Co., 
chairman of the 6th District VASCO 
Committee; and Harold F. Mat- 
thews, Bailey Meter Co., chairman 
of the event. 


For More Information about ad on facing page 
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MUELLER 


BRASS CO. 


ANEW SYMBOL FOR ALL THESE 
QUALITY PRODUCTS 


from ONE dependable source 





DISTINCTIVE corporate symbol is a new addition to the American business scene and 


IhiS 


epresents the many diversified products made by the Mueller Brass Co. of Port Huron, Michigan, 


and its subsidiaries. It is a symbol of quality and service and identifies Mueller Brass Co. and 
ibsidiaries as a dependable source for copper, brass, aluminum and plastic products. 


ause of its diversified manufacturing facilities that encompass 
a wide range of fabricating methods, Mueller Brass Co. is in the 
nique position of being able to offer you, the purchaser, an 


lligent, unbiased analysis of the best, most economical method 


Be 


which your particular part can be produced. For sound design 


WY 


eering, quality-controlled production and reliable delivery 


enaine 


fabricated parts, make Mueller Brass Co. your one dependable 


ource for all these products... 


a sennnnncl 
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. 





Powdered Metal Parts 


opper Tubing 





Streamline Solder-Type Fittings, 
Copper Tube and Valves For The 
Plumbing and Heating Industries 


MICHIGAN 


MUELLER BRASS CO., PORT HURON, 


SUBSIDIARIES: VALLEY METAL PRODUCTS COMPANY, PLAINWELL, MICHIGAN 
SHEET ALUMINUM CORPORATION, JACKSON, MICHIGAN; VAMPCO ALUMINUM 
PRODUCTS, LTD., STRATHROY, ONTARIO, CANADA 


Litho in U.S.A. 





PROBLEM 
SOLVER 


Tugit’ gives men a work break that saves 


May 9, 1960 


y Tugit is being 
used here to 
hold sections of 
channel steel to- 

"3 gether for weid- 
ing. 


Tugit can be op- 
erated in close 
quarters where a 
standard hoist 
can't be rigged. 


Tugit is the compact, portable link chain hoist of 
countless uses — at any angle, anywhere. 


Lifting and shifting jobs that formerly drained men’s 
muscles and morale now yield to the powerful pull 
of Tugit. Maintenance men get a real work break 
when they operate this efficient hoist. It is geared to 
lift a ton with only 40 Ibs. of muscle effort. They 
use it for everything from positioning overhead pip- 
ing to relocating machinery. And, Tugit has a load 
brake like a regular hoist. The non-flying handle and 
non-fracturing hooks are other safety features. 


Tugit is a problem solver whether used for main- 
tenance or in production. Some plants install it to 
lift and lower pot furnace covers. Others use it to 
hold parts together for welding or assembly. Wher- 
ever Tugit goes into action, time, effort, and money 
are saved. 


Ask your Shaw-Box Distributor for a free demon- 
stration. Or write for Tugit Bulletin 15015-1C. 


MAXWELL TUGIT HOISTS 


For More Information Write 


A product of 


MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division + Muskegon, Michigan 

In Canada: Manning, Maxwell & Moore of Canada, Ltd. + Galt, 
Ontario 


IVOOW 9 


N 
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greatly enlarged cross-sectional views of selected standard and special shapes available 


he right shape plus the right finish 


equals lower production costs 
CONTINENTAL® round and special shaped wire 


) to the pleasant fact that you can often shave your production 

ppreciably—and win extra sales—by choosing the right shape in 

)u save because you eliminate forging, stamping, rolling or ma- 

operations. What's more, you can get these ready-made shapes 

y others than shown) in bright, galvanized, coppered, liquored, 

| finishes that save further in polishing and plating. If you use 

1d: medium low carbon steel wire in any shape, form or finish, by all 

learn what Continental can offer you. We have 

terally thousands of problems involving wire. 
ve to have a shot at solving yours. i 


rite for free copy of our new wire manual 


‘ONTINENTAL STEEL 


PORATION KOKOMO, INDIANA ~ 


PRODUCERS OF Manufacturer 
Flame Sealed Coppered, Tinned A 
Wire Reintorcing and Galvanieed 
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Sixth District Elects 
New Vice President 


A. B. Wadsworth, manager of 
raw material, Construction and 
Equipment Department, Alleghe- 
ny Ludlum Steel Corp. was re- 
cently elected to serve as Sixth 
District vice president of the Na- 
tional Association of Purchasing 


Vice President-Elect A. B. Wads- 
worth, Allegheny Ludlum Steel 
Corp., Pittsburgh. 


Other highlights of the Spring 
Council meeting in Pittsburgh 
were the optimistic reports of the 
various committee chairmen. 

C. Warner McVicar, Rockwell 
Mfg. Co. presided at the meeting 
and reported that the 16 associa- 
tions of Ohio, Pennsylvania, Up- 
per New York and West Virginia 
were in a healthy condition. “The 
entire area,” he said, is show- 
ing marked progress insofar as 
N.A.P.A. activities are concerned.” 

Former Sixth District vice pres- 
ident,” Lyle Treadway, Federal 
Glass Co., asked for suggestions 
about the national constitution 
and bylaws which he and his com- 
mittee have been working on for 
more than a year. A revised con- 
stitution and bylaws will be pre- 
sented to the national convention 
in Los Angeles for membership 
approval. 

Ted R. Thompson, General 
Motors Corp., of the Dayton As- 
sociation and chairman of the Dis- 
trict Professional Development 
Committee, called atention to the 

(Please turn to page 168) 
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Rust-Oleum is dis- 
tinctive as your = 
own fingerprint. | 
Accept no substitute. 


++. goes on faster, stops rust, 
lasts longer over rust! 


ONE MAN often does the work of two! 


Easier to use—because Rust-Oleum 769 Damp-Proof Red 
Primer goes directly over sound rusted metal after scraping 
and wirebrushing to remove rust scale and loose rust — 
usually eliminating costly surface preparations. Stops Rust 
— because the specsally-processed fish oil vehicle in the 769 
Primer penetrates rust to bare metal—helping to drive out 
air and moisture that cause rust. And it’s easily applied by 
brush, spray, or roller. 


Beautifies as it protects — because the Rust-Oleum New 
Color Horizons System of primers and top coats includes a 
wide array of smart new colors that resist moisture, fumes, 
humidity, weathering, etc. Talk to your Chief Engineer — 
try Rust-Oleum on your tanks, fences, metal sash, roofs, 
structural steel. See how it lasts and lasts. Consult your 
Rust-Oleum Industrial Distributor, or write for the New 
Color Horizons catalog—38 pages, free! 


RUST-OLEUM CORPORATION © 2580 Oakton Street © Evanston, Illinois 


RUST-OLEUM 








RUST-OLEUM NEW COLOR 
HORIZONS SYSTEM 
Over seventy colors are included in this 
unique new system that combines four impor- 
tent points: (1) The ability to Stop Rust, 
(2) smart, modern color harmony, (3) the 


durabili li- 1 a 
pooane: —aadrewh gen per pale g . Rust-Oleum ond Stops Rust cfe brand ndmes 
" Y és ond registered trodemarks of the Rust-Oleum Corporation. 








Write for special report 
showing Rust-Oleum pene- 
tration to bare metal. 
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Mr. Westinghouse* brings Kling Bros. Engineering 
modified f4e-Line4/ motor 
to replace expensive shop-built drive 


To meet the demanding requirements of a motor for their high inertia friction 
saws, Kling Brothers Engineering Works had been forced to fabricate their 
own motor frames, brackets and shafts. Balancing was also done in their shop 
to meet the exacting mechanical tolerances. 

The Kling saw uses the motor shaft as the spindle head with the motor 
mounted on a special base located on their machine. Mounting tolerances must 
be held to 0.001”. 

When Kling called in Mr. Westinghouse, he suggested some modifications to 
the standard Life-Line® “A” motor to meet all their requirements. One compact 
unit now serves their needs . . . at much less cost than their handmade drives. 

The Westinghouse Life-Line “‘A’”’ motors feature a pull-out torque of 350 to 
400%. To accommodate the high radial thrust, oversize bearings and shafts 
are used. Locked bearings limit any end play of shaft. A tapered shaft permits 
the saw blade to be mounted directly on the motor. A coordinated balancing 
program at Buffalo (with motor alone) and the Chicago area M & R shop 
(complete with blade) assures perfect performance of the finished machine. 

Mr. Westinghouse can help you with your drive needs whether they are 
standard or special. You can depend upon him to give you peak performance 
just as he did at Kling. 

*Ralph Recka, Westinghouse Sales Engineer in Chicago. 


FROM WESTINGHOUSE 


Mr. Westinghouse* and the f#-Lze4/ motor 


brought 56,940 hours’ continuous service 
in highly corrosive atmosphere 
to Allied Chemical’s General Chemical Division 


When General Chemical called in their Westinghouse sales engineer back in 
1953, they had a serious drive problem. An electric motor was required for 
24-hour service in an atmosphere containing hydrogen chloride, sulphur 
dioxide and sulphur trioxide. Ambient conditions varied from 70° to 100°F. 

A Westinghouse Life-Line “A” Type TEFC motor was selected to power 
a screw conveyer that feeds raw material at the rate of seven tons every 24 
hours, 365 days per year, from storage hoppers. A motor breakdown would 
result in a two-hour shutdown of the equipment it serves. 

After more than 6% years of ’round-the-clock operation, this Westinghouse 
Life-Line “‘A”’ motor is still giving trouble-free service under very severe operat- 
ing conditions. Such a record indicates many more years of outstanding service. 

Mr. Westinghouse is well equipped to step in and help you solve your drive 
problem . . . just as he did at General Chemical Corporation. 


*Tom G. Broussard, Westinghouse Sales Engineer in Philadelphia. J-22156 


Call in The Man from Westinghouse when you need help on _—item or a custom-engineered motor you need. For additional 
your electrical drive requirements. He’s well equipped to sup- information write: Westinghouse Electric Corporation, P.O. 
ply motors from fractional hp to hundreds of “‘horses.”” And Box 868, Pittsburgh 30, Pa. 

he’ll show you how to save money . . . whether it’s a shelf 


you CAN BE SURE...1F os Westi nghouse 


WATCH "WESTINGHOUSE LUCILLE BALL-DESI ARNAZ SHOWS" CBS TV ALTERNATE FRIDAYS 
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EVERY TIME 
YOU BUY 
THIS 
BRUSH... 
YOUR 
OWN 
500D 
JUDGEMENT 
SHOWS 

LSBOR™ 


Today’s industrial buyer is a special kind 
of expert. His job: spot and buy genuine 
value down the line—big purchase or 
small. And when it comes to brushes— 
both the men who buy and the men who 
use them agree on Osborn. 


e The right Osborn Maintenance 
Brushes, for instance, help your 
crew do plant cleanup jobs—sweep- 
ing, dusting, washing or scrubbing 
—faster...more thoroughly... 
at lower cost. 

So to save buying time. . . to cut buying 
costs... to get built-in value automatically 
everytime—make Osborn your brand for 
all industrial brushes. Choose from a 
complete line of superior: 

« Power brushes 

¢ Paint and Varnish brushes 

e Maintenance brushes 


Full details in the new Osborn 112-page 
Catalog. Write for your free copy. The 
Osborn Manufacturing Company, Dept. 
U-56, Cleveland 14, Ohio. 


Osbou Brus 


METAL FINISHING MACHINES ... AND FINISHING METHODS 
POWER, PAINT AND MAINTENANCE BRUSHES e FOUNDRY PRODUCTION MACHINERY 
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(Continued from page 164) 
various educational methods in 
use at the local level. 

Wilbur L. Betz, The Buckeye 
Steel Castings Co., chairman of 
the Value Analysis-Standardiza- 
tion Committee in the Sixth Dis- 
trict, pointed out Vasco is not a 
new concept, but it is growing in 
importance to the purchasing pro- 
fession. The National, all nine 
districts, and the local associations 
are doing everything possible to 
make members conscious of the 
inherent values in the program. 
Mr. Betz emphasized the impor- 
tance of workshops and the valu- 
able l'terature which is available. 


Central Iowa To Award 


$2500 Fellowship 


The Purchasing Agents Asso- 
ciation of Central Iowa will pre- 
sent, later this month, its second 
annual Graduate Fellowship in 
Purchasing at Drake University. 

The fellowship provides for the 
payment of $1250 to the winner 
for each of two semesters. It 
covers payment of tuition fees 
and will provide funds for living 
expenses. 

The $2500 that Central Iowa 
sets aside for this fellowship is 
derived mainly from the Prod- 
ucts Show. 

Arthur E. Minor, John Morrell 
& Company said, “Our associa- 
tion is aware that purchasing 
agents are spending over 52¢ 
of each company’s sales dollar 
for materials and supplies. There- 
fore, we wish to join with other 
purchasing associations in pro- 
viding the means of shedding 
greater light on our profession.” 

At last month’s meeting the 
Association conducted an_ in- 
formal panel of its own members 
to discuss Inter-Company rela- 
tionship, and how it relates par- 
ticularly to accounting, quality 
control and sales. 

Members of the panel were: 
Don Balvin, Lennox Industries; 
Jim Casey, C. E. Erickson Co.; 
Martin Heerema, Pella Rolscreen 
Co.; and Bob Johnson of John 
Deere Des Moines Works. Pro- 
fessor Robert Lovejoy of the 
Drake University faculty mod- 
erated. 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


i 
‘i! 
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THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 


2) 


at 


Fl 





EolGh 


makes the 


IFFERENG 


--.and top design 
is one of many dividends 
when you buy 


QUALITY PROTECTED 
LYON STEEL 








EQUIPMENT 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 

s 


LYON METAL PRODUCTS, INC. 
General Offices: 533 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 
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LOCATE 
YOUR NEW 
SUPPLIERS 


THROUGH THE 
FACILITIES REGISTER... 


ASK THE MAN FROM THE 
NORTHERN PLAINS 


to put you in direct contact with the 
manufacturers whose wide variety 
of preduction is available to you. 
An accurate plant by plant, machine 
by machine study has been made 
1 electronically tabulated by 
Northern Natural Gas Company 
ther natural gas utilities serv- 
5 Northern Plains States. 
ed producers are being re- 
rred to industry quickly and 

t obligation. 


ze this service write Randall 

ne, Vice Pres., Northern 
Natural Gas Company, Omaha 1, 
Nebr., or call Webster 7600. 


This Unique Service Its Yours 
»« Simply For The Asking 


ving the Northern Plains 
Northern Natural Gas Company 
eneral Offices: Omaha, Nebraska 
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News 


$34 Million Expansion 
For Borg-Warner 


Borg-Warner Corporation plans 
to invest a record $34 million in 
new facilities, machinery, and 
equipment in the United States 
and foreign countries during 1960. 

The projected expenditures are 
the largest ever planned by the 
corporation for these purposes in 
any single year and represent an 
increase of 72.6% over the $19.7 
million outlay in 1959. 

“Our expenditure of $34,000,- 
000 for new factories, machines, 
and fixtures is not only a measure 
of our confidence in the basic un- 
derlying stability of present eco- 
nomic conditions but also reflects 
a conservative estimate of the 
growing demand for the products 
we make both in this country and 
abroad,” the company announce- 
ment stated. 


Builder Urges Use of 
Cost-Plus Contracts 


P.A.’s for companies planning 
new buildings were advised by a 
construction expert to negotiate 
cost-plus contracts rather than 
lump sum contracts. 

Richard I. Land, vice president 
of the building firm Vermilya- 
Brown Company, says “in a cost- 
plus contract, the contractor be- 
comes for all practical purposes 
a partner of the owner and works 
to achieve the desired result as 
quickly and as economically as 
possible. This has special merit 
when the project is in a high tax 
location and the pressure for re- 
turn on invested capital is great.” 

Mr. Land notes that under 
lump-sum contracts, the property 
stands idle until the architect 
completes his plans. This and 
other bottlenecks, he says, could 
delay the completion of the build- 
ing as much as six months. 

“While it is true that on a 
lump-sum job the client is pro- 
tected against mistakes by the 
contractor and sudden rises in 
costs,” he adds, “he’s not pro- 
tected against mistakes in scheme 
or design. With the negotiated 
(cost-plus) job, savings in time 
will usually more than off-set a 








blunder, if any, made by a re- 
sponsible contractor.” 

The noted New York engineer 
reports “the bid price on a lump- 
sum contract represents the min- 
imum in scope and quality that 
can reasonably be demanded from 
what is shown on the plans or 
called for in the specifications. 
The contractor is in business to 
make a profit—not just to ex- 
change dollars. In today’s com- 
petitive market, if he wants to 
stay in it, he must figure the 
mininum—with mighty little 
sweetening on it.” 


Hold Contest on Savings 
Of Fluorescent Lamps 


General Electric is holding a 
contest among industrial lamp 
users to determine the amount 
of money saved by those who in- 
stalled Power Groove fluorescent 
lamps between June 1, 1959 and 
June 1, 1960. 

The company anticipates that 
the figure will fall in the range 
between $12 million and $18 mil- 
lion. The contest is designed to 
underscore the contribution of 
lamp research in providing pur- 
chasing agents with more light 
for their money. 

According to GE, each lamp 
offers savings of between $15 and 
$85 on initial installation costs, 
compared with previous fluores- 
cent types. To arrive at the total 
figure, the average saving per in- 
stalled lamp will be multiplied by 
the exact number of lamps ship- 
ped during the period. Closest 
estimates will receive prizes. 

A total of 525 prizes will be 
awarded. Entry blanks are avail- 
able from GE distributors. Con- 
test deadline is June 1, 1960. 


GSA to Sell Stockpiled 
Ground Steatite Talc 


The General Services Adminis- 
tration plans to sell about 6285 
tons of ground steatite talc from 
the national stockpile of critical 
and strategic materials. 

The talc, derived from domestic 
sources, is of a type used for dies 
in the production of electron tube 
insulators. The GSA determined 
that it is no longer needed for the 


(Please turn to page 174) 
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And what a stock! What you see above represents 
less than ten per cent of the standard fasteners— 
bolts and nuts, rivets, track accessories, and 
construction materials— which we keep in stock 
and ready to go. How do you get a shipment under- 
way? Just call the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Drilling for oil—USS Tiger Brand Rotary Drilling Lines on one of the world’s 
deepest wells—combine strength, toughness and long service life. 


From the Tiger's mouth — 


Regardless of the type of equipment you operate or 
the size, grade or construction of the wire rope you 
use—when you get better service from that wire rope 
you save money. 

Proper selection and care of your wire rope will pay 
off in longer rope life and consequent operating econ- 
omy. Here are 10 ways to increase the life of wire rope: 


1. Get the right rope. Carefully examine the operat- 
ing requirements for your rope, determine how heavy 
the loads will be, how much abrasive wear, distortion, 
or crushing the rope must withstand, and how flexible 
it must be. Then choose the USS Tiger Brand Wire 
Rope that has the properties you need . . . there is 
one for every type of job. 


2. Unreeling. To prevent kinking, be sure the reel or 
coil is free to rotate as the rope unwinds. Mount reels 
on an unreeling stand or on a shaft supported by two 
jacks. Otherwise, hold the rope end and roll the reel 
along the ground to unwind the rope. Always use this 
latter method for coils. 


3. Sheaves and drums. Align all sheaves. Be sure 
that sheaves and drums are free to rotate and large 
enough in diameter to prevent sharp bending. Grooves 
must be slightly larger than the rope diameter and, if 
scored or badly worn, should be reground before new 
ropes are installed. Sheaves with broken flanges should 
be replaced immediately. 


Strip mining—USS Tiger Brand Hoist Rope for strength with flexibility, Tiger 
Brand Drag Lines for strength with abrasion resistance, and Tiger Brand 
Boom Supports for high resistance to vibration fatigue. 
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Building a super highway—USS Tiger Brand Shovel Rope, Dozer Rope and 
Scraper Rope give longer service with less down time. 


Neca a 


Lifting industrial loads—USS Tiger Brand Slings lift the heavy loads safely. 
Crane hoist ropes provide strength and flexibility. 


more service from your wire rope 


4. Wire rope fittings. Install sockets, clips, swaged 
fittings or spliced loops or thimbles depending upon 
service requirements. Tiger Wire Rope Sockets, prop- 
erly attached with molten zinc, develop the full strength 
of the wire rope. 


5. Seizings. To prevent untwisting, apply seizings to 
the ends of any non-preformed wire rope that is not 
attached to permanent fittings. When you cut a non- 
preformed wire rope, apply seizings on both sides of 
the cut to prevent distortion. 


6. Lubrication. Lubricate your ropes regularly with 
Tiger Lube Wire Rope Lubricant to cut down internal 
wear and reduce corrosion. 


7. Cutting back. It is often advisable to change the 
, position of a rope on sheaves and drums by cutting 
short lengths of rope from the drum end. This distri- 
butes wear more evenly, prevents fatigue from con- 
centrating at any one section of the rope, and increases 
rope life. If you plan to cut back, order your ropes a 
little longer than normally required. 


8. Reverse ends. Reversing a rope, end for end, will 
increase its life if half of it gets most of the wear. 
Reversing distributes wear and fatigue evenly through- 
out the rope. 


9. Storing wire ropes. If you take a rope out of 
service for any length of time, clean and lubricate it 


thoroughly. Then store it in a dry place, protected 
from the weather. 


10. When in doubt. If you need help in selecting the 
right rope or in setting up good maintenance proce- 
dures, call in a Tiger Brand Wire Rope Engineer. He 
can give you expert advice on any wire rope problem. 


Just call our nearest distributor or send the coupon. 
USS and Tiger Brand are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Cosst Distributors 
Tennessee Cosi & Iron Division, Fairfield, Als. Southern Distributors 
United States Stee! Export Company, Distributors Abroad 


SSS SS SSS SS SSSSSSSSSSSeSeeeeeeeeeeennnanaess 


American Steel & Wire, Dept. 0209 
614 Superior Ave., N.W. 
Cleveland 13, Ohio 


Please send me a copy of your booklet,"‘Longer Life from your Wire Rope.” 
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1939. Today, his counterpart must 
earn $12,307 to net the same 
amount. He has forfeited $5489 
to inflation and paid $1877 in fed- 
eral income and social security 
taxes. 

Similarly, a $3000-a-year man 
in 1939 must earn $7155 today just 
to “break even” in terms of pur- 
chasing power. In 1939, he paid 
$30 in taxes and brought the bal- 
ance home. His taxes are $885 
today, while inflation takes an- 
other $3300. 

Other selected 1939 incomes and 
the amount which must be earned 
today to equal their purchasing 
power are: $1500 in 1939—$3323 
today; $10,000 in 1939—$26,030 
today; $25,000 in 1939—$77,415 
today; $50,000 in 1939—$173,093 
today; and $100,000 in 1939 
$379,636 today. 


This process was developed by 
a small nonintegrated steel firm 
that did not produce its own 
steel, says the American Iron and 
Steel Institute. The company de- 
pended on other corporations to 
supply semifinished steel so it 
could manufacture such products 
as barrel hoops and _ stitching 
wires. 

The nonintegrated company 
gambled $35 million on the proc- 
ess when it found that its major 
suppliers—which were expanding 
their facilities—needed the semi- 
finished steel produced for their 
own rolling mills. 

Although hot blast cupolas and 
oxygen converters have been used 
successfully by a number of com- 
panies on an individual basis, 
this is the first time the two units 
have been merged. Molten metal 
flows from the cupolas continu- 
ously and the converters can 
make ‘a heat of steel every 40 
minutes. 

The company that originated 
this process expects to produce 
its semifinished steel about $5 to 
$10 a ton cheaper than it could 
be purchased. 


Meu One-Piece ' 


een e lok’ 
with prevailing torque 


nued from page 170) 
irposes for which it was 


ll offer on a competitive 

juantity of not more than 

around the middle of 

\ second and third sale 

ume approximate amount 

held at intervals of not 

six months thereafter. 

tale is stored at 

Pennsylvania, Illinois, 

It will be offered for 

of varying sizes to 

nmodate the buying capaci- 
prospective purchasers. 


excess 


$12,000 Salary in 1960 
5 quals $5000 in 1939 
:12,000-a-year man of 1960 

th the purchasing power 
$5,000-a-year man of 1939 
and inflation have 
r share of his earnings, 
the National Industrial 
e Board. 
band and father of two 
oss salary of $5000 had 


spend after taxes in 


$35 Million Gamble 
Makes ‘Instant’ Steel 


The steel industry has devel- 
oped an “instant” steel process 
by wedding oxygen converters 
and hot blast cupolas. 
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Three sectors of the tapered por- 
tion of the CONELOK nut are 
preformed inwardly (Fig. 1). When _ . 3 
the Nut is applied to a bolt, these tains its locking action through 


oe a 


conforming sectors are elastically 
returned to a circular configura- 
fioh and create an inward and 
dewnwerd pressure which pro- 
duces intimate contact between 
the load carrying flanks of the nut 
and bolf\ threads (Fig. 2). The 
shape of the cone sector displace- 
ment insures conformity with the 
mating belt and maximum fric- 


tion contact area. . . . The closed 
stress path in the locking portion 
of the nut and the advantageous 
distribution of locking pressure, 
produce a locking device of high 
fatigue life... and equivalent 
locking force is exerted at only a 
fraction of the stress of any slot- 
ted type locknut. CONELOK main- 


many re-applications. . 
adaptable to high, and low torque 
assemblies .. . to high torque 
stop-nut applications... and may 
be obtained in sizes from No. 10 
through 1%”, Full and Thick di- 
mensions are “Standard”. . . 


Send for brochure which 
includes complete 
engineering specifications. 


National MACHINE PRODUCTS COMPANY 


BHP? company 44250 UTICA 


ROAD ee 


ie 
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HOW THE ENGINEERING SERVICES OF 


Central Koundry 


help you buy better castings 
at lower cost 


Design, experimental and process engineers, all specialized in foundry techniques, work with you and your 
staff to make sure that the castings you buy from Central Foundry are the best for your requirements at 
the lowest possible cost. To properly engineer a good casting, we are using such invaluable testing pro- 
cedures as cobalt radiography, stress analysis and sonic testing. These procedures help us determine the 
best design and method of producing a casting, either by the green sand method or the shell molding 
process, and the best material for the casting, either grey iron, malleable iron or ArmaSteel. 


Central Foundry has the capacity to deliver, on schedule, quality castings in production quantities. 


PROCESS ENGINEERING FOR 
LOWER COST 


Our process engineers are continually looking for ways to more econom- 
ically produce castings, thus lowering the finished product cost. Shown 
here is a single casting that combines 5 bearing caps used on a V-8 
engine. The casting is almost completely machined as a single piece, and 
the caps are separated in the final operation. Substantial savings are 
realized in both casting and machining costs. 


REDESIGN FOR IMPROVED 
PRODUCT AND ECONOMY 


Many of our customers have found that redesigning a product to be 
made as an ArmaSteel casting rather than as a fabrication, forging or 
stamping, has resulted in a better part at less cost. The fabricated design 
of a rear wheel truck hub at the left, below, consists of a forged base 
with a steel plate welded in place to form the smaller flange. The casting 
on the right, designed jointly by the customer and our engineers, is of 
single piece construction, is lighter, stronger and less costly than the 
fabricated design and elimi- 

nates the fitting and 

welding of the small 

flange. 


FABRICATED DESIGN ARMASTEEL CASTING 





COBALT RADIOGRAPHY FOR 
ASSURED QUALITY 


Radiography, by means of Cobalt 60, has drastically reduced the time 
required to check castings and is an important aid in obtaining the best 
possible casting design. In an effort to eliminate a machining operation 
on the universal joint yoke shown here, a design change was made in 
the tube section of the part. When sample castings of the new design 
were checked radiographically, it was immediately apparent that the 


design was  unsatistactory 
since it caused acute metal 


feeding problems. By rede- 
signing and further checking 
with radiography, Central 
Foundry was able to pro- 
duce, in the shortest possible 
time, a lighter casting which 
required less machining in 
our customer’s plant. 


SD 





SONIC TESTING FOR CRITICAL PARTS 


In the search for a positive method 
of inspecting critical, highly stressed 
castings, Central Foundry devel- 
oped an electronic listening device 
that automatically distinguishes 
between the vibrations of good 
and faulty castings and sorts them 
accordingly. This sonic tester is 
much faster and more accurate 
than visual inspection, and is 
ideally suited to high production 
operations. Most important, it en- 
tirely eliminates the factor of 
human error. High quality castings 
are assured with Central Foundry’s 
sonic testing machines. 


5) CENTRAL FOUNDRY DIVISION 


GENERAL MOTORS CORPORATION * SAGINAW, MICHIGAN . 
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® 
for Profit! 
Specify Chicago Molded 


hotographs can’t do justice to the beauty, 

y and durability of this Pepsi-Cola dis- 

er handle. Molded of gleaming white 

lamine with the famous red, white and 

Pepsi bottle cap in permanent molded-in 

it provides that all-important instant 

identification to the millions who prefer this 

popular beverage. The facilities and tech- 

niques responsible for this unique molding 

b are available to you. So... when you 
to purchase for profit, specify: 


CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020H Nerth Kelmar, Chicago 51, Ill. 








HOW TO STACK LIGHT LOADS HIGH 
WITH LIMITED FLOOR CAPACITY 


© Wood pallets for unit loads 
e Battery electric lift truck 
with outriggers for lightness 


Empty glassware 
cartons were stack- 
ed by hand on up- 
per floors where 
“lift trucks were 
too heavy”’ for floor 
load. Now a Walkie- 
Worklifter stacks 
loads three tiers to 
15 foot ceiling, re- 
duces man hours 
66%. Price $2100. 
No other truck saves 
space like a Work- 
lifter. 


ECONOMY Walkie-Worklifter 


4530 West Lake Street, EStebrook 8-9110 








| Chicage 24, Illinois 
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Book Reviews 





Computers and People 
By John A. Postley 
McGraw-Hill Book Co. $6.00 


This is a book about computers 
written for the business execu- 
tive who is definitely not inter- 
ested in the detailed technical as- 
pects but who wants to know 
something about what computers 
will do and won’t do. The writer 
tries to assess the impact of the 
computer on people. He describes 
the economics of computer opera- 
tion. He points out that, to date, 
the technology of the computer 
has outstripped the technology of 
its application and operation. He 
predicts tremendous growth in the 
use of computers for planning, for 
automatic reading of handwritten 
symbols, even for process control, 
and even such unique applica- 
tions as translating the Dead Sea 
scrolls. The book is easy to read 
and is not technical. It is an ex- 
cellent addition to the library of 
the purchasing executive who is 
interested in computers or whose 
company is considering purchase 
of a computer. 


A Technical Writer's Handbook 


By Margaret Norgaard 
$3.75 


Every successful purchasing ex- 
ecutive is a reasonably skilled 
writer. He must prepare detailed 
reports to management, proposals 
and counterproposals to suppliers, 
etc. 

“A Technical Writer's Hand- 
book” is a good reference book 
on technical writing and can be 
helpful to the executive who 
wants to become a better writer. 

The book answers such ques- 
tions as: What is good technical 
writing? Who reads technical lit- 
erature and what are the emo- 
tional factors that color under- 
standing of technical fact? 

What are the basic methods of 
research? What are the modern 
practices in grammar and punc- 
tuation, and the logical reason- 
ing behind them? What is the ap- 


Harper & Bros. 


plication of logic to technical 
writing? What constitutes good 
writing style? 

Included in the book are a com- 
plete grammar section, stressing 
modern usage, a punctuation 
guide, and an analysis of the emo- 
tional factors that sway teachers. 


Practical Business Statistics 


By Frederick E. Croxton 
and Dudley J. Cowden 


Prentice-Hall Inc. 

Now, more than ever before, to- 
day’s purchasing executive must 
know how to interpret and work 
with statistics. Knowledge of sta- 
tistics is invaluable in analyzing 
and interpreting price and eco- 
nomic data. It’s essential to ven- 
dor-rating systems; it’s useful in 
developing first-rate reports to 
managements. 

The 3rd edition of the best- 
seller in its field, Practical Busi- 
ness Statistics is a class room 
standard in its field. It also makes 
an ideal reference for the execu- 
tive who must use or interpret 
statistical data. Uses and misuses 
of statistics in business are dis- 
cussed in detail. Sources and col- 
lection of data and its analysis is 
covered thoroughly. Concepts like 
probability distribution, statistical 
inference, frequency distribution, 
regression estimates and correla- 
tion coefficients are explained in 
detail. 


Malleable Iron Castings 


Maileable Founders Society 
781 Union Commerce Building 
Cleveland 14, Ohio $10.00 


This is a valuable book both for 
the student interested in becoming 
familiar with malleable castings 
or the veteran castings buyer who 
wishes to brush up on his tech- 
nical knowledge. Although the 
book is published by the Mallea- 
ble Founders Society, who na- 
turally desire to see more use of 
malleable iron castings, this book 
is most definitely written to pro- 
vide information not to promote 
malleable. It is written to tell the 
reader what malleable is, what it 
can do (and can’t do). The proc- 
esses are described in making the 
castings and machining them. 
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HIGHER PRE-LOADS ... 
LESS INDENTATION 


WITH H-H'S New 
15960 SERIES 


FORGED SOCKET HEAD 
CAP SCREWS 


LOAD DISTRIBUTED OVER WIDER 
BEARING SURFACE 


HIGHER PRE-LOADS 

INDENTATION UNDER HEAD ELIMINATED 
SMALLER, FEWER FASTENERS REQUIRED 
INCREASED VIBRATION RESISTANCE 
ENLARGED SOCKET IN MANY SIZES 


NO INCREASE IN PRICE 


jIOLO-KROME 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
LD ONLY THROUGH AUTHORIZED DISTRIBUTORS 


a 
ss 


Send for your FREE copy of 
H-K’s complete dimensional 
standard for the new 1960 
SERIES. Ask for Form CSN. 
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FOR i TO 144 INCH BRANCH CONNECTIONS 


© Prerters * ey 


NEW W-S TeeLet SLASHES 


TEE COSTS 50% OR MORE! 


lhe new W-S TeeLet replaces conventional Tees of cast or malleable 
welded or forged steel . . . requires fewer stock sizes. Available in 
sizes from % to 1%" IPS, TeeLets are fully machined from forging 
lity solid steel bars and adapt to run-pipe sizes to 36’. They re- 
e no additional joint strength calculations for any ASTM A-53 or 
106 Grade B run-pipe of Schedule 40 or 80. 
What about cost? A size-by-size comparison with conventional Tees 
ws TeeLets average less than 50 per cent of the cost you now pay. 
. W-S TeeLet, with screwed, socket-weld or butt-weld ends, requires 
shaping, fitting, beveling or extra alignment. You can connect to 
run-pipe at any point. Short heights mean easy inspection of the 
ichment weld or back-weld, if desired. 
\ W-S TeeLet costs less to buy, less to install than anything you can 
buy or make: For complete information, prices, and names of distribu- 
write: Forge and Fittings Division, H. K. Porter Company, Inc., 
15, Roselle, N. J. 


FORGE AND PORTER FITTINGS DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
roll formings and stampings, wire rope and strand. 
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The Electric Autolite Co. and 
Allis - Chalmers Manufacturing 
Co.’s Nuclear Power Department- 
Washington have been selected 
by the United States Atomic En- 
ergy Commission to work on a 
fuel cycle development program, 
designed to develop and demon- 
strate an extrusion process for the 
fabrication of ceramic fuel bodies. 
These fuel bodies are intended 
for use in nuclear reactor plants 
and are expected to offer sub- 
stantial cost advantages over fuel 
now being used. 

Autolite, who will work as the 
major sub-contractor to Allis- 
Chalmers, was selected on the 
basis of its background in the 
extrusion of ceramic materials. It 
is anticipated that the program 
will contribute greatly to the tech- 
niques of nuclear fuel fabrication. 


Johns-Manville Corporation has 
licensed the Flintkote Company 
to manufacture high and low pres- 
sure asbestos-cement pipe long 
marketed by J-M under the trade 
name “Transite” and will design 
and engineer new Flintkote pro- 
duction facilities for this purpose. 

Flintkote is planning on enter- 
ing the asbestos-cement pipe field 
with two new plants—one in the 
East and one in the West. The 
products would be merchandised 
under the brand name™“Orange- 
burg” through the Orangeburg 
Manufacturing division, a pro- 
ducer of fibre and plastic pipe 
and conduit acquired by Flint- 
kote in November 1958. 


Howe Sound Co. has announced 
the acquisition of the Peterson 
Machine Tool, Inc., of Merriam, 
Kansas. 

Peterson Machine Tool will be- 
come part of Sperry Products 
Company, a division of the Howe 
Sound Company, located in Dan- 
bury, Conn. 

The Peterson product line in- 
cludes Sonoflux, magnetic par- 
ticle inspection equipment, and 
verticle surface grinders and 
screw-in type valve seats for 
maintenance and overhaul of au- 


Please turn to page 182 
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Roebling 
Tire Bead Wire: 
Packaged for 
Maximum Benefit 
The problems eliminated by this unique 
reel-less core packaging system are 
manifold. Loads are palletized two 
cores per pallet and may be stacked two 
or three high. This, plus the fact that 


you need not accumulate empty reels 
means storage space requirements are 
cut to less than half. You do away with 


all freight and handling costs on reels, 


the bother and expense of 


bookkeep- 
ing’ returnable reels, and the freezing 
of money in reel deposits 

[his is typical of Roebling’s ad- 
vanced packaging methods—that makes 
handling Roebling high-quality wire so 


much easier. For details on this effi- 
cient Roebling Tire Bead Wire packag- 
ing method, or information on other 
types of Roebling wire, write Roebling’s, 
Wire and Cold Rolled Steel Products 
Division, Trenton 2, New Jersey. 


ROE BLING 


Branch Offices in Principal Cities 7 
John A. Roebling’s Sons Division 
The Colorado Fuel and Iron Corporation 





He's carrying a day's supply of towels for 
a plant of 500 


When a maintenance man can carry a whole day’s supply of towels under 
one arm, it proves two things. One, you cut towel costs because it doesn’t take 
many roll towels to supply the needs of a plant of 500 employees. Two, mainte- 
nance costs are reduced because keeping washrooms supplied with towels takes 
little time. Steiner Company controlled towel dispensers assure you of these 
advantages. With these cabinets you determine the rate at which towels are 
dispensed . . . the best rate to keep washroom traffic moving and to keep 
employees or customers satisfied with service. For details contact ... 


y American 
r towel dis- 


ee “= <4 STEINER COMPANY 


STEINER Dept. 60-3, 740 Rush Street, Chicago 11, Illinois 
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There’s a new DAYTON hose for 


every industrial use! 


That’s right. Whether your job requires pumping . 
acid, suckial sand from a at bottom, spraying which hose do you need right now? 
cement or operating a cutting torch, there is a Dayton 
hose immediately available to meet your exact re- 
quirements ...a hose that is virtually “tailor-made” om 
to fit your job. |_| Air Hose—safely withstands heavy use 


Multiple Purpose Hose—reduce inventories—for gen- 
eral applications 


And with Dayton, you gain the advantage of over —— Oil Industry Hose—rugged construction for greatest 
50 years experience in the development of industrial oil and chemical resistance 
rubber products...experience that has made su- 
perior quality a production standard. This same 
background of experience created the famous Dayton Steam Hose—safely handles high pressure steam 
Cog-Belt® which established new performance stand- Water Discharge Hose—best balanced construction 
ards for industrial V-Belts. —~ for easy handling 

For fast service on all your hose needs call your 
local Dayton Industrial Hose Distributor, or write: 


Spray Hose—safely handles paint, solvents, lacquers 


Suction Hose—heaviest duty for water, chemicals, mud, 
sand 


©O.R. 1960 __| Welding Hose—for maximum safety and extra long life 


ee "| Others—Request information on special requirements 


Dayton Industrial Products Co. 
Division ¢ Dayeoa Corporation 


(formerly The Dayton Rubber Company) 
2001 Janice Avenue Melrose Park, Illinois 
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uck and railroad die- 
uisition gives Sperry 
wide range of non- 
testing equipment. 
d Company recently 
[riplett and Barton, 
eer in the manufacture 
ble industrial X-ray 
which is also dis- 
through the Sperry 
les organization. 


signed for volume pro- 
Alda Plastics Co., New 
been specifically set up 
ng short runs, design 
d working proto-type 
plastic components for 
und industrial applica- 


lly formulated prod- 
lve special cleaning 
vill be available to in- 
rs as result of instal- 
new $1 million deter- 
‘tion plant by the Los 


Angeles Soap Company, which 
produces White King brand prod- 
ucts. 

More flexible pricing structures, 
faster delivery, better quality con- 
trol, and control over its own 
specifications are other advan- 
tages to be gained from the ex- 
pansion. 


Synthetic Ropes, Inc., Chester, 
Pa., is the first firm exclusively 
to manufacture synthetic fiber 
ropes for industrial use. The new 
firm is headed by two former Du 
Pont Company cordage special- 
ists, John W. Fields and H. Alex- 
ander Hood. 

These ropes are today utilized 
in industrial applications such as 
safety lines, slings, drop hammer 
ropes, textile drive ropes, and 
antennae guy lines. Use of syn- 
thetic fiber ropes in industry is 
expected to increase six times in 
the next five years; 3,000,000 
pounds will be used annually. 
Although synthetic fiber cordage 
is initially higher in cost than 
manila rope, increased wear life 
means long term economy for 
users. 


Leeds & Northrup Co., Phila- 
delphia, has completed the pur- 
chase of one of it longtime sup- 
pliers, Thomas S. Gassner Co., 
Inc. and its affiliate, H. D. Dough- 
erty & Co., of Philadelphia. 

The Gassner firm makes sheet 
metal products and has annual 
sales of about $500,000, while H. 
D. Dougherty has been a selling 
company for one of its specialty 
lines. Gassner will continue to op- 
erate independently with its pres- 
ent personnel and mangament, 
and will continue to serve its 
present customers. 


Tube Distributors Co., Inc., 
Garden City, New York, opened 
a new West Coast warehouse at 
2068 East 37th Street, Los Ange- 
les 58, California. The new facility 
will be known as Tube Distribu- 
tors, California, Inc. and will be 
completely stocked with a diver- 
sified inventory of steel tubing. 
The warehouse will be staffed by 
key personnel from the New York 
office, as well as by additional 
personnel from the Los Angeles 
area. 
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PLATFORM 
TRUCKS* 


Pressed Steel. 
Smooth, .inde- 
structible plat- 
form. 


AMERICAN moves 


More American equipment is now in use because 
of Leadership in Quality, Economy and Depend- 
ability. No other line gives you so much. 


aterial easier, safer 
mareriai easier, ’ 
Get IMMEDIATE DELIVERY and sound engi- 
neering help from your local American Materials 
Handling Distributor. His experience can help you - 
solve your handling problems. 
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What N.A.P.A. Means to Me 
(Continued from page 88) 
obtained from N.A.P.A. The re- 


duction in inventory came at a 
time when there was an increased 
need for working capital. Also, it 
is a generally accepted fact that 
it costs at least 10% to carry in- 
ventory due to insurance, inter- 
est, obsolescence, etc. Therefore 
this saved Stevens in excess of 
$100,000 per year. 

There are many benefits that 
come to members of N.A.P.A. if 
they take part in association ac- 
tivities. Service is the key to 
everything. Friendships developed 
with other purchasing people 
have paid off for me on many 
occasions. I would like to tell you 
about a few of them. 


Couldn't Get Containers 


During the Korean war my 
company was trying to start up a 
new finishing plant. You will re- 
member that numerous supply 
items were frozen immediately 
and were allocated on the basis of 
previous consumption. One o£ 
these items was corrugated con- 


tainers. Naturally, our new plant 
had no previous consumption 
record. We were stymied. After 
complete failure in talking to ven- 
dors’sales departments, I asked 
for help from the purchasing de- 
partments where I had developed 
close friends through N.A.P.A. ac- 
tivities. The result of this ap- 
proach to our very serious prob- 
lem was that we obtained the ne- 
cessary allocations of shipping 
containers to take care of our re- 
quirements. 

Another example along the 
same line: Last spring my com- 
pany was trying very hard to meet 
a seasonal market with a new 
fabric. The finish on this fabric 
was radically new, requiring a 
new finishing range. There were 
numerous DC drives involved 
which had to be specially engi- 
neered for this job. We placed 
the orders well in advance and 
had a definite commitment on the 
required delivery date. There was 
a tremendous increase in orders 
for this type of equipment last 
winter and spring and any DC 
equipment requiring engineering 
became hopelessly bogged down. 


Our orders were placed with a 
firm in Cleveland and we were 
unable to get any satisfaction at 
all out of their sales people. We 
went directly to the vice presi- 
dent of marketing, but got no- 
where. At this point I got into the 
picture. 


Call P.A. for Help 


The supplier’s vice president of 
marketing told me that the real 
trouble was not with his company 
but with a large company in Mil- 
waukee who was making the most 
important components of the 
equipment. This put a new light 
on the problem since I realized 
a purchasing problem was in- 
volved. 

Since I had been working with 
George Porter of Cleveland on 
the National Public Relations 
Committee, I telephoned George 
and asked for his help. He con- 
tacted the purchasing agent of 
the company in Cleveland which 
we were dependent on and who 
also happened to be a good sup- 
plier of his. After this I tele- 
phoned the purchasing agent of 

(Please turn to page 186) 





PLT T hee > TRO 


JOCKEY 


Power attachment 
propels elevating 
trucks with unique 
hydraulic drive. 


SAFEWAY 
TRUCKS 


Low cost elevating 
trucks raise 1500 


LOAD-LIFT 
Skid or Pallet 
Trucks. Separate 
Lift-Handle for 
safety. Can't be 
cornered. 


Ibs. as high as 10 
ft. Battery or pedal 


operated. 


with true economy ! 


MATERIALS 
HANDLING 
DIVISION 
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SND — a new natural diamond 


SND—THE LATEST TECHNICAL Why “needles and platelets”? 
DEVELOPMENT FOR IMPROVING 


CARBIDE GRINDING PERFORMANCE ) Y 
iD (Selected Natural Diamonds) is a New Sketch showing effect of geometrical /, 
liamond abrasive developed especially shape on bond holding properties. / Yf 
oid bond eelete ote. CLA Lio 


needle shaped grains and thin, flat 
selected from diamond boart that has 
ished by a special method. 




















For many years, blocky shaped diamond 

particles were considered ideal for any type 

bond grinding wheel. Recent laboratory 
d particles at least twice as long as they research into the influence of particle shape on 
> are classified as “‘needles,” and parti- grinding efficiency proved that blocky particles 

it are less than one-quarter as thick as were not as efficient in resinoid bond wheels 
wide are classified as “‘platelets.” as were thin, flat and needle shapes. 


Subsequent tests bore out the important facts 
that, blocky shapes either wore down level 
with the matrix, or were pulled out of the 
bond; while needles and flats seldom pulled 
out, and instead of wearing smooth, tiny 
bits broke off in a manner which constantly 
exposed new, sharp cutting diamond edges 
to the work. 


Tests verified by sludge analysis 

Analysis of the sludge and swarf collected 

after tests of both SND and conventional grit 

wheels verified the test findings. Only uni- 

formly tiny diamond particles were found in 
residue from SND wheels, proving that each 

ym: Needle and platelet diamond particles Sal | holl ‘end 3 
predominating in new SND Selected SND particle was almost wholly utilized in 
Natural Diamond grit. the grinding process. 


lop: Blocky diamond particles predomina- 
ting in conventional grit. 


Conventional natural diamond grit sludge } 


nee of large particles in SND—Selected Natural 
ls sludge shows why SND gives up to 30% 
heel life and increased wheel efficiency over 
ional diamonds. 


SND-Selected Natural Diamond grit sludge } 


PURCHASING 





grit for higher grinding efficiency! 


How SND (Selected Natural Diamonds) 
increases grinding efficiency 


SND provides more sharp cutting edges per 
carat in the same grit size. 


More cutting edges means a faster, cooler 
cutting wheel that will last up to one-third 
longer than resinoid wheels made with con- 
ventional grit. 


The thin needle and flat grains in SND possess 
the right amount of natural strength, yet break 
down easily for fast, free, and continuous 
cutting. 


SND grit offers maximum holding surfaces to 
the bond, reducing non-productive pull-outs. 


SND sharper cutting edges reduce wheel 
loading and glazing. 


Proved in laboratory runs... 
Extensive laboratory runs show SND grit is 
up to 30% more efficient than conventional 


grit when grinding cemented carbide at .0005” 
to .0015” in-feeds and speeds of 5500 S.F.M. 


Proved in the field 


Many metalworking plants now are proving 
the new SND grit in their own shops with 
results that substantiate the already-completed 
laboratory evaluations. 


TREATED SND—ANOTHER 
NEW GRIT DEVELOPMENT! 


A process for treating SND (Selected Natural 
Diamonds) grit to make it even more friable 
and to give it superior bonding properties in 
resinoid wheels also has been developed. This 
process introduces surface irregularities in 
the otherwise smooth planes of the SND 


particles; these tiny cracks and crevices pro- 
mote faster breakdown after wear and stronger 
bonding. Already proved to be more efficient 
than conventional grit at feeds of .0005” to 
.0015”, on carbide, Treated SND is recom- 
mended only for lighter feeds, and where the 
nature of the work demands rapid grit particle 
breakdown. 


The selection is yours... 
SND grit—for tough applications. 


SND Treated grit—for light feeds and coolest 
cutting. 


Conventional grit—for heavy feeds (.003” and 
up) and the recommended material for metal 
or vitrified bond wheels. 


Available now 

Your diamond wheel supplier can now furnish 
you with grinding wheels made with the new 
SND grit—either treated or untreated—ask 
him about SND today! 


Diamond experience 

Ready to discuss your diamond problems 
are Industrial Diamond Division Field Engi- 
neers located in key metal-working centers. 
These are technical men with natural diamond 
backgrounds and experience. Field offices are 
in Boston, Chicago, Cleveland, Detroit, Los 
Angeles, Newark, New York and Philadelphia. 


Technical information service 

A new and complete technical information 
service to help keep you abreast of the latest 
developments in industrial diamond _tech- 
nology has been established. Monthly Dia- 
mond Data and Technical Bulletins will be 
sent you without obligation. Simply send us 
your name, title and company address. 


ENGELHARD HANOVIA, INC. 


INDUSTRIAL DIAMOND DIVISION 


113 ASTOR STREET 


NEWARK. 2, N.J. 
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What N.A.P.A. Means to Me 


tinued from page 183) 


eland supplier and was 
he had been unable to 
improvement in delivery 
he Milwaukee company. I 
ld the P.A. for the Cleve- 
plier that I was through 
ough regular channels 
soing to Milwaukee my- 
1 on the company that 
causing the delay. I 
he could meet me in 
if he liked but that 

ing anyway. 
irrival in Milwaukee I 
ed Harold Jungbluth, the 
Three chairman of Pub- 
ons, who happens to be 
N.A.P.A. friend of mine, 
ked for his help. Harold 
to wait two or three hours 
to contact some of his 

ng friends. 


The Payoff 


for the pay-off. The re- 
all this maneuvering by 
that I had made through 

in N.A.P.A. was that 


when I called on the Milwaukee 
company, a meeting had already 
been set up for me with the vice 
presidents of production, engi- 
neering, and sales, as well as the 
manager of production planning. 
I spent the better part of a day 
with these men and arrangements 
were made so that we would be 
able to meet our deadlines. The 
supplier lived up to his promise 
and J. P. Stevens & Co. was able 
to meet the seasonal market we 
were shooting for. Incidentally, 
this was a project in which the 
president of my company, Bob 
Stevens, was extremely interest- 


ed. 
You Can't Lose 


I mention this incident because 
all regular approaches and pro- 
cedures had failed completely, 
and the solution to the problem, 
resulted only because of the work 
I have done serving the National 
Association of Purchasing Agents. 

You just cannot render a real 
service to N.A.P.A. without both 
you and your company benefiting 
from it. It is an absolute impos- 
sibility. > END 


Help on Value Analysis 
Standardization 


(Continued from page 83) 
ardization, and of the benefits 
that will accrue to him and to his 
firm through an organized com- 
pany program. 

Naturally, the key men in the 
VASCO program are the local 
association chairmen and their lo- 
cal committeemen. When they are 
enthusiastic and active, the pro- 
gram progresses and the message 
gets to the local association mem- 
ber—and he benefits thereby. 

Many companies have proof 
that their savings through organ- 
ized value analysis-standardiza- 
tion programs amount to from 
$5.00 to as high as $50.00 for each 
dollar expended on the program 
itself. What company can sit idly 
by, in the face of such proven 
results, and say “It’s not for me”? 

A talk with the value analy- 
sis-standardization committeemen 
could well be the most important 
conversation a purchasing agent 
will ever have. Why wait? See 
your local association VASCO 
man without delay. & END 





Let SUN SHIP 
solve 
your 
machine 
problem 


When you need machine work or specially built 
machinery of any kind, you'll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 


SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 
DRY DOCK COMPANY 


CHESTER, PA. 


For N 


fore Information Write No. 278 on Place Mark Card—Page 32 





sls VOUR MIs 


HOPPING... 
ON" CARPETH-GAAE’ FLOORS D 


SOL-SPEEDI-DRI°® 
spreads in seconds, works in 
minutes...cleans, absorbs oil, 
grease, liquids for weeks! 

All it takes is one man 
with a rake or broom and a 
bag of SOL-SPEEDI-DRI to 
do the job. Super-absorbent 
SOL-SPEEDI-DRI granules 
soak up deep deposits from 
pores of wood or concrete] 
Non-burning, mineral 
SOL-SPEEDI-DRI smothers 
fire! Inexpensive, reusable 
until completely saturated. 
Each Ib. contains over 13 
acres of absorptive area. 


SPEEDI-DRI DIVISION 


Minerals & Chemicals Corporation of America 


ESSEX TURNPIKE MENLO PARK, NEW JERSEY 
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Even at OOO to | odds... 


YOU 
WOULDNT 
MAKK 


A RED CENT 


on a bet like this! 


If you bought 1,000 G-E Fluorescent Lamps 
and gave us $1 for every one that lit... and we 
gave you $1,000 for every one that didn’t... 
chances are the best you could do is break even! 


Those are pretty good odds—1,000 to 1. But if this bet is ever 
offered to you don’t take it. You wouldn’t make a red cent! 


BECAUSE G-E MONEY SAVER LAMPS ARE MORE UNIFORM— 
Test after test of production lamps proves that, on the aver- 
age, 999 out of every 1,000 G-E Fluorescents will be good, right 
from the start. (You might even lose money on the bet because 
many actual users report their performance to be even better 
than this!) 


G-E FLUORESCENT LAMPS DO SAVE YOU MONEY—Whether 
you buy a carton or a carload, the uniformity you get from 
General Electric Fluorescents—lamp after lamp after lamp— 
is your best assurance of getting the most light for your money. 
Not only do you get 999 sure starters out of every 1,000 G-E 
Fluorescent Lamps you buy, but after almost two years 990 


u 


of them will still be going strong! So you not only get more 
light, but your maintenance and production people like the 
freedom from annoyance and interruptions. 

Performance like this stems from General Electric’s con- 
stant search for new ways to improve all G-E Fluorescent 
Lamp types. Make sense? Then place your next order for 
lamps with your G-E Lamp distributor now—or write: 
General Electric Co., Large Lamp Dept. C-013, Nela Park, 
Cleveland 12, Ohio. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


GENERAL GS) ELECTRIC 


GENERAL ELECTRIC ...WHERE BRIGHT IDEAS BECOME BETTER LAMPS 
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Purchasing People in The News 





ntinued from page 57) 
Dan M. Moenich became direc- 
hases for Virden Light- 

ing, d on of John C. Virden 

Cleveland, Ohio. Mr. 

Moenich was previously associ- 

ated th Cleveland Pneumatic 


Company 


Dan Moenich 


and Jack & Heintz, 
a member of the Pur- 

Agents Association of 

| and a past lecturer of 
ynal Forum conducted 

‘urchasing Agents Asso- 
ittended Fenn College 
n Reserve University. 
, graduate of the Avia- 
te of Technology, As- 
York. 


appointments in the 
department of The 
Telere Corporation, Stam- 
ford, Con. have been announced. 


vister 


Glendor John Lotti 
ton J. Glendon has been 
nanager of procurement, 
John Lotti has been appointed 
procurement manager. 
lon has been purchasing 
1956. He was previ- 
Manning Maxwell and 
Norden Instrument, 
capacities. He is a 


graduate of St. Mary’s Univer- 
sity. Mr. Lotti has been associated 
with the Teleregister purchasing 
department for four years as buy- 
er and assistant buyer. He pre- 
viously held several line and staff 
positions in the engineering and 
material control departments. 
Both men are members of the 
Southern Connecticut Purchasing 
Association. 


Herman E. Reinhardt has been 
named vice-president in charge of 
purchasing for the Boyle-Midway 
Division of American Home Prod- 


E. C. Van Beckman 


ucts Corporation, New York, N.Y. 
Mr. Reinhardt has been associ- 
ated with various divisions of the 
company since 1929. His most re- 
cent position has been general 
purchasing agent. 


E. Wayne Allen was named di- 
rector of purchases for the Dia- 
mond Chain Company, Inc., a sub- 
sidiary of American Steel Foun- 
dries, Indianapolis, Ind. Mr. Allen 
joined Diamond in 1943. In 1948, 
he developed a movable, stack- 
able bar rack material handling 
system which is now regarded as 
one of the finest in the country. 
Last year he received the 1957 
Homer Hauger Award from the 
Fourth District N.A.P.A. for hav- 
ing done the most to promote the 
purchasing profession during that 
year. Mr. Allen is a past president 
of the Indianapolis Purchasing 
Agents Association. He has served 
on various committees of the Na- 


tional Association, contributed to 
the preparation of the N.A.P.A. 
handbook and has lectured on 


E. W. Allen 


purchasing at Butler University. 
He graduated from the Executive 
Development Program at Indiana 
University in 1959. 


Walter J. Bohn 


Walter J. Bohn, secretary and 
purchasing agent for Acme Spe- 
cialty Co., Toledo, Ohio became 
the 13th member of the firm’s 
25-Year Club at a service award 
dinner in his honor. Mr. Bohr 
has listened to the sales “pitches” 
of more than 3,000 salesmen over 
the past 25 years. He has a col- 
lection of their calling cards to 
prove it. Hired in January, 1935, 
as a part-time draftsman to re- 
design the company’s mirror line, 
he accepted a full-time position 
two years later. He also is a com- 
party director. He is a former 
president of the Toledo Purchas- 
ing Agents Association. 


For More Information about ad on facing page 
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MORSE HELPS PUT THE MIGHT IN MACK 





Longer lasting, faster cutting Morse tools give Mack 
smoother holes...increased production...long-range 
economy. 


To build the toughest trucks on the road, Mack tooled up with the 
toughest tools on the market... Morse. 


Sound economics? Sure. Longer lasting, more efficient tools invari- 
ably produce long-run economy. 


Tough Morse cutting tools will add long-range economy . . . and im- 
proved performance ...to your job, too. For details, contact your 


Morse-Franchised Distributor today. 


IMLOF? 5 EG 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 


Warehouses in: NEW YORK + CHICAGO + DETROIT + DALLAS,+ SAN FRANCISCO 





Morse means more production... 
smoother, more accurate produc- 
tion . . . with every type of cut- 
ting tool from drills, reamers, 
taps and dies, to end mills, mill- 
ing cutters, slitting saws and 
“specials”. So, if you want the 
best from every cutting tool you 
buy, mark your order “MORSE”. 
For if you want Morse Quality, 
there’s only one way to get it... 
specify Morse. 


‘ A Division of VAN NORMAN INDUSTRIES, 





INC. 


@ 2200 





Professional P.A. 
ted from page 81) 
great possibilities in 
ternships” for instruc- 

irchasing courses. In- 
an gain valuable ex- 
.ctually working sum- 
‘thasing departments 
plants. Purchasing 
managers should co- 
etting up such ar- 

Purchasing managers 

cons‘der hiring, for 

college students who 
for a purchasing 


1 


need for depth and 

n our own field of 
Continuing education 
nade available for those 
purchasing at the top 
t level, middle man- 
evel, and buyers’ level. 
triving for a required 
purchasing in various 
(e.g. Engineering, Ac- 
Sales, Management) in 
schools where these 

e offered. Another goal 
have chairs in purchas- 
or three universities 
ally located in the East, 


Midwest and West. The commit- 
tee sees a definite need for grad- 
uate work in purchasing. There is 
a great need for financing pur- 
chasing programs in the schools. 
It is the committee’s aim to find 
this financial aid and formulate a 
plan to further the educational 
growth of purchasing in colleges 
and universities. It seems that 
money talks in gaining support in 
college programs and it can be 
used in doctoral research and in 
directed independent research by 
students on assigned subjects. A 
good suggestion would be to tie 
research in with teaching. 


Work on New Projects 


Our Project Development Com- 
mittees, under the leadership of 
Galen Andrews, have produced 
some excellent studies and bro- 
chures. Several new projects are 
in various stages of completion 
and all existing literature of 
N.A.P.A. has recently been re- 
viewed. As a result of the review 
some have been dropped, while 
some are judged to be current 
and will be continued. Others are 
being rewritten to reflect changes 
since their original publication 


date. An example of the latter 
group is the “Bibliography of 
Purchasing Literature”. Dr. How- 
ard Lewis has been retained to 
bring this up to date. Plans call 
for reissuing this valuable refer- 
ence annually. 

So, in addition to the studies 
developed by our project com- 
mittees, we plan to use the serv- 
ices of professional writers and 
educators. We recognize too the 
excellent contributions made to 
purchasing literature by the pur- 
chasing magazines, particularly by 
PurRcHASING Magazine. 

Summarizing, we feel that this 
very active committee, composed 
of several dozens of the inter- 
ested, active leaders of purchas- 
ing, has accomplished much, but 
we have barely scratched the sur- 
face. >» END 


COMING 
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VONE Y 


“a peeestria/ Scissors 


. Hardened be 
: ype ted 


IZES & STYLES 
MMERS 


f 1 4) 
distributor Or write us for samples.and prices 


THE ACME SHEAR COMPANY 


BRIDGEPORT 1, CONN 
WORLD’s LARGEST MANUFACTURER OF SCISSORS AND SHEARS 
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5622 Fillmore St., 


Write for General Catalog 75 cy , 
and/or Stock List Brochure Pages 


FIND 
Hak AGENT 
Listed Under 
“Perforated Metals” 


™ Hiarrington & King 


Chicago Office and War. ncv-- 
Chicago 44 
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New York Office aa Warehouse 
114 Liberty St., Dept. PC, N.Y. 
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You get more 
satisfactory performance 
and greater economy with... 


PITTSBURGH 
BRUSHING TOOLS 


@ Pittsburgh has been supplying industry for many years 
with quality brushes designed to meet specific finishing 
requirements. 
® They're tough enough to resist abrasion. Carefully con- 
trolled distribution of the brushing stock provides 
perfect balance and gives top efficiency with enduring 
economy. 
@ In the complete Pittsburgh line are brushes of all types 
and sizes. Our long experience in designing and making 
high-quality brushes for every need can save you time 
and money. Write or call Pittsburgh 
Plate Glass Company, Brush Divi- 
sion, Dept. PU-50, 3221 Frederick 
Avenue, Baltimore 29, Maryland. 


PITTSBURGH 
BRUSHES 


BRUSHES + PAINTS © GLASS « CHEMICALS « PLASTICS « FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Maximum Security at a Price 
You Can Afford 


Every model in Chicago Lock’s extensive line offers 
sure protection at reasonable cost. Every model is 
a marvel of precision engineering, compact design 
and rugged reliability. 

They're handsomely styled, too and they operate 
smoothly under virtually all conditions. No wonder 
more and more design engineers specify Chicago 
Locks for an amazing variety of applications. 

If your next project calls for a lock, investigate 
the Chicago line. You'll find a model that’s perfect 
for your purpose and priced to keep costs down. 


Chicago Lock’s 
famous ACE line 
features the ex- 
clusive ROUND 
keyway for max- 


imum security. 


Write today for your catalog showing, in 
detail, the entire Chicago Lock line. 





) CHICAGO LOCK CO. 


2052 North Racine Avenue - Chicago 14, Illinois 








For More Information Write No. 285 on Place Mark Card—Page 32 
191 





Employment Service 





Purchasing agent of mod- 
ra ved instrument company for the 
t fi years. Previously assistant 
agent and expeditor. Han- 
» range of products—electronic 
tals, castings, glassware, and- 
Required constant liaison with 

eng roduction, and vendors. 
Education: B.S. in bus. adm. 


Experience 


Will relocate but prefer east coast. 
K Box 179 


Three years as asst. P.A. 
rnmental agency. Purchas- 
variety of commodities, good 
f market and trade condi- 
ntory control, traffic, value 
indardization. Heavy in ad- 
and finance. Also budgets 
N.A.P.A. member. 
Education: Accounting. 
Will relocate 
Write: Box 180 


rience: Ten years asst. P.A. multi- 
nical company with all at- 
sponsibilities. Procurement of 
l. heavy and fine chemicals, 
and raw materials relating 
ve coating & plastic indus- 
lid foundation on staff level in 
rocedures & inventory control 
Member N.A-P.A. Age late 30s. 
Education: B.S. degree. Most willing to 
additional studies to satisfy 

Will relocate 
A Box 184 


Experience: In small engineering shop 
tools, dies and special machin- 
Wide knowledge of coal industry 

, achinery used in this field. 
Education: Special courses in purchas- 
terial handling & inventory 


1 


\lso short course in engineer- 


Will relocate. Anywhere U.S.A. or for- 


Box 182 


Coach Aircraft— 
half years in purchasing 
material control section 

erial and purchased parts) 
rial control clerk. Ordered 
necessary for the completion 

, ny contracts on hand. 

Education: 3% yrs college—accounting 

, nathematics minor. 

Will relocate. 

W Box 181 


Experience: Twin 


Experience: Ten years in purchasing 
field. Present position purchasing agent. 
Experience varied. Purchasing steel, 
brass, aluminum, grey iron & brass 
castings, shell and sand. Extensive sub- 
contracting experience. Responsible for 
entire functions of purchasing depart- 
ment. Technical background, account- 
ing and inventory control. 

Education: 3 years college—bus. adm. 
—One year college purchasing, (eves.) 
—I.B.M. (basic machine operations & 
wiring—programming—industrial en- 
gineering (eves.) cost accounting. 


Will relocate. 
Write: Box 185 


Experience: Canadian, senior buyer for 
a multiplant pulp and paper company, 
qualified with ten years experience. 
Instigated and promoted coding and 
cataloguing some twenty-three thou- 
sand inventory items. Wide and varied 
experience in standardization, traveling 
requisitions, value analysis and inven- 
tory control. 


Education: McMaster University, bus. 
adm. and purchasing agents course 
sponsored by the University of Toronto 
and the Purchasing Agents Association 
of Canada. 


Prefer: Pacific Coast area 
Write: Box 186 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personne] interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specify 
whether you want the appli- 
cant’s form or the employer’s 
form. Address all correspond- 
ence—whether for forms, or 
in answer to an employment 
advertisement, to: Box No., 
Employment Service Depart- 
ment, Purchasing Magazine, 
205 East 42nd Street, New 
York 17, New York. 











Experience: Seven years purchasing 
experience, including three years dir- 
ecting all phases of department. Ex- 
perience in contractual buying as well 
as regular purchases of stampings. 
tube assemblies, weldments, aluminum, 
screw machine products, plywood and 
insulation materials. 

Education: 312 years school of com- 
merce—Univ. of Illinois. Major: Mar- 
keting—Minor: management. 

Will relocate. 

Write: Box 176 


Experience: Eight years as buyer and 
purchasing expediter. Presently em- 
ployed as buyer for leading manufac- 
turer, purchasing wide variety of non- 
production items, and MRO materials. 
Cost reduction effected on major items 
saving present employer thousands of 
dollars annually makes this under 30 
buyer right for your company. 
Education: 2 years college—bus. adm. 
Will relocate. 

Write: Box 177 


Experience: Seven years experience in 
various phases of procurement, includ- 
ing: value analysis, buying systems and 
procedures, staff supervisory experi- 
ence. Buyer for all electrical com- 
ponents of major automotive manu- 
facturers products. Desire position as 
senior buyer, purchasing agent or pro- 
curement staff mgr. 

Education: B.S. marketing, Corporate 
college graduate training program (2 
yrs.) 

Will relocate. 

Write: Box 178 


Experience: Four years diversified ex- 
perience in production materials, ie. 
metals, plastics, gears, belting, castings, 
plumbing supplies, & bldg. mtls. Pre- 
vious experience includes time as pro- 
duction manager, inventory control 
supervisor, & cost administrator. 
Education: B.A. economics/ M.B.A. in- 
dustrial management—courses in ma- 
terials handling, product design, & 
quality control. 

Will relocate. but prefer New York 
City, L.L.C. or New Jersey. 

Write: Box 164 


Experience: Twelve years intensive and 
diversified procurement experience. 
Presently head of purchasing dept. of 
medium research and development firm 
involving complete responsibility for 
department supervision, buying metals, 
electronic components, instruments, 
sub-contracting of fabrication and 
construction . often on behalf of 
Govt. (AEC) 

Education: Bachelor of mechanical en- 
gineering. Currently pursuing graduate 
degree in business administration. 
Now residing: Long Island, New York. 
Write: Box 167 
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“We have learned to rely on Sharon for 
top quality Stainless Steels” — 720 ae eraee cae pany 


“Modern utensil design calls for real workable stainless steels,” says John Shragg, press room 
foreman at Ekco Products Company’s Massillon, Ohio, plant. “For consistently fine quality,” 
he continues, “we have found we can always rely on the Sharon Steel Corporation, Sharon, Pa.” 


SHARON Qualty STEEL 
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Rolipin won't mushroom or telescope 

ere are no installation or removal prob- 
lems with Rollpins. Because of their column 
strength they can be readily driven with a 
hammer, removed with a punch without 
bending or collapsing. Of course production 
line tooling such as an arbor press, a pneu- 
matic hammer . . . even a hand riveter . . 
is ideal for Rollpin insertion. 


Rollpin won't damage or enlarge hole 

With smoothly chamfered ends providing 
an easy lead-in, Rollpin is compressed into 
complete conformity with the shape of the 
hole. The exclusive, v-shaped, coped corner 
design eliminates possibility of damage to 
the hole walls. They prevent any possible 
scoring action as the pin is driven and in- 
sures uniform insertion and removal char- 
acteristics. The benefit to you: the same pin 
can be reused in the same hole. 


Rollpin exerts EVEN pressure 


In some fasteners, only a portion of the fas- 
tener shaft does the actual holding. Rollpin, 
however, exerts a uniform pressure around 
the entire inside surface of the hole—giving 
you maximum holding power and superior 
resistance to vibration. 

Split tubular construction assures uni- 
formity of heat treatment that is difficult to 
obtain with spiral types of pins; there is an 
even plating “throw” inside the pin as well 
as outside for superior corrosion protection. 


ONE TYPE of Rolipin does EVERY TYPE of job 
Versatile Rollpins will replace at least 12 
different types of fasteners. Every Rollpin 
can be hopper-fed, can be installed with a 
single operation. They are available, from 
stock, in a wide range of lengths and in 
diameters from 1/16” to 1/2”. Manufac- 
tured from carbon or corrosion resistant 
steels and beryllium copper. 











(C) Please send me ROLLPIN 





C) Please send me ROLLPIN 
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Why Users Prefer Electric Trucks 
Powered by Gould Batteries 


R OPERATING COSTS. Battery-powered electric 
save in the three most important areas of cost 
maintenance, fuel and depreciation. They 
onomies so substantial that the overall cost per 

e is less than half that of other types of trucks. 
{AIN TENANCE. Simpler construction, fewer mov- 
ind vibrationless rotary motion of the electric 
make minimum repair and replacement self-evident. 
CLEAN, AND SAFE OPERATION. Electric 
greatly reduce noise levels, make work conditions 
pleasant. Electric trucks do not smoke, drip engine 
have an exhaust to stir up dust. Finally, electric trucks 
tirely safe, can be used in dangerous atmospheres. 


Electric truck users generally agree on one other point, 
too—Gould Batteries for longer life. With the vital new 
Silconic Plate, Gould Batteries offer up to 25% longer life 
through prevention of grid corrosion, the most common 
cause of battery failure. 

Join the list of users who prefer this ideal combination 
of electric trucks and Gould Batteries for modern, efficient 
materials handling. For more information, write or call 
your local Gould representative. Ask for booklet ““Why We 
Use Battery-Electric Industrial Trucks.’ Gould-National 
Batteries, Inc., Trenton 7, N. J. In Canada, write to 
Gould-National Batteries of Canada, Ltd., 1819 Yonge 
Street, Toronto, Ontario. 


hime Power te you fom GOULD 
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Do You Buy Chain? 


—then you should have these free ACCO 
catalogs containing over 400 different chains! 


e The American Chain & Cable Company, Inc., 
world’s largest manufacturer of chain for any appli- 
cation, wants you to have these valuable chain refer- 
ence catalogs! When a particular job calls for the 
strength and flexibility that only chain can provide, 
you'll find chain—of the correct size, design, metal 
and finish to fill the bill—listed on the pages of these 
catalogs. There are over 400 different chains, by 
types and sizes, to choose from. For easy reference, 
complete information about all of these chains is 
assembled in two separate catalogs under the two 
basic types of chain—welded and weldless. Welded 
chain is made with links that are welded, as the 
name implies. Weldless chains are generally the 
lighter types made with formed 
wire or flat metal links. Catalogs 
are clearly condensed and charted 
to further help you find the spe- 
cific chain best suited for your 
exact requirements. 


In addition, these catalogs contain a wide selec- 
tion of chain assemblies and attachments available 
for use with welded and weldless chain. There is also 
a section describing basic chain terms and definitions 
and a section on how to properly measure chain and 
chain assemblies before you order. 

For your free copies of Welded Catalog No. 491 and 
Weldless Catalog No. 492, write our York, Pa., office. 
ORDER AMERICAN CHAIN FROM YOUR DISTRIBUTOR 

To get prompt local service for all your chain needs, 
contact your American Chain distributor. You'll find 


them located in all principal cities or write us for the one 
nearest to you. 


“° AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 


- *Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 


“indicates Warehouse Stocks 
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Meet VIZI". . . the disc = 

tha 3 lets you:SEE your work re 

WHILE you wor ki = = ere pe 






grinder ready to run. 
Note the unique shape. 


As the grinder starts we 
get a spinning pattern 
similar to a propeller 
or electric fan blade. 





4 - Operator can “look 
through” the Viz1-Disc 
as grinder turns-over 

: at full rpm. 


This is what everyone is talking about. The new METALITE Viz!1-Disc lets you see the exact 
area where the work is being done. Its unique shape gives it “see through” like a blade 

f an electric fan or an airplane propeller. This amazing new disc actually cools itself while 
it’s cutting. And, because there is no blind spot, you grind only the area that needs 

to be smoothed, thus increasing disc life. V1z1-PaADs to back-up the ViziI-DISc are 

available. They have a herringbone non-skid face that grips the abrasive disc, and 
guarantees an aggressive rate-of-cut. You can get a free demonstration from a 
Behr-Manning representative or write Dept. PU-5 








BEHR-MANNING co. }6° ¢ 


TROY, NEW YORK 


A DIVISION OF NORTON COMPANY ; 


BEHR-MANNING PRODUCTS: Coated Abrasives » Sharpening Stones » Pressure-Sensitive Tapes » Floor Maintenance Products 
NORTON PRODUCTS: Abrasives Grinding Wheels » Machine Tools + Refractories © Electro-Chemicals 


In Canada: Bebr.Manning (Canada) Ltd. Brantiord . For Export: Norton International inc., Troy, New York, U.S. A. 
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